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len First-Half Penetration .. . 


GM Sales Share Hits 5-Year Low 


By Robert M. Lienert 
Associate Editor 

ALES difficulties reduced General 
Motors’ share of the first-half 
new-car market to the lowest level 
in five years, according 

released registration figuras. 
Meanwhile, Ford Mot'pr Co. 
achieved its deepest penetration 
in three years and Chrysler 
Corp.’s share was its bigge&t in 

four years, 


Sales shares of both American 


New-Car Sales Shares . . 
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to just-| : 
| neous fmakes (including foreign 


Motorg and Studebaker-Packard 
were af the lowest ebb of any 
period since their corporate forma- 
tions, although both showed gains 
in Jund. 

The /share claimed by miscella- 


cars) was at the highest point in 


history 

7 new-car count for the first 
sit months and for June, as 

compjled by R. L. Polk & Co., in- 
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‘Buick and Pontiac Prepare 
Opel, Vauxhall Franchises 


By Martin L. Whitmyer 
Staff Writer 


final stages, 
dealers on the east and west coasts 
this week are awaiting word from 
their factories on who will be au- 
thorized to sell the imported Gen- 
eral Motors cars. 

The British Vauxhall will be 
sold through Pontiac dealerships, 
the German Opel through Buick 
outlets. 

A spokesman for Pontiac said 
slast week that franchises are nearly 
completed, and factory officials are 
Planning to meet with dealers in 


Foreign-Car 
Registrations 


All states for six months: 
1957 
1—31,243 
2 7,334 
3— 6,615 
4— 5,792 


5— 5,140 
* 


* 


1956 
Pos. 


25,523—1 
* 


1014—S 


Volkswagen 
Renault 


MG 

English Ford 

Metropolitan 2,129—2 

Jaguar 1,743—4 

Austin-Healey 1,538—5 

All Others 9,983 
Total All Makes 

88,244 


43,371 
_ * Not in Top Five. 
(REE 


27,120 


, four eastern zones and three west- 


| ern zones about Sept. 6. 
— the drafting of Opel and| 

Vauxhall franchises in the} 
Buick and Pontiac | 
| meeting, the spokesman said. 


ppastans ‘will be permitted to} 


apply for franchises at that 


A press preview, to which deal- 
ers will be invited, will be held 
in each zone as soon as the cars 
are ready for distribution, prob- 
ably in early October, the Pontiac 
spokesman said. 

The Pontiac spokesman said the 
cars most likely will be distributed 
to metropolitan areas first because 
“the market for the small economy 
car seems to be in those areas.” 

a . * 

Bex is lagging behind Pontiac 

in the import program, princi- 
vally because the 1958 Opel will not 
be introduced in Germany until 
sometime in September. The Vaux- 
hall Victor was introduced earlier 
this year. Due to the late showing 
in Germany, it isn’t expected that 
the Opel will be ready for distribu- 
tion in the U. S. until late October. 

A spokesman for Buick, how- 
ever, said that franchises have 
been drawn up and will be 
awarded first to “selected deal- 
ers” on the east coast, then on 
the west coast. As with Pontiac, 
dealers will have to apply for the 
franchises. 

“But that’s not the problem,” said 
the spokesman, “since just about 
every Buick dealer on the east and 

(Continued on Page 4, Col. 1) 





dustry statisticians, 


that: 


1. First-half registrations for all | points, 


makes amounted to 3,070,875, com- | 


pared with 3,088,487 a year ago. The | 
only first half to show more reg- 
istrations was 1955, when the total | 


was 3,519,629. 

2. Ford expanded its lead over 
Chevrolet, leading by 41,274 units 
(763,670 to 722,396) at the end of 
the half, 

3. June registrations amounted to| 

517,043, compared with 539,777 in the | 
year-ago month. Registrations this 


with other June totals. 


also showed | period to 1.90 percent in the 


first 
0.90 
1.12 


half of 1957. S-P was down 
from 2.02 percent to 
| percent. 

Sales gains during 


June for 


Studebaker Scotsman) prevented 


their first-half losses from being | 


even greater. 
Registrations of miscellaneous 
cars (97.3 percent of which were 


foreign units), by totalling 2.62 per-| 


cent of the first-half market, gained 
1.25 percentage points over the 
| year-ago figure of 1.37 percent. 


had never accounted for as much 
as one percent of the U. S. new-car 


4. Miscellaneous makes, scoring | market. 


| The Big Three’s combined per- 
accounted for a notable 2.62 percent | | centage of the first-half market was 


3.08 percent of total June sales, | 
of all first-half sales. 


FORD MOTOR CO: and Chrys- 


* 


ae ler Corp. ran neck and neck in| 
recording first-half penetration | 


gains. 


6. Market shares of American | 


Motors and Studebaker-Packard 


again were cut back in the first | 


half. 


7. The Big Three’s share of the | 


first-half market was reduced 


slightly for the second year in a 


row. 
* 


> . 

Cc first-half penetration was 
45.10 percent, 

centage points from the 51.92 per- 


down 6.82 per-| 


cent it racked up in the first six)| 


months of 1956. Not since 1952, 
when GM's share was 41.97 percent, 


had America’s major auto maker | 


had such a small share of the first-| 


half market. 
Chrysler Corp., gaining 3.27 per- 


centage points in the first half in | 


its much-vaunted comeback, was 
actually outscored by Ford Motor, 
which gained 3.29 percentage 
points. 

Ford Motor rose from 26.92 per- 


| cent in the first half of 1956 to 30.21) 


percent in the first half of this year. | 


| it was Ford Motor’s best showing | 


since the first half of 1954, when| 
its penetration was 31.20 percent. 
Chrysler Corp. had 19.05 percent | 
of the first-half market, compared 
with 15.78 in the year-ago period. 
Chrysler Corp. was well ahead of 


its first-half lowpoint of 13.88 per- | 


cent, recorded in 1954, although it 
was still behind the 21.07 percent 
recorded in the first six months of 
1953. ; 

* 


> > 
AMC fell 0.09 percentage points, 
from 1.99 percent in the 1956 


Dealer Showing 
Of Edsel Slated 
For Sept. 4 


Wy SONzeDAY, Sept. 4, will be 
the dealer showing date for 
the 58 Edsel. This was announced 
Friday by Henry Ferd II, president 
of Ford Motor Go. 

Ford said approximately 1,200 
dealers will have a _ stockpile of 
more than 20,000 Edsels for display 
Sept. 4. He said more than three 
years and $250 million have gone 
into develop! of the medium- 
priced car, Which will have 18 
models in four series. 

Earlier, Ford Division General 
Manager J. O. Wright announced 
that the cost of the ’58 Ford car 
would be $158 million, He said this 
was nearly percent of the cost 
of the '57 Ford, which was $209 
million. 

The '58 Ford 
public display 
November. 


expected to go on 
first week in 


| front pillars, 





| 1957 Pos, 


both AMC and S-P (Rambler and | 


year ranked sixth when compared | "°F to 1956, miscellaneous makes | 
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Top Cars 


New-car registrations, all states 
for six months: 
Make 1956 Pos. 
Ford 665,733— 2 
Chev. 805,100— 1 
Plym. 257,318— 4 
Buick 294,194— 3 
Olds. 238,201— 5 
Pontiac 192,313— 6 
Mercury 142,392— 7 
Dodge 113,587— 8 
Cadillac 73,300— 9 
DeSoto 53,660—11 
Chrysler 57,533—10 
Rambler 36,830—13 
Stude. 44,441—12 
Lincoln 21,898—14 
Imperial 5,266—18 
Nash 14,659—16 
Met. 2,765—19 
Packard 17,781—15 
Hudson 7,138—17 

497 Cont 937—20 
80,282 Misc. 42,432 
Total All Makes 
3,070,875 3,088,487 
Further details on Pages 43, 48. 


1— 763,670 
2— 722,396 
3— 315,770 
4— 218,014 
5— 199,295 
171,581 
144,270 
136,133 
73,734 
57,448 
57,263 
43,940 
31,177 
19,328 
18,289 
6,108 
5,140 
3,318 
3,222 


) 





Volkswagen Unveils 1958 Model— 


The 1958 Volkswagen has started to roll off the assembly line at the firm's plant 


cover a one-third larger area.. The car is 


j in Wolfsburg, Germany. The new model features a larger rear window, with nearly 
| twice the space as before; increased windshield area, achieved by narrowing the 
and a new windshield wiper arrangement by which the wiper arms 


available in several new colors. 





Ford Is Leading Chevrolet 
‘To Million-Car Output Mark 


OTH Ford and Chevrolet will | 

reach the one million mark in| 
calendar-year car production this | 
week—Ford on Tuesday and Chev- 
rolet on Friday. It will mark the} 
first year that Ford has hit the | 
milestone prior to Chevrolet in any | 
year since 1930. 

Each year since 1953 both manu- 
facturers have surpassed the 
million mark in calendar-year 
output, but in each 12-month 
period Chevrolet managed to 
reach the milestone first. 

In 1953, Chevrolet passed the 
milestone on Aug. 19, Ford not 
until Oct. 29; in 1954, Chevrolet hit 
the mark on Aug. 21, Ford not 
until Sept. 3; in 1955, the earliest 
the milestone has been reached, 

Chevrolet turned the trick on July 
12 and Ford on July 22. Last year 
Chevrolet passed the million mark 
on Aug. 1-and Ford on Oct. 18. 
> +. > 


N 1930, the last time Ford led 
other makers to the million mark, 
it did it without much competition. 
Ford that year made 1,155,000 cars 
and assembled its millionth unit 
in late fall. Chevrolet gave it rela- 
tively light competition as it pro- 
duced only 676,731 cars during the 
entire calendar year. In fact, ac- 
cording to Federal Trade Commis- 
sion reports, Ford cars'outsold 
combined GM units by 300,000 units 
in 1930. 
Falling between the Ford and 
Chevrolet milestones will be 
Chrysler Corp.’s passing of its 


total 1956 car output on Wednes- 
day (Aug. 14). The corporation 
turned out 870,261 cars during the 
entire 12 months of 1956, a figure 
the corporation was only 12,783 
units behind as of last Saturday 

(Aug. 10). 

Despite a 1,956-unit decline in 
car output at Chrysler Corp., auto 
assemblies in the U. S. last week 
totalled 120,835 units, up 1.3 percent 
from the 119,323 cars assembled the 
previous week and a 11.7 percent 
boost over the 108,167 units turned 
out during the week ended Aug. 11 
a@ year ago. 

- *~ 
L_Ast week’s car output was 97.9 
percent of Automotive News’ 
(Continued on Page 61, Col. 3) 
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Education Is Answer... 


AUTOMOTIVE NEWS, AUGUST 12, 1957 


Probers Told Laws 
Won’t Insure Safety 


By William Ullman 
Washington Correspondent 

WASHINGTON. — Auto safety- 
belt experts warned House safety 
probers last week that you can’t 
pass a law which will force a mo- 
torist to strap himself in before he 
drives down to the corner. 

During four-day hearings be- 
fore the Roberts subcommittee on 
traffic safety, engineers for the 
five U. S. auto makers and the 
nation’s leading crash investiga- 
tors were in general agreement 
that car safety belts lessen the 
chances of serious injury to col- 
lision victims. 

But they foresaw a big educa- 
tion job as necessary to sell the 
motoring public on the idea. 

A law which required every new 
car sold in interstate commerce to 
be fitted with safety belts, they 
thought, would be ineffective, as 
well as costly. Witnesses believed 
that most motorists would fail to 
use the belts even if they were 
right at their fingertips. 

One lone witness, Andrew J. 
White, director of Motor Vehicle 
Research, Inc., stood firm against 
any seat belts at all in current 
motor vehicle models. 

As hearings opened, Chairman 
Kenneth A. Roberts, Alabama 
Democrat, remarked that he “was 
somewhat dismayed to read in 
this morning’s New York Times 


chairman said he hoped 
ngs would “encourage the in- 
to voluntarily build these 
features into their cars.” 

White, a controversial critic of 
current car design, said: “Con- 
sidering the present-day structure, 
to strap a man in and hold him 
for this structure to impact him 
under deformation conditions is re- 
ducing his chances of possible sur- 
vival.” 

A crash victim secured by a seat 
belt, he claimed, is likely to “jack- 
knife” at the waist, his head whip- 
ping forward and back. 


“In some accident cases,” said 


Business 
Barometer 


Auto Production — 139,485 cars, 
trucks in week vs. 127,634 the year 
before. 

Business Failures—281 


in week 


Freight Loadings—736,407 cars in 
week, an increase of 86,601 from the 
year before. 

Gasoline $t oc k s—175,698,000 
barrels, a decline of 2,569,000 barrels 
in week. 

New-Car Registrations—3,070,- 
875 in 1957 to date vs. 3,088,487 


year ago. 
New-Truck Registrations—422,- 
812 in 1957 to date vs. 455,007 year 


ago. 
Oil Stocks—285,241,000 barrels a 
—., of 641,000 barrels in week. 


Steel Output—81.7 percent of 
estimated capacity vs. 81.2 percent 


week earlier. 

Used-car Prices—$872 in August 
to date vs. $891 in July. 

Wholesale Prices—}17.9 percent 
of 1947-49 index vs. 118 percent week 
earlier. 

* ® * 

‘ Common Stocks 
Aug. July 1957 
3 Low 

' 7% 5% 
77% 64% 
554% 544, 
45 


6% 





- American 


White, “it might well be proved 
that a seat belt was the cause of 
death or injury. For example, a 
fixed-object crash occurs at a 
relatively low speed. The passen- 
ger’s body is restrained with a 
seat belt that functions properly 
within the limits of the forces 
involved. 


“The upper part of the passen- 
ger’s body jacknifes and his head 
strikes a narrow dash contour or 
a knob with a force sufficient to 
cause an undetected brain hemorr- 
—— He dies a month or a year 
ater.” 


White called for an accelerated 
program of research in auto safety, 
with “complete deletion of com- 
mercialism.” If necessary, he con- 
tinued, Congress should make it 
mandatory, if the manufacturers 

(Continued on Page 6, Col. 1) 





Legal Expert— 


Thomas E. Bennett, seated, former trial 
attorney in the Department of Justice, who 
has endorsed legality of ADSA bonus 
plan. Paul Reed (Ford), Sulphur, Okla., 
President, Oklahoma Automobile Dealers 
Assn. and a charter member of ADSA, 
— over anes — 





— 






NEW YORK.—“One fourth of all 
motor accidents might be prevented 
if regular inspection were made to 
catch mechanical defects in time,” 
according to Frederick N. Clarke, 
New Hampshire commissioner of 
motor vehicles. 

Clarke made the statement in 
connection with an announcement 
of the American Standard In- 
spection Requirements for Motor 
Vehicles, approved and newly pub- 
lished by the American Standards 
Assn. 

He is chairman of the national 
committee which developed the 
standard under ASA procedures. 
The committee operated under the 
leadership of the American Assn. 
of Motor Vehicle Administrators 
and the Assn. of Casualty and 
Surety Companies. 

Clarke called for a strong pro- 
gram to prevent the high toll of 
motor-vehicle accidents. 

“Such a program,” he said, “must 


State Branches Sought by ADSA 


By L. H. Houck 
Staff Correspondent 

OKLAHOMA CITY. — With an 
eye toward obtaining a territory 
sales bonus in 1958-model pricing 
agreements, the Authorized Dealer 
Survival Assn. laid plans Thursday 
to broaden its membership appeal 
by setting up a network of state 
branches. 

ADSA Managing Director Bert 
Horner said dealers in Missouri, 
Massachusetts, Texas, Kansas, 
Mississippi and Florida had indi- 
cated interest in forming state 
chapters of the new anti-cross- 
selling association. 

A national meeting of dealers 
and members has been scheduled 
for 9 am. next Monday (Aug. 19) 
at the Skirvin Hotel in Oklahoma 
City. The association said it will 
announce plans then for going to 
the makers with their program. 

Directors and charter 
of ADSA met here Thursday to 
blueprint future activities of the 
association. H. Mead Norton, 
Buick dealer here who is ADSA 

told the 

“When the deplorable cunditien 
of the retail end of our business is 


NADA to Approach 
Factories Again 


On Cross-Selling 


WASHINGTON.—NADA plans to 
continue negotiations with the 
manufacturers on steps to curtail 
cross-selling and bootlegging, an 
association spokesman said Thurs- 
day. 

No appeal to Congress is planned 
for the present, the spokesman 
said. 

NADA is far from discouraged by 
letters on _ service-responsibility 
proposals from four auto company 
presidents, the spokesman said. He 
said both manufacturers and 
dealers have agreed that a serious 
problem exists. 

The reply to NADA’s 
from Henry Ford II, president of 
Ford Motor Co., reported that the 
company was continuing a “thor- 
ough study” of all ideas suggested 
in June by NADA Executive Vice- 
President Frederick J. Bell. 


Motors President 
George Romney’s reply was not 
made public by the company. 
Chrysler President L. L. Colbert 
had cast doubt on the workability 
of the plan and General Motors 
President H. H. Curtice had de- 
clared a new law would be needed 
to legalize any service bonus plan. 

Ford wrote Bell that his company 
would consult its dealers before 
making a detailed reply to the 
NADA proposals. 

The reply of Studebaker-Packard 
President H. E. Churchill is ex- 
pected to be released this week. 

The NADA spokesman said 
President Frederick‘ M. Sutter is 
preparing a letter to all members 
on the association’s anti-bootlegging 
program. 


| called to the factories’ attention by 
a strong united dealer group, they 
will as a matter of sound business 
principle come to the relief of the 
dealers, accept the ADSA plan or 
initiate one that will serve the 
same purpose of assuring the own- 
ers and users of their products 


in every community of proper and 
satisfactory service.” 

Norton, Horner and other ADSA 
officers forged ahead with their 
membership and educational cam- 
paign in the face of the coolness 
displayed by the presidents of Gen- 

(Continued on Page 57, Col. 1) 





By Borg-Warner . . . 


Injection Unit Introduced 


CHICAGO. — Mechanical fea-|at the combustion chamber open- 


tures of its newly developed, timed 
fuel injection system for passenger 
cars, trucks, and tractors have 
been detailed by Borg-Warner 
Corp. 

The unit, designed and en- 
gineered by the corporation’s 
Marvel-Schebler products div i- 
sion, consists of five major com- 
ponents: Injection pump, air 
metering throttle, spray nozzles, 
fuel supply pump and fuel filter. 
Fuel flows from the tank through 
the supply pump and the filter to 
the injection pump, which is the 
principal element in the system. 


From the injection pump, the 
fuel moves to the fuel atomizing 
nozzles. These spray precisely 
metered amounts of fuel directly 
into the air in the intake manifold 
at a point just before it enters the 
cylinder. 

Air for the air-fuel mixture is 
brought through the air metering 
throttle valve and does not mix 
with the fuel until the two meet 


proposal = 





Injection Unit— 


Two parts of the Borg-Warner fuel 
injection system can be seen mounted on 
this 1957 car engine. The injection pump 
is mounted on the front of the engine at 
the lower left. The air metering throttie 
is located just below where an air filter 
has been drawn in. 


ing. 

The air throttle is basically a 
tube -or tubes, with one or more 
throttle valves, corresponding to 
single or multiple barrel carbu- 
retors, to meter the air require- 
ments of the engine for all speeds 
and load conditions. 

In a conventionally equipped 
car the fuel and air are mixed 
together in the carburetor and 
move as a mixture from there 
through the intake manifold to 
the various cylinders. Although 
the mixture is correct when it 
leaves the carburetor, this quality 
is rarely maintained under all 
engine operating conditions as 
the air-fuel mixture passes 
through the manifold. 


The result is an unequal distribu- 
tion of air and fuel to the various 


cylinders, a condition sometimes 
described as “rich” and “lean” 
cylinders. 


A feature of Borg-Warner’s new} 
system is timed injection, which ac- | 
curately meters the correct amount | 
of fuel required by the engine and 
also controls the time during which 
the fuel is sprayed into the air 
going into the individual engine 
cylinders. This is said to make pos- 
sible optimum performance and 
economy. 

The new unit, adaptable to four, 
six and eight-cylinder engines, pro- 
vides for deceleration fuel cut-off 
and is suitable for either manifold 
or direct cylinder injection. Nozzles 


OK'd by Standards Group... 
Auto Inspection Code Set 





for the latter, however, would be 
more expensive. 

The injection pump can be 
mounted in either a horizontal 
or vertical position and can be 
driven either by belt or gears. All 
moving parts are lubricated by 
engine oil or filtered gasoline. 

In mass production quantities, 
Marvel-Schebler engineers say, the 
cost of the new injection system 
may not be more than the cost of 
two four-barrel carbureors. F u r- 
thermore, when the system is 
properly calibrated and the en- 
gine is modified for the most ef- 
ficient use of fuel injection the sys- 
tem will provide sufficient fuel 
economy to offset quickly any addi- 
tional cost, it was said. 

The syst2m will normally last the 
life of the vehicle without major 
repairs, according to the company. 

Borg-Warner’s system is a me- 
chanical type unit and is now un- 
der test by several motor vehicle 
manufacturers. 





give full attention to two factors; 
First, a strict licensing procedure 
and enforcement, and second, no 
vehicle should be on the highway 
without being approved by proper 
inspection.” 

Fourteen states and the District 
of Columbia now require inspec- 
tion. “Only 25 percent of the ve- 
hicles in this country could pass 
the required inspections accord- 
ing to the records of the 14 states 
and the District,” Clarke said. 

He contended that this was no 
doubt the reason that jurisdictions 
requiring inspection have such a 
fine safety record year after year. 

Clarke explained that the new 
code is intended primarily for use 
by inspectors in states where regu- 
lar inspection is required by law, 
but that it also is recommended to 
fleet owners, operators of school 
and city buses, trucks and taxicabs 
—and even to owners of private 
cars. 


The standard gives recommended 
practices for inspection stations 
and outlines the methods to be 
followed in checking steering, align- 
ment and suspension, tires and 
wheels, exhaust and fuel systems, 
brakes and glass. It gives causes 
for rejection of these inspection 
points. 

L. L. Beltz, Ford Motor Co., rep- 
resenting the Society of Automo- 
tive Engineers, was chairman of 
the electrical subcommittee; T. J. 
Carmichael, General Motors, chas- 
sis; G. L. McCain, Chrysler Corp, 
representing the Automobile Manu- 
facturers Assn., body; Wilbur L 
Cross jr., Connecticut Department 
of Motor Vehicles, representing the 
American Assn. of Motor Vehicle 
Administrators, safety equipment, 
and George H. Perry, representing 
the Assn. of Casualty and Surety 
Companies, inspection stations. 


Automotive News 
Appoints Callahan 
Engineering Editor 
DETROIT. — Effective Aug. 15, 
Joseph M. Callahan will succeed 
John T. Benedict as engineering 
editor of Automotive News, it is 


announced by Editor Pete Wem- 
hoff. 


Callahan, a member of AuvrTo- 
motive News’ editoral staff for the 
past four years, has assisted Bene- 
dict on technical 
stories for the 
past two years. 
Prior to joining 
Automotive News, 
Callahan was on 
the editorial staff 
of the Detroit 
Times for seven 
years. He was 
graduated in 1943 
from the Univer- 
sity of Detroit. 

In an expanded 
coverage of automotive engineering, 
production and materials develop- 
ments, Callahan will conduct a 
monthly technical section in Avuto- 
motive News and write a weekly 
column on behind - the - scenes 
factory trends in the industry. 

Benedict, who became engineer- 
ing editor of Automotive News in 
1954, is joining Chrysler Corp. as 
head of technical information 
services in the Engineering divi- 
sion’s product programming section. 





4. M, Callahan 


Kyes Reported ‘Fine’ 
After Mild Seizure 


DETROIT.—Roger M. Kyes, Gen- 
eral Motors direc- 
tor and group 
vice - president, 
was reported in 
excellent condi- 
tion last week 
after a mild heart 
attack. 

His physician 
said a complete 
recovery is ex- 
pected. K yes, 51, 
was stricken M 
while playing Roger M. Kyes 
golf. He was recovering at Beau- 
mont Hospital in suburban Royal > 
Oak. 
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RECENT years, this trade has 
been talking a lot about public 
relations. That is well, because 
automobile dealers are a misunder- 
stood group. 

Since the war, dealers have been 
exposed to bad publicity by the 
acts of fringe elements of our 
trade. The public judges all of us 
by their misdeeds. 

First, it was the accusation 
that all dealers indulged in 
black-market operations. 

Since 1953, when car shortages 
no longer existed, the public has 
suffered and gained a poor opinion 
of us due to blitz sales methods 
some of us employed. 

Definitely, we must do something 
to overcome these hazards if we 
are to improve the climate in 
which we all do business. Our 
trade associations can and are 
doing much to improve the situa- 
tion. But, nevertheless, it is an in- 
dividual problem. 

Some of us forgot that there is 
no such thing as no public rela- 
tions. Public relations is what 
people think of our institution, 
good or bad, There isn’t a single 
dealer who doesn’t inspire some 
sort of reaction from other people. 

> * 


Grandpa Had the Idea 


r, THE past, we have made too 
few attempts to establish good 
public relations. That was due to 
the fact that before the war we 
worked in closed territory and we 
expected people to come to us au- 
tomatically when they wanted cars 
or service. 

The second thing that kept us 
from telling our story was that, 
until recently, we depended on the 
factories, through the cooperative 
advertising plan, to establish good 
public relations for us. 

That money, as we all know, 


Bell Will Speak 
At Minnesota 
Dealers’ Meeting 


MINNEAPOLIS.—Frederick J. 
Bell, NADA executive vice-presi- 
dent, will head the list of speakers 
for the 38th annual convention of 
the Minnesota Automobile Dealers 
Assn. here Sept. 16-17. : 

Other speakers will include G. 
Herbert True, professor of market- 
ing at the University of Notre 
Dame; Elson G. Sims, Vincennes 
(Ind.) dealer who will speak on 
“Your True Cost of Doing Busi- 
ness,” and Thomas J. O’Neil, mem- 
ber of the 
dealer policy committee. 

Convention plans are being made 
by Harold Queenan, chairman, and 
John Woodhead, co-chairman. 

A program for dealers’ wives is 
being arranged by a committee 
headed by Randy Light. 
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Dealers tell me 





By John 0. Munn 


was used largely to promote the 
product rather than build public 
acceptance of the importance of 
the contribution a dealer makes 
to the success of this trade. 

The attempt to build good public 
relations is old. I can remember 
when I visited my grandfather, 
during school vacations. He de- 
veloped good public relations by a 
very simple method. But I suspect 
he had no idea it was public rela- 
tions at all. 

He owned a flour mill. There 
were two other mills nearby. I can 
remember driving throughout the 
countryside, in a one-horse buck- 
board, visiting every farmer, talk- 
ing about the weather, crops and 
their families. I presume his com- 
petition offered the same for 
wheat. He was merely establishing 
a friendly relationship so they 
would bring their products to him 
in the fall. 


* * * 


Program Begins at Home 


E DEVELOPED markets in the 

same way because he made 
several trips to Ireland to sell flour 
merely by establishing friendly ac- 
quaintanceships. 

Since that time the profession of 
public relations has grown by leaps 
and bounds. There are probably 
100,000 people in it now, who are 
being joined each year by many 
more. 

As recently as 1954 the 100 top 
industries spent $50 million on pub- 
lic relations programs. 

Good public relations, in our 
field, must start right in our own 
dealership. It must embrace all 
our workers, our entire staff. 

The definition I like best for 
public relations is simply, “living 
right and getting credit for it.” In 
other words, start first by seeing 





your house is in order. Then, and} 


then only, can you start to talk 
about the favorable aspects of your 
business. 

It won’t do you a bit of good to 
attempt to gain goodwill unless you 
can talk honestly. You can fool the 
public only so long. Illusion sel- 
dom can stand the test of time. 
When disillusion sets in, you are 


done for. 
> 7 > 


Service After the Sale 


Now: as this trade is seeking to 
+* establish better public rela- 
tions, it is well to emphasize that 
the real purpose of such an en- 
| deavor is to point out the quailifi- 
cations of our institutions for as- 
suring the satisfactory use of our 
product. 

This is so necessarily because in 
our trade the retailer services the 
product after the sale. The depart- 
ment store, which sells televisions 
and electrical appliances, often 
contracts with some outside facili- 
ties to take care of aftermarket 
| service. Another example is the 
manufacturer of elevators which 
| sets up its own organization to take 
care of service. 

But in our trade, the retailers’ 
big investment is to take care 
of the aftermarket. We certainly 
should make that fact known if 
we are to benefit by it, 

Don’t get misled on your public 
relations program. For instance, 
too many dealers think that giving 
away a car or selling a car at 
cost to some charity to be raffled 
off is good public relations. 

Such an act, of course, is com- 
mendable. It is good that it is done. 
But, as far as good public rela- 
tions is concerned, it will not help 


much. 
7” ” 


© 
Giveaways Are Risky 
| bg YOU label the car with your 
name while it is being raffled 
off, it is obvious that your motive 
was mercenary rather than chari- 
table. 

In the second place, to the 
thousands who buy raffle tickets, 
it is a big disappointment not to 
win and they associate your 
product with that disappoint- 
ment. 


Then, the one who wins some- 
(Continued on Page 58, Col. 4) 





Los Angeles Dealers Elect Officers— 


Officers and directors elected to serve the Los Angeles Motor Car Dealers Assn. 
for the 1957-58 term, standing, from left, are directors Phil Hall, Ray D. Wilson and 
Irvin Kaiser. Seated: Mel Alsbury sr., vice-president; Dan R. Ashcraft, president, and 





Frank French, secretary. 





Seattle Trial Under Way 
In Anderson-GM Suit 


By Martin J. Trepp 
Staff Correspondent 

SEATTLE.—The trial of M. O. 
Anderson’s $4 million damage suit 
against General Motors is under 
way here, and attorneys for the 
plaintiff estimate that the proceed- 
ings may con- 
tinue until the 
end of August. 

Anderson, a 
former NADA 
president, has 
based his suit on 
GM’s withdrawal 
in 1953 of the 
Buick distributor 
franchise he had 
held since 1936. 

The case is be- 
ing argued before 
a jury in U. S. district court. Pre- 
siding is Judge Sylvester J. Ryan, 
of New York, the jurist who ruled 
earlier this. year that the Interna- 
tional Boxing Club should be 
broken up and its stock sold. 

In the early stages of the trial, 
Charles Horowitz, Anderson’s 
chief attorney, told the jury that, 
with GM e t, Ander- 
son increased his firm’s facilities 
substantially. He said this in- 
cluded a $500,000 loan in 195? to 
boost working capital at GM’s 
request. 

The retail dealership offered An- 
derson after cancellation of the 
distributor franchise would not sup- 
port these facilities, Horowitz said. 

He added that Anderson then 
attempted to continue his opera- 
tions by securing a DeSoto-Plym- 
outh distributorship in October, 
1953, and later a Packard distribu- 
torship, but by the end of 1954 both 
had proved unprofitable. 

In September, 1956, Anderson re- 
tired from the automobile field. 

Horowitz said many top GM offi- 
cials will be called to testify. Depo- 

sitions from President Harlow H. 
Curtice and William F. Hufstader, 
distribution vice-president, already 
have been presented by Anderson’s 
attorneys. 

In his deposition, Curtice told 
of a 1948 visit to Seattle, at which 
time he was Buick general man- 
ager. He recalled visiting Ander- 
son’s firm, 

Asked if he and Anderson were 
then on friendly terms, Curtice’s 
answer in the deposition was, “I 
thought so.” He denied making any 


Lane Heads Up 


Jackson Assn. 


JACKSON, Miss.—(UTPS)—New 
officers of the Jackson Automobile 
Dealers Assn. have been elected. 
They include: 

Collin T. Lane, president; E. J. 
Craigo, vice-president, and J. L. 
Blakeslee, secretary-treasurer. Offi- 
cers were installed at a luncheon 
meeting. 


M. O. Anderson 


| specific suggestions to Anderson 


that his facilities be expanded. 

Hufstader was present in court 
and listened to the reading of his 
own deposition. 

In questioning Hufstader, Ander- 
son’s attorneys sought to show that 
GM had encouraged its distributors 
and dealers to expand their facili- 
ties during the post war period. 
Hufstader’s answer said GM told 
its distributors “in a general way” 
about expansion possibilities. 

Defense attorneys were overruled 
in their objection to the reading of 
a@ 1955 newspaper advertisement 
which declared, “All across Amer- 
ica, GM and GM dealers are grow- 
ing together.” 

Hufstader said in his deposi- 
tion the advertisement was an 
expression of pride in GM’s 
dealer organization, and that it 
may have contained some “po- 
etic license.” 

J. Paul Cole, Seattle attorney for 
GM, told the jury the corporation’s 
contract with Anderson “by its 
terms, expired after a year’s no- 
tice,” and that Anderson and four 
other Pacific Northwest distribu- 
tors were informed late in 1952 


that their franchises would be 
terminated. 


Boston Auto Show 
Opens Nov. 30 


BOSTON.— The Greater Boston 
Automobile Dealers Assn. will hold 
an auto show here Nov. 30-Dec. 8, 
according to J. Gordon MacKinnon, 
executive vice-president. 


Drawings for space will be held 


Wednesday (Aug. 14) at the Hotel 
Statler. 











On the House. . 


GM Dealerships 
List Slim Profit 
In Virile Market 


Operations Analyst 
Probes 54 Outlets 
During First Half 


DETROIT.—A study of 54 Gen- 
eral Motors dealers for the first 
half of 1957 shows “an excellent 
market but in many cases... 


small profits,” according to George 
F. Helwig, operations analyst for 
Rutten, Welling & Co., Detroit ac- 
counting firm which made the 
study. 

“Public apathy 
plus an unusually 
strong competi- 
tive situation has 
caused the deal- 
ers ... to have 
an unusually dif- 
ficult operating 
problem in 1957,” 
Helwig said. 

Twenty-seven 
of the dealers 
surveyed handle 

Chevrolet while 
the other 27 sell Buick, Oldsmobile 
and Pontiac. 

Helwig said competing dealers 
show uniformly higher profits, in- 
dicating that public acceptance 
of a given line has a lot to do 
with how much is made selling 
competing lines. 

Taking a look at the future, Hel- 
wig said, “Present indications are 
for a reasonably strong market for 
the remainder of the year and the 
probabilities are that, when the 1957 
registrations are concluded, the 
total deliveries will be surprisingly 
high.” 

Highest profit by a Chevrolet 
dealer in the 27 surveyed was $48,- 
784.03 while the biggest loss was 
$38,297.38. Among the Buick, Olds- 
mobile and Pontiac dealers, the 
highest profit was $122,233.03 while 
the greatest loss was $28,696.79. 

Seven of the Chevrolet dealers, or 
25.9 percent, showed a loss for the 
year to date on June 30 while eight 
of the Buick - Oldsmobile - Pontiac 
dealers, 29.6 percent, has had a loss. 

In tips on eliminating losses 
and increasing profits, Helwig 
stressed the importance of hav- 
ing “all of the key positions of 
the dealership filled by top-quali- 
fied men.” 

Among the Chevrolet dealers, 
“Dealer No. 11” had a net profit 
before taxes of $107.67 per new car 
sold, the highest of the 27 sur- 
veyed. 

Figures on the dealership indi- 
cate that expenses are well under 
control but not cut to the bone. 

The first step toward a profit is 
taking a 144 percent gross profit 
on new-car sales. That is the fifth 
highest profit among the dealer- 
ships surveyed. 

Dealer No. 11 gets a profit from 
each of his departments. In terms 
of profit per new car sold, the 





| dealer got $20.11 from the new-car 


department; $17.27, used-car; $17.98, 
service, and $21.04, parts. 
The totals for each type of ex- 
(Continued on Page 4, Col. 3) 





Martin Bury has a lot of food for thought in a 
recent ad he ran for Wilkie Buick, Philadelphia. 
Says Bury: “The experienced traveler has no hesi- 
tancy about stopping at a hotel that displays an 
AAA emblem or a restaurant having a Duncan 
Hines sign of approval . . . But there’s no such 
assurance for a new or used-car buyer ... Maybe 
the day will come when NADA terminates mem- 
bership of those dealers who indulge in unscrupu- 
lous practices. Then the NADA emblem will mean 
something. Or maybe some independent agency will 
issue seals of approval to ethical dealers”... 

Insiders say that auto makers are going to 
concentrate on economy of operation for the next ~ 
few years at least . . . State examiners are penalizing many Penn- 
sylvania dealers for not having collected the use and sales tax at 

time of delivery. Dealers warned to study exemptions under the 
state regulation ... Kansas figures show a 45 percent turnover 

in new-car dealerships in four years .. . 

Idaho reports seven Mercurys and eight Fords registered in one 
county in two weeks as result of chain letter scheme .. . Bit of 
wisdom from Kentucky association bulletin: “Once upon a time there 
was a wise creditor. After many attempts to collect, he wrote this 
note—and got his money promptly: ‘If you don’t pay up immediately, 
Ill tell all your other ‘creditors that you did pay me.’” 


—Perte Wemnorr, Editor, 
Automotive News 
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Buick, Pontiac Dealers Await Word . . . 





Franchises 


Prepared 


For Opel, Vauxhall 


(Continued from Page 1) 


west coasts already has applied for 
a franchise.” aa ie 


* 
Press Kits Out First 

UICK does not plan a general 

press preview but instead will 

distribute press kits first to na- 
tional publications and then to re- 
gional publications where the cars 
are being sold. 

Any public showing of the cars, 
it was understood, will be left up 
to the individual Buick dealers 
selling the Opel. 

Meanwhile, dealers in the Mid- 
west were hopeful that some agree- 
ment might be worked out by 
which they might also be given the 
opportunity to sell the foreign 
makes. 

* > * 
Bur with a maximum of 12,000 
Opels and 12,000 Vauxhalls be- 
ing imported the first year, few 
were optimistic about their chances 
of “getting in on the kill.” 

Some dealers even showed a 
lack of interest in the whole pro- 

As one Pontiac dealer said, “The 
Vauxhall is a nice car, but if it’s 
going to sell for $2,000, I'd rather 
buy a 1956 Pontiac and have an 
automatic transmission.” 

= * = 

NOTHER Pontiac dealer de- 
A clared: “Sure, we'd like to sell 
the Vauxhall, but we’re more con- 
cerned with selling 350 Pontiacs 
between now and the end of the 
model run.” 

Interest among most dealers in 
the suburban Detroit area was at 
a peak last week, however. 

George Gray, who is handling 
matters in regard to the Vauxhall 
for Higgins Pontiac in Ferndale, 
Mich., said his firm “is very much 
interested” in getting a Vauxhall 
franchise. 


> 
More Definite 

OPES of Higgins getting a 

H franchise, if and when Pontiac 
imports the Vauxhall to the Mid- 
west, are heightened, Gray said, 
by the fact that “George Higgins, 
owner of the dealership, is one of 
the three oldest dealers in a tri- 
state area.” 

Most dealers however, said 
they weren’t going to make any 
plans or set up any departments 
until they get something more 
definite to work on. 

“With only 1,000 a month being 
imported into the whole U. S., and 
with the Midwest not even on the 
schedule, it seems foolish to get all 

worked up,” said a Buick dealer. 
“We're not going to make any 
plans until we know we're defi- 
nitely going to get in on the pro- 


— * * * 


A LOW-VOLUME Buick dealer 
said he had little hope of pick- 
ing up a franchise due to the size 
of his operations, but did admit 
there had been some interest shown 
by the public. 

“We've had several requests for 
literature on the Opel, but so far 
we've received nothing from the 
factory. We also had a couple of 
people come in to see the car. 
They thought we had them on 
display in the showroom.” 

Exclusive sports and foreign-car 
outlets in the Detroit area can’t 
gee the entry of the Opel and 
Vauxhall as making much of a 
dent in the market. 

a . * 


Worst Choices? 


S ONE Volkswagen dealer put 
5 it, “They (meaning General 
Motors) picked the worst cars they 
could have selected to give us com- 
petition.” He wouldn’t elaborate on 
what cars he thought might give 
Volkswagen a race in the Midwest 
market. 
Another dealer, selling only the 
said: “People 


Vauxhall are thinking of econ- 
omy. Our customers are not 
economy-minded.” 

With the sports and foreign-car 


* + 


fields growing each day, many deal- 
ers in American-made automobiles 
are adding the economy car to 
their sales operations. 

* +. * 


ORTH CHEVROLET, of Bir- 

mingham, Mich., recently took 
over the Isetta dealership in the 
Detroit area, while another Chev- 
rolet dealer—and one of the largest 
in the Midwest—is attempting to 
add a Fiat deal to his operation. 
North’s foreign-car setup is sep- 
arate from the Chevrolet deal, how- 
ever. 

The same trend is being seen 

in other sections of the country, 
too. 
Robert Crudgington, Studebaker- 
Packard dealer in Amarillo, Tex., is 
now handling 10 different makes 
of foreign cars in addition to his 
S-P operation. 


* * = 


|. veer handled by Crudgington 
include the German-built 
Porsche, the French-built Renault, 
and British-made Rolls-Royce, 
Jaguar, M-G, Triumph, Austin- 
Healey, Austin, Hillman and Mor- 
ris-Minor. He plans to add the Mer- 
cedes-Benz at a later date. 

The same trend is evident in 
Denver. 

Kurland Motors there reports 
brisk sales of its newly acquired 
line of French-built Simca cars, 
while Denver Buick, Inc., also has 
taken on Simca along with its Hill- 
man-Minx line. 

+ + * 
Waiting List for VW 

ARMER JOE, INC., and Marcus 

Motors, Inc., both report sales 
improving on the Swedish - built 
Volvo, while the Denver Volks- 
wagen dealership reports a waiting 
list for its line of foreign-made 
cars. 

Preston M. Marble, president 
of Sports Cars, Inc., said “the 
foreign-built cars break down 
into two distinctly separate 
classes. There is the sports cars, 
precision-built and a sportsman’s 
delight, and there is the economy 
car.” 

Marble said the economy car— 
selling usually at around $1,800 in 
Denver and capable of 30 to 40 
miles per gallon of gasoline—be- 
gan to catch on late in 1956 during 
the Suez oil crisis. 


* * * 


Aas helped organize the 
company in September, 1953, as 
a@ service garage. The firm ex- 
panded to handling such foreign 
lines as M-G, Austin-Healey, Mor- 
ris, Jaguar and Porsche. The firm 
now handles 10 lines, six of them 
sports cars. 

Advertising for Sports Cars, 
Inc., is handied by Sam Arnold, 
of Arnold & Co., which created a 
set of slogans in popularizing the 
sports car. 

Among the slogans are: “Sports 
Cars are Fun Cars,” Sports Cars 
are Safe Cars,” “Sports Cars are 
Economy Cars,” and “Sports Cars 
are Precision Built.” 


sae 


Ford to Launch 


Stratosphere Rocket— 


. 
“ 


Dealer Council Visits Ford Proving Grounds— 


Members of the National Ford Dealer Council visit Ford Motor Co.'s new Michigan Proving Grounds during the group's 
12th annual meeting in Dearborn. The picture shows council members with their wives and Ford officials at the highest point 
on the proving grounds. Members of the council are: Austin Hemphill, San Antonio; Bert H. Brown, Chattanooga, Tenn.; George 
Purvis, Fayetteville, N. C.; Forrest F. Cate, Chattanooga; Frank H. Morrow, Beaver Falls, Penn.; Robert Battat, Newark, O.; Glenn 
O. Marsh, Bluffton, Ind.; Afthur Goebel, Anoka, Minn.; D. C. Mullery, Chicago; W. H. Whitney, St. Paul; Dan L. Stanley, Joplin, 
Mo.; Dewey D. Williams, Kansas City, Kans.; James E. O'Neal, Kimball, Neb.; W. J. Dalrymple, Vicksburg, Miss.; M. M. Brown, 
Alvin, Tex.; John Dore, Whittier, Calif.; Walter J. Good, Randolph, Mass.; John D. McBeath, Boston; Floyd Rice, Detroit; Bruce 
Stoddard, Idaho Falls, Id., and Cecil Whitebone, San Francisco. Purvis was elected chairman and Stoddard, secretary. 


Slim Profit Listed in Virile Market 


(Continued from Page 3) 
penses were below those of many 
of the other dealerships surveyed, 
although there were some firms 
with even lower figures. 

Dealer No. 11 spent $140.27 per 
new car sold for variable ex- 
penses; $165.17, salaries and 
wages; $67.33, semifixed expenses, 
and $80.24, fixed expenses. 

Among Buick-Oldsmobile-Pontiac 
dealers, “Dealer No. 52” had a 


Auto Paper Rises 
$240 Million to 
Total $15.1 Billion 


WASHINGTON.—Led by a $240 
million rise in automobile paper, 
all components of outstanding 
consumer installment credit in- 
creased during June, the Federal 
Reserve Board reported. 


The monthly increase in auto 
paper compared with a boost of 
$193 million in May, 1957, and $196 
million in June, 1956. The board 
said auto paper now amounts to 
about $15.1 billion, an increase of 
$837 million since the end of June 
a@ year ago. 

Installment credit totalled $32.3 
billion at the end of June, the 
board said, a rise of $443 million 
during the month. Increases in 
other categories were: Personal 
loans, $110 million; repair and 
modernization loans, $18 million, 
and other consumer goods paper, 
$75 million. 

Noninstallment credit jumped 
$95 million during the month to 
total $9.9 billion, for a combined 
consumer credit figure of $42.2 
billion. This is $28 billion more 
than at the end of June, 1956. 





Aeronutronic Systems, Inc., Ford Motor Co.'s West Coast subsidiary, plans to 
launch a rocket vehicle within the next three months in an effort to unlock some 
of the secrets of the stratosphere. The rocket, which will be fired from a 3,750,000- 
cubic-foot balloon at an altitude of 100,000 feet, will travel at a top speed of 
more than 17,000 m.p.h. Designated Operation Far Side, the project is sponsored 
by the Air Force Office of Scientific Research, with the Ford subsidiary responsible 
for designing, building and launching the rocket. Above is an artist's sketch of 


prelaunching operations for the project. 











profit before taxes of $309.44 on 
each new car sold and “Dealer No. 
35” had a profit of $100.40. How- 
ever, both of these dealers got the 
bulk of this profit from “additional 
income” and their operating prof- 
its per new car sold were average. 

“Additional income” is money de- 
rived from finance reserves and 
other activities not directly con- 
nected with selling new cars. 

“Dealer No. 51” had the third 
best profit before taxes—$85.65 per 
new car sold with only $8.90 of 
that representing additional in- 
come. 

The secret of this dealer was 
low expenses—$199.34 per new 
car sold, the lowest for any of 
the Buick, Oldsmobile and Pon- 
tiac dealers surveyed. 

Much of the saving apparently 
came from the dealer doing most 
of his own selling. No expenses 
were listed for salesmen’s salaries, 
other compensation for salesmen 
and salaries for supervision. The 
dealership did pay an average of 


Wilson Resigns; 
McElroy Named 
Defense Chief 


WASHINGTON. — President 
Eisenhower last week named Neil 
H. McElroy, Procter & Gamble 
president, to succeed Charles E. 
Wilson as Secretary of Defense. 

McElroy, 52, joined the soap firm 
after being graduated from Har- 
vard in 1925. He rose through the 
promotion and advertising depart- 
ments to become president in 1948. 

Wilson, 67, resigned after 4% 
years in the defense post. He left 
the presidency of General Motors 
to join Mr. Eisenhower's first cabi- 
net in 1953. 

Like Wilson, McElroy is expected 
to face Senate demands that he 
dispose of some of his stockholdings 
before moving into the cabinet. 
Cabinet members are required by 
law to sever ties with firms doing 
business with the Government. 

McElroy is a shareholder and 
director of Chrysler Corp. and 
General Electric Co., both big 
defense suppliers. Chrysler’s most 
recent proxy statement listed him 
as owning 200 common shares, 
worth about $15,000 at current 
prices. 

McElroy also is reported to own 
more than $500,000 worth of Procter 
& Gamble stock. When Wilson was 
appointed, he disposed of stock 
worth about $2.5 million — mostly 
GM shares. 

The White House said Wilson’s 
resignation would not become effec- 
tive for about a month. Meanwhile, 
McElroy will work with Wilson to 
get acquainted with the job. 


97 cents per new car sold for sales- 
men’s commissions. 

High expenses consuming a mod- 
est gross profit put “Dealer No. 5” 
in the position of biggest loser 
among the 27 Chevrolet dealers. 
Losses were put at $79.76 per new 
car sold. 

Parts and service income was 
modest and did not absorb much 
of the expense. 

The dealership’s expenses were 
$667.02 per new car. There was one 
other dealership with higher ex- 
penses but it had a gross profit of 
16.9 percent compared with the 
gross of 14.2 percent for Dealer No. 
5. 

The amount paid out for sal- 
aries and wages was $251.77 per 
new car, third highest among the 
27 dealers surveyed. However, 
$111.11 of this was in salaries for 
the owners. 


Other expense factors ranked 
high among the group surveyed. 
Dealer No. 5 paid the highest fixed 
expenses, $167.01 per new car, and 
the highest semifixed expenses, 
$127.68. The amount spent for vari- 
able expenses, $120.56, was in ninth 
place among the 27 dealers. 

Biggest loss among the Buick- 
Oldsmobile-Pontiac dealers was 
chalked up by “Dealer No. 48.” It 
amounted to $185.55 per new car 
sold. 

Dealer No. 48 had the fifth high- 
est fixed expenses—$190.20 per new 
car. Other expense totals were near 
average for the group: semifixed, 
$105.78 per new car; salaries and 
wages, $256.56; variable, $104.22. 


\Davis Concludes 
\Long Ford Stint; 


McNamara Named 


DEARBORN. — J. R. Davis, who 
has served Ford Motor Co. for 38 
years, has resigned from the board 
of directors to devote more time to 
his private business interests. 

His resignation was accepted and 
two new directors were elected at 
the regular board meeting. The new 
directors are Robert S. McNamara, 
Ford group vice-president—car and 
truck divisions, and Paul C. Cabot, 
president of State Street Invest- 
ment Corp., Boston. 

Davis joined Ford in 1919 and 
held virtually every position of 
responsibility in the sales organi- 
zation. He was elected to the board 
in 1945 and was named sales and 
advertising vice-president in 1946. 


In 1953, Davis was placed in 
charge of the tractor and interna- 
tional divisions, He retired in 1956. 

McNamara joined the company 
in 1946 and was named to his 
present position in May of this 
year, after service as general man- 
ager of Ford division. 








**..- best for the car owner—and 


that means it’s best for us, too” 


says W.V. CURRY, Ford dealer of Freeport, Texas 


““We really feel that Commerctat Crepir PLAN is best 
for the car owner—and that means it’s best for 
us, too. CoMMERCIAL Crepit has cooperated with 
us in reaching moderate income buyers who could 
not buy otherwise. In our 15 years together, we 
have found CommerciaL Crepir has kept abreast 
of market changes, and has contributed greatly to 


the operation and expansion of our business.” 





, & ’ rs 
Pg At 25 
, . iio. 
"fogs Ay diak eras 
; - UN Sh aan 
ed on Vg F ily OF eM 
4 FI Set % : ote, ie = 
Pen ee rig Ene 
d , sed Piped 7 . A 
s, Pit eerres ile Temes? © Bee x 
L. ts Ke Pers r; iP ot ya oie " 
* . - os Ps " 
Dy RAT + hig Fa a RS 
wa fain » Se. Pol y 
nfs 1 ry rr. 
o asta 4 ee 
ae i 
: LE Dae 1a Bae RON 
a 


Commercial Credit dealers 
are successful dealers 


Write or call our nearest office for complete 
information on the benefits of COMMERCIAL 
Crepit PLan. Why not do it today? 


A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 ... offices in principal 
cities of the United States and Canada. 
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Matter of Education, Probers Told... 


‘Can t Legislate Safety in Autos’ 


(Continued from Page 2) 


do not undertake such a program 
at once. 

The crash investigator said that 
if such a program were begun, it 
should take no more than two 
years to develop a vehicle that 
could be crashed at realistic speeds 
and provide protection to passen- 
gers. 

In the meantime, White added, 
there would be no seat belts in his 
personal automobile. 

Other witnesses took sharp ex- 
ceptions to White’s stand, however. 

Robert S. McNamara, Ford 
group vice -president—car and 
truck divisions, said Ford tests 
showed that the traffic toll could 
be cut in half by the use of seat 
belts. He said: 

“It is our opinion that the use of 
seat belts in all cars and trucks on 
the American road today would re- 
duce the 40,000 fatalities annually 
to less than 19,000 and would re- 
duce the 1,000,000 serious injuries 
to no more than 500,000.” 

Alex L. Haynes, Ford director of 
advanced-product study, also 
strongly backed use of seat belts 
and denied charges that seat belts 
could be dangerous. 

“Despite the attempts of certain 
people to have us believe that seat 
belts are dangerous,” he said, “the 
facts to the contrary are so over- 
whelming as to leave no room for 
legitimate controversy.” 

Charles A. Chayne, General Mo- 
tors engineering vice-president, was 
not quite so enthusiastic in en- 
dorsing seat belts as the Ford 
officials. 


is equivalent to stopping a car 
going 60 miles an hour in three 
feet. 

He said that stops up to 27 Gs 
had been made with only one 
safety belt. 

Stapp said the Air Force was 
considering installing seat belts 
in many Government vehicles. 
The Air Force loses nearly as 
many men in auto crashes as it 





tages. In view of this, we make 
seat belts available to our cus- 
tomers.” 

Chayne said GM was watching 
with interest studies of the effec- 
tiveness of seat belts, adding: 

“We in the automotive industry 
are not in a position to determine 
accurately what effect forces in 
actual traffic accidents have on live 
human occupants.” 

The Air Force expert, Col. John 
P. Stapp, said he had made a 
rocket sled stop of 46.2 Gs while 
wearing restraining belts. That stop 
ee iciertentienecttieseemenpreecaenoencsentonnmeaneens 


Chevrolet Sends 
Test Corvette 
To State Fairs 


DETROIT. — Chevrolet’s experi- | 
mental Corvette, which has been | 
billed as the automobile industry's 
“most venturesome vehicle,” has 
gone on the show circuit. 

E. N. Cole, general manager, an- 
nounced the mode! will be dis- 
Played at a number of state fairs. 
Scheduled first was the [Illinois 
State Fair at Springfield, Aug. 9-18, 
to be followed by the Michigan 
State Fair, Detroit, Aug. 30-Sept. 8, 
and the Texas State Fair, Dallas, 
Oct. 5-20. 

Cole estimated a total viewing 
audience of 4% million at the three 
events. 

The division explained the car 
was devised “to test in one group 
sdveral advanced engineering inno- 
vations.” 

Highspots include a lightweight 
magnesium body, a tubular frame 
to replace the conventional box- 
rail structure, a four-speed manual 
transmission, inboard rear brakes, 
independent front and four-link 
rear suspension and the use of 

wherever feasible in the 











Sneed to Direct 
Permatex Sales 


NEW YORK.—William A. Sneed 
has been appointed general sales 
manager of Permatex Co., Inc. He 
came to Permatex from Eastern 
Airlines, Inc., where he filled vari- 
ous executive and administrative 


Sneed has spent more than 16 
years in the aviation and trans- 
portation industries, 
major consumers of Permatex’s line 
of automotive, marine, aviation and 
industrial maintenance chemicals. 








tising linage indica te 
have discovered the “bonus” values of 


News—and are doing something about It! 


tising pleased ce 
have solved the puzzle. 
which their ads appear, has been rising 
reaching more potential customers. 


does in plane crashes, he said. 

He agreed with Chayne that 
dummies have their drawbacks and 
explained that he preferred to use 
“anesthetized hogs” and human 
volunteers, himself included. 

The use of hogs and chimpan- 
zees, because some people are more 
like one and some like the other, 
for crash tests, he said, has helped 
prove that living, beings, protected 


by a snug belt around the hips, 
can safely withstand forces ex- 
ceeding 4,000 pounds. 

A driver could be afforded even 
greater protection, the colonel ex- 
plained, if one could tie down his 
head, hands and legs, and secure 
him with shoulder straps and 
chest and lap belts. 

“But you can’t drive a car that 
way,” he added, 

With the close of seat belt hear- 
ings, the safety probe closed until 
hearings resume on the road next 
month. Only legislation in the off- 
ing at this time is the Roberts bill 
to require Government standards 
for safety belts. 


Edsel Fills Two Posts 


In Indianapolis Office 


INDIANAPOLIS. Appoint. 
ment of two key department man. 
agers in the Indianapolis district 
sales office of Edsel has been an. 
nounced by H. A. Pries, district 
sales manager. 

Named were Monte L. Seiser, car 
distribution manager, and Clyde P, 
Penz, administrative manager 
Penz succeeds H. F. Schriefer, who 
has been promoted to management 
specialist. 


More than 150,000 persons read AUTO. 
MOTIVE NEWS every week! 
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‘News’ Advertisers €l 


IT’S A SIZZLER! 


With circulation going up month after 
month, the Daily News is the hottest advertis- 


ing medium in Chicago. Steadily rising adver- 


tes that advertisers already 


Puzzle Solved 


traffic without increased adver- 
Increased store tra i Mow ey 
Circulation of the Daily News, in 
steadily and 
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and at what price. 


She Likes 
Daily News 


Why are thousands of new 
readers buying the Daily 


First of all, the busy house- 
wife likes the Women's Sec- 
tion because of its timely, 
helpful homemaking articles 
and interesting features. Then 
she likes the general news col- 


dull and stodgy, but are filled 
with human interest. 

And from a purely practical 
standpoint, she likes to sit 
down in the evening and plan 
her shopping for the next day. 
And if she is not planning to 
shop, she looks at the ads any- 
way to see what's being sold 
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ICC Approves 
Rate Increases 


On Rail Freight 


WASHINGTON.—The Interstate 
Commerce Commission has ap- 
proved freight-rate increases of 7 
percent for Eastern and Western 
railroads and a 4-percent hike for 
Southern lines. 

Coupled with another round of 
increases approved when the rail- 
roads first asked for rate boosts, 
increases approved since late last 





year now total 14 percent in the 
East, 12 percent in the West and 
9 percent in the South. 

Eastern and Western railroads 
had sought increases of 22 percent 
and the Southern lines sought a 
5-percent hike, The ICC said the 
latest increases would mean $879,- 
800,000 in additional revenue for 
the carriers. 

The ICC order exempted certain 
foods and raw materials from the 
increases which will take effect 
15 days after the lines file the 
necessary papers with the ICC. 


More than 150,000 persons read AUTO- 


MOTIVE NEWS every week! 
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Dealers Help Pay Car Rentals... 


‘Loaners’ Discontinued 


MARYVILLE, Tenn.—aAuto deal- 
ers here have offered to help pay 
for rented cars for use by customers 
while their cars are being serviced. 

They said, in a newspaper ad, 
they were forced to restrict loan- 
ing of cars to service customers 
in order to control expenses while 
“trying to do without increasing 


our service charges.” 





The dealers put their case in five 
points, beginning with the evils re- 
sulting from loaning cars. 

“1, Illegal use of dealer plates. 
(The law says they shall not be 
used for loan.) 

“2. Transferring individual license 


7 


better service to the best of our 
ability. 


“4, We will not loan a car which 
is a nontitled vehicle. 

“5. In the case of a wrecked 
or disabled vehicle which we are 
repairing, we will pay part of 
the rental of a new car from a 
rental agency, which will bring 
this car to our place of business 
and turn it over to our customer. 
This car will be fully insured and 
properly licensed.” 

The ad stressed the importance 





plates from your car to another is| of the service business and added: 


also ilegal. 
“3. We will provide faster and 
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ABC Figures 
‘Show Big Gain 


6-Month Average Soars 


To 614,098 for New Record 
The official yardstick for circulation—The 
Audit Bureau of Circulatio 
largest Daily News figure ever 
Publishers’ Statements. 










at 614,098. 


ABC STATEMENTS {f 
March 31, 1957, show the Chicago Daily News total c 
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This is the biggest ABC figure in the 82-year history 


ef the Daily News. 
Thus the Daily News continues the steady upward tren 


in circulation it has enjoyed for m 








or the six-month period ending 
irculation 


ore than a decade. 





ns—is carrying the 
in its current 













“Our prices are lower than most 
skilled work and we want to keep 
them as low as possible and still 
be able to employ highly trained 
and capable people.” 


‘To Sell—Serve’ 
Picked as Theme 
For NADA Parley 


WASHINGTON. — T he 1958 Na- 
tional Automobile Dealers Assn. 
convention, scheduled for Jan. 11- 
15 at Miami Beach, will be centered 
around the theme “To Sell—Serve,” 
it was announced last week by 
Charles Tutan, chairman of the 
convention committee. 


Tutan also is an NADA director 
and president of Tutan Motors in 
Miami. Other members of the con- 
vention committee are John H. 
Lander, Atlanta; W. S. Edwards jr., 
Birmingham, Ala; L, Flowers 
Hamrick, Greenwood, Miss.; J. W. 
Pickens, Orangeburg, S. C.; Walter 
C. Mallory, Orlando, Fla, and 
NADA representatives Walter M. 
Kiplinger, convention manager, and 
Roy Smith, exhibition manager. 

Tutan said the committee is 
working on a convention program 
which will lead to greater profits in 
1958 for the more than 10,000 dele- 
gates expected to be on hand for 
the 4ist annual NADA meeting. All 
phases of dealership operation will 
be covered by nationally known 
speakers, with the accent on serv- 
ing the public, he added. 

An NAD Equipment Exhibition 
will run concurrently with the new- 
car dealer conclave and will be 
housed in two huge tents to be 
erected adjacent to the Miami 
Beach Auditorium, scene of con- 
vention activities. The exhibition, in 
its 11th year, will break last year’s 
record-making 40,000 square feet of 
displays, Tutan said. 

A highlight of the convention will 
be the second annual ap ce 
of a service consultation hall, where 
dealers will be able to consult with 
national service directors of all the 
major companies on their customer 
service problems. 


Chicago Show Sets 
Truck Drawings 


CHICAGO.—D rawing for floor 
spaces for motor truck exhibits at 
the 50th annual Chicago Automobile 
Show will be held Tuesday (Aug. 
13). The show will be held Jan. 4- 
12 in the International Amphi- 
theater. 

Cc. J. McCorkle, chairman of the 
executive show committee of the 
Chicago Automobile Trade Assn, 
announced that the entire truck 
display will occupy one section of 
the amphitheater, spaces to be 
assigned in the new Donovan Hall 
which was completed less than a 
year ago. It adjoins the south end 
of the exposition hall, where the 
passenger car displays are to be 
held. 

Exhibit spaces will be drawn 
Tuesday by representatives of 
Mack, Ford, Chevrolet, Dodge, 
GMC, Hendrickson, International, 
Studebaker and Willys. 


Loaner Law Passed 

By N. H. Legislature 
CONCORD, N. H.—The Legisla- 

ture has approved a bill permitting 


the lending of dealer cars to cus- 
tomers whose autos are being re- 
paired. 


The bill also stipulates that any- 
one who signs applications for mo- 
tor vehicle registrations does so 
“under penalty of perjury.” 


Houston Auto Show Dates 


HOUSTON.—The Houston Auto- 
mobile Show for 1958 will be held 
Jan. 25-Feb. 2. 
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sler, Imports Hike Ist-Half Shares... 





GM Sales Sag to 5-Year Low 


(Continued from Page 1) 


94.36 percent, compared with 94.62 
percent in the first half of 1956 and 
94.95 percent in the first half of 
1955. 

Five years ago, in 1952, when GM 
had 41.97 percent of the market; 





Sales Score 


For June 
New-car registrations, all states 
for June: 

1957 Pos. Make 1956 Pos. 
1—131,841 Ford 120,696— 2 
2—127,762 Chevrolet 148,540— 1 
3— 56,335 Plymouth 43,024— 4 
4— 32,230 Buick 46,060— 3 
5— 28,856 Olds. 39,561— 5 
6— 27,718 Pontiac 31,664— 6 
7— 23,183 Dodge 20,790— 8 
8— 22,398 Mercury 24,611— 7 
9— 11,147 Cadillac 12,433— 9 

10— 8,897 Rambler 6,304—13 

li— 8,554 Chrysler 9,759—10 

12— 8,535 DeSoto 9,133—11 

13— 5,573 Stude. 6,322—12 

14— 2,839 Imperial 798—18 

15— 2,402 Lincoln 3,877—14 

16— 1,084 Met. 688—19 

17j— 799 Nash 2,020—16 

18— 480 Packard 2,772—15 

1s— 395 Hudson 1,415—17 

20— 74 Cont’ 105—20 

15,941 Misc. 9,205 
Total All Makes 
517,043 539,777 


Further details on Page 48. 





Chrysler Corp. 22.22 percent, and 
Ford Motor, 21.36 percent, the Big 
Three accounted for only 85.55 per- 
cent of total sales. 
> * * 
Aare individual makes scoring 
percentage-point gains over last 
year, Ford was far in the lead, 
jumping from 21.55 percent to 24.87 
percent, for a gain of 3.32 percent- 
age points. 
Second biggest gainer was 
which added 1.95 per- 


Buick as the No. 3 new- 
car seller. 
Other cars to show percentage- 


Achtung! VW Sales 


Go Into a Tailspin 


DETROIT .—Is the sales bloom 
beginning to fade from Volks- 














point gains over the 1956 half were: 
Dodge, 0.75 points; Imperial, 0.43; 
Rambler, 0.24; DeSoto, 0.13; Metro- 
politan, 0.08; Mercury, 0.07; Cadil- 
lac, 0.01, and Chrysler, 0.01. 


All of the above makes, except 
Cadillac and Chrysler, also showed 
numerical gains over the 1956 
period despite smaller overall 


market. 
+ = ++ 


GM Makes Hardest Hit 


EAVIEST loser in the first half 

this year was Chevrolet, al- 
though, it was closely pursued by 
Buick for this dubious honor. 


Chevrolet was down 2.55 percent- 
age points, from 26.07 percent to 
23.52. Buick dropped 2.42 points, 
from 9.52 to 7.10. 


Other first-half losses, compar- 
ing 1957 with 1956, were: Olds- 
mobile, 1.22 percentage points; 
Pontiac, 064; Packard, 0.47; 
Studebaker, 0.43; Nash, 0.28; Hud- 
son, 0.13; Lincoln, 0.08, and Con- 
tinental, 0.02. 


In terms of market penetration 
June was the best month so far this 
year for five makes—Ford, Chev- 
rolet, Plymouth, Rambler and 
Metropolitan. 


It was the year’s lowpoint as far 
as nine makes were concerned, with 
monthly penetrations at the small- 
est point of 1957 for Cadillac, Buick, 
Oldsmobile, Pontiac, Mercury, 
Lincoln, Chrysler, DeSoto and Nash. 

> + * 


ir SALES standings for June, 
Dodge replaced Mercury in the 
No. 7 spot. Rambler jumped to No. 
10 in June from the No. 12 position 
it had occupied in each of the other 
months this year. 


As Rambler moved up, Chrysler 
fell from No. 10 to No. 11 and 
DeSoto from No, 11 to No, 12. 

In June, as compared with May, 
only six makes showed gains in 
their market shares, All makes are 
in the low-priced class. 

Chevrolet was up 0.57 percentage 
points; Ford, 0.49; Plymouth, 0.44; 
Studebaker, 0.16; Rambler, 0.07, and 
Metropolitan, 0.03. 

Losses for June alone were as 
follows: Mercury, 0.54 percentage 
points; Oldsmobile, 0.48; Cadillac, 
0.20; Chrysler, 0.13; DeSoto, 0.11; 
Buick, 0.10; Pontiac, 0.10; Dodge, 
0.08; Lincoln, 0.08; Imperial, 0.07; 
Nash, 0.03; Continental, 0.01 and 
Packard, 0.01. 


15 States Top ’56 

Win the overall market smaller 
this year than last, 15 states 

nevertheless showed registration 

totals for 1957 surpassing the 1956 


was the second | count. 


States with improved markets 


| in the first half of this year in- 


cluded Arizona, California, Dela- 
ware, Florida, Georgia, Mlinois, 
Iowa, Louisiana, Michigan, 
Minnesota, New York, North 


Kettering Checks Winning Models— 


Charles F. Kettering, famed inventor, researcher and director of General Motors, 
-scrutinizes the model cars built by the two top national award winners in the 1957 
Fisher Body Craftsman's Guild model car competition. oc nahn abyrerpgeo ey aoe 
_ wniversity scholarships to the schools of their choice. They are, from left, Arthur Rus- 
sell, 19, Los Angeles, and Daniel C. Greene, 15, Medina, Wash. 





Dakota, Texas, Utah and Wyo- 
ming. 

Once again, more than half of all 
cars registered in the first half 
were accounted for by seven states. 
They were New York, 287,668; 
California, 286,370; Illinois, 218,497; 
Ohio, 202,737; Michigan, 190,727; 
Pennsylvania, 186,749, and Texas, 
178,352. 

= * * 
THER first-half totals by state 
were New Jersey, 116,072; 
Florida, 94,858; Indiana, 91,449; 
Massachusetts, 76,657; Missouri, 75,- 
300; Wisconsin, 68,444; Georgia, 62,- 
282; Minnesota, 61,923; Vir ginia, 





Foreign-Car 


° & 
Registrations 
All states for June: 
1957 1956 
Pos. Pos. 
1—4,687 Volkswagen 5,200—1 
2—2,0446 Renault vs 
3—1,378 English Ford . 
4—1,297 MG 515—3 
5—1,084 Metropolitan 688—2 
. Jaguar 409-—4 
. Austin-Healey 315—5 
6,060 All Others 2,294 
Total All Makes 
16,552 9,421 


* Not in Top Five. 





59,076; Maryland, 53,040; Louisiana, | 


49,434; North Carolina, 48,874; 
Tennessee, 47,366; Connecticut, 44,- 
306; Iowa, 44,247, and Kansas, 41,- 
541, 

Alabama, 39,770; Kentucky, 36,- 
491; Washington, 34,256; Okla- 
homa, 32,733; Oregon, 32,106; 


West Virginia, 28,422; Colorado, | 


27,620; South Carolina, 24,500; 
Mississippi, 23,680; Arkansas, 22,- 


802; Nebraska, 21,884; Arizona, | 


16,873; Maine, 13,701; District of 

Columbia, 12,891; Utah, 12,352; 

Rhode Island, 12,132; New Mexico, 

11,768, and Montana, 11,530. 

North Dakota, 10,944; South 
Dakota, 10,657; Delaware, 10,615; 
Idaho, 9,471; New Hampshire, 9,401; 
Vermont, 7,154; Wyoming, 6,405, and 
Nevada, 4, 748. 


Rambler Sales Break 


Fiscal-Year Record 


DETROIT. 
sales have set a new fiscal-year 
sales record, although the fiscal 


period has another two months to) 


go, reports Roy Abernethy, vice- 
president of automotive distribu- 
tion and marketing of American 
Motors. 

Abernethy said Rambler sales in 
the current period now total 74,561 


units. The year ends Sept. 30. The | 


previous record of 72,323 sales was 
established in the 1954-1955 fiscal 
year. 

Sales in the first 10 months of 
the 1956-1957 year are running 35.2 
percent ahead of the comparable 
period of the preceding fiscal year, 
when deliveries totalled 55,142 
Ramblers, Abernethy said. 

Abernethy also announced that 
the July sales total of 6,930 Ram- 
blers was 33.3 percent ahead of the 
5,198 sold in July, 1956. 


3 Charge Beating 
By Caruso Aides 


LOS ANGELES. — Further legal 
action—this time a $305,000 damage 
suit—has been filed against auto 
dealer H. J. Caruso, who is await- 
ing trial after being indicted on 
charges of conspiracy, forgery and 
grand theft. 

The latest suit was filed by Har- 
riet I. Sill, her son Charles, 16, and 
his friend, Danny A. Ewing, 17. 
They charge they were beaten by 
Caruso agents who tried to repos- 
sess a car last Feb. 27. Mrs. Sill, 
wife of a music publisher, asks 
$125,000; her son, $95,000, and 
Ewing, $85,000. 

According to Attorney Norman 
Berris, the car the defendants 
wanted actually belonged to a 
friend of the Sill family who was 
out of town, but who sometime 
stayed at the Sill home. Berris said 
Commercial Credit Co. and Beverly 
Finance Co. also are defendants in 
the action. 


Rambler new-car | 


Aug. 7 


(Sold 167 cars out of 262 
signments.) 

BUICK—’56 Century Hardtop, $1,800*, 
$1,785* (ps). °55 Special Hardtop, 
$1,475*; conv., $1,335; 2-dr., $1,225; 
Century Hardtop, $1,390*; sedan, $1,- 
350*; RM conv., $1,190* (ps). °54 
Century Hardtop, $1,035* (ps), $980; 
Special 2-dr., $815. ‘53 Special Hard- 
top, $485. "52 Super sedan, $370*. 


con- 


CADILLAC — ’56 (62) conv., $3,550* 
(ps); Hardtop, $2,950* (ps). ‘55 
coupe de Ville, $2,525* (ps); sedan, 


$2,375* (ps). °54 (62) sedan, $1,930*° 
(ps). ’50 sedan, $200*. 
CHEVROLET—’'56 Bel Air (8) conv., 
$1,670*; Two-ten (6) 2-dr., $1,165, 
$1,070. '55 Bel Air (8) Hardtop, $1,- 


260*; Bel Air (6) Hardtop, $1,225*; 
2-dr., $1,210, $1,160, $1,140; Two- 
ten (6) 2-dr., $1,125, $1,065*, $990. 


’54 Bel Air Hardtop, $950, $870, $820, 
$790*, $725*; 2-dr., $715; Two-ten 
sedan, $730; 2-dr., 
fifty 2-dr., $500. 
$550; Two-ten 2-dr., 
top, $300. 

CHRYSLER — ‘55 NY sedan, $1,550*° 
(ps); Windsor sedan, $1,300*, $1,- 
140°. '54 NY sedan, $890* (ps). 

DeSOTO—’54 Firedome sedan, $780* 
(ps), $625°. °53 Firedome_ sedan, 
$610* (ps), $305. 

DODGE—’56 Coronet (8) Hardtop, $1,- 
555°, $1,500°; sedan, $1,430*, $1,- 
425°. °55 Royal station wagon, $1,- 
375°; Hardtop, $1,350°, 2 at $1,175* 
(ps), $1,050°. °54 Royal (8) sedan, 
$760, $725*, $660. "53 Meadowbrook 
2-dr., $450, $240, $190. 

FORD—’'57 Custom (6) 2-dr., 
56 Fairlane (8) Victoria, 
$1,555; sedan, $1,450° 

conv., $1,450° (ps), $1,435*; Cus- 

tom (6) sedan, $1,095. ‘55 Thun- 
derbird conv., $1,810° (ps); Country 

Squire station wagon, $1,490*, $1,- 

440°; Fairlane (8) Victoria, $1,385°; 

sedan, $1,225*, $1,050; Custom (8) 

station wagon, $1,190° (ps); 2-dr., 

$980, $875. °54 Crest (8) Victoria, 


$725, $650; One- 
’53 Bel Air 2-dr., 
$550. 51 Hard- 





















$1,505°*. 
$1,660° 


(ps), (ps); 


| 
| 
| CHICAGO.—Two Rambler six- 
| cylinder station wagons with over- 
| drive left here yesterday (Aug. 11) 
|}on a 1,682-mile round-trip test run 
between Chicago and New York. 
The purpose of the test is to 
demonstrate the time-saving and 
economy advantages of turnpike 
travel. One car will travel via the 
| Indiana, Ohio, Pennsylvania and 
New Jersey turnpikes, while the 
| other will follow US-22 and US- 
| 30. 
jean Motors and the Indiana Toll | 
Road Commission. 


of the Indiana Automobile Dealers 
Assn. and William Grawemeyer, 
Indianapolis Nash dealer. 

The cars are driven by Les Vi- 
|land and Carl Chakmakian, who | 
staged a “penny-a-mile” 
run between Winnipeg, Man., and 
Monterrey, Mexico, last May. On 


with overdrive averaged 33.93 miles 
per gallon of gasoline. 

In 1956, Viland and Chakmakian 
averaged 32.09 miles per gallon on 
a Los Angeles-New York run in a 





Berry Gives Up 
His Interest in 


Last Dealership 


KANSAS CITY.—Berl Berry, who 
in 1952 was called one of the na- 
tion’s largest auto dealers, has re- 
linquished control of his last deal- 
ership. 

The- firm was transferred to Rob- 
ert Schneider, of Syracuse, and 
Moore-Grear Co., a Washington 
concern which operates 16 Ford 
dealerships in the East. 

Berry’s holdings once included 
three Lincoln-Mercury dealerships 
here and interests in Ford deals in 
various parts of the country. He 
reportedly plans to remain in Kan- 
sas City and may reenter the auto 
business. 

Berry opened his first Kansas 
City deal in 1940. Later, in partner- 
ship with Rudy Fick, he set up 
Central Services, Inc., which ac- 
quired and operated Ford and Mer- 
cury outlets in the East and West. 

He gradually disposed of his 
dealerships and recently sold his 
interest in Central Services. He at- 
tributed his difficulties to reduced 
sales volume. 


Used-Car Bulletin from Detroit .. . 
Latest Auction Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday. ) 


| Hardtop, $1,360; Chieftain 2-dr., 
040°. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions on Pages 42, 44, 45, 46, 47 and 52 


The test is sponsored by Ameri- | 


Arrangements | 
were made through the cooperation | 


economy | 


that 1,946-mile trip, a Rambler six | 

























$880°, $780°; 
2 at $670, $660, 


Custom (8) 2-dr., $730, 

$655; Ranch Wagon, 
$640; Main (6) 2-dr., $540. '53 sta- 
tion wagon, $665*; Victoria, $580; 2- 
dr., $545, $525, $445; Main 2-dr., 
$325. '52 sedan, $350*; 2-dr., $200. 
’51 2-dr., $215; sedan, $200, 

HUDSON—’56 Hornet sedan, $1,360. 
"55 Hornet Hardtop, $960*° (ps). °53 
sedan, $225. 

IMPERIAL—’57 Southampton, 
(ps). 


$3,750* 


LINCOLN— 55 Capri sedan, $1,585* 
(ps). 

MERCURY — ’57 Montclair Hardtop, 
$2,530*. °56 Montclair conv., $1,650* 
(ps). °55 Montclair conv., $1,350*; 
Hardtop, $1,340*%; Monterey sedan, 
$1,085*, $1,000. °54 Monterey conv., 


$890; Hardtop, $810, $750. 
$600* (ps). 
OLDSMOBILE—’57 (88) Hardtop, $2,- 
750* (ps). "56 (98) Hardtop, $1,810*; 
sedan, $1,765*; (88) Hardtop, §$1,- 
810*, $1,770* (ps). "55 (88) Holiday, 
$1,680* (ps); sedan, $1,400* (ps); 
Hardtop, $1,390*, $1,305*; 2-dr., $1,- 
285*; (98) Hardtop, $1,625* (ps), 
$1,575* (ps); sedan, $1,475*. °54 
(98) Holiday, $1,330*%; (88) 2-dr., 
$1,060* (ps), $1,010*, $965*. '53 (98) 
| Hardtop, $690° (ps). 
| PLYMOUTH—’57 Belvedere (8) Hard- 
top, $2,290*; sedan, $2,190*, $2,145*, 
$1,750*. °'56 Belvedere. (8) Hardtop, 
$1,600*; conv., $1,510* (ps); Custom 
station wagon, $1,300*, ‘55 Savoy 
(8) 2-dr.. $960; Savoy (6) 2-dr., 
| $800; Belvedere (8) sedan, $925, 
j $875; conv., $770; Plaza (8) sedan, 
$805; Savoy (6) (taxi), $250. ‘54 
Belvedere sedan, $635; Savoy 2-dr., 
$490, $455. '53 sedan, $405, $300, 
$230, $205. 
PONTIAC—’' 56 Star Chief Hardtop, $1,- 
800*; conv., $1,625*°. ‘55 station 
wagon, $1,605* (ps); Star Chief 
$1,- 
"53 2- 


"53 conv., 





"54 sedan, $700, $575°. 
dr., $480. 

RAMBLER—'S4 station wagon, 

MISCELLANEOUS — 


pickup, $760, $560 


$775. 
"55 Ford F-100 





On Chicago-New York Run... 


Ramblers Test Turnpikes 


Rambler six station wagon. Both 
runs were made using regular gas- 
oline. 

However, such high mileage 
marks are not anticipated in the 
current test, officials explained, be- 
cause speeds at maximum legal 
limits will be maintained whenever 
possible to illustrate the time-sav- 
ing of turnpike travel. 

To compensate for any possible 
driving and mechanical differ- 
ences, the car going east via 
turnpike will return to Chicago 
via public road. Likewise the 
| eastbound public-roads test car 
will return via turnpike. 

Observers will check elapsed 
| time, travel time, fuel consump- 
| tion, full stops and such mechan- 
|ical factors as the number of gear 
shifts and brake applications. 


In this manner, according to the 
toll road commission, an accurate 
comparison of the travel efficiency 
|}of the turnpikes and the public 
roads will be obtained. The results 
will be released to automobile clubs 
and other routing agencies. 

A similar test conducted with 
trucks, last April under joint spon- 
sorship of the Indiana Toll Road 
Commission and Eastern Express, 
Inc., Terre Haute, Ind., showed 
“several decisive advantages for 
the turnpike traveler in time-sav- 
ings, fuel consumption and me- 
chanical wear and tear,” according 
to the commission. 


Peak Strength Claimed 
For New Tire Rayon 


NEW YORK.—A stronger rayon 
yarn for tires was announced 
Friday by American Enka Corp. 
Called “Super-Suprenka,” the new 
yarn is presently being produced 
at the rate of about two million 
pounds per year, with gradual 
conversion to much higher rates 
planned. 

This latest development is said 
to represent the third substantial 
improvement in Enka high tena- 
city yarns for industrial use since 
the fall of 1953, and to give 
strengths in cords of 45 percent 
above yarn considered top quality 
then. Resistance to rupture by 
impact exceeds that of nylon 
in cords of standard construction, 
according to J. E. Bassiil, Enka 
president. 
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“How’s the new FireSweep moving here in Memphis? 
Just ask our make-ready boys! They’ve sure been 
busy. Prospect interest in FireSweep has hel 

: to increase Fireflite and Firedome sales, too. 
total sales are up a whopping 79.4 % over last year! 


“it stands to reason that the FireSweep is going to 
boost our service business in the years ahead. 
With our volume way up like it is—and that’s the 
way we intend to keep it—there will be more 
De Sotos in the Memphis area than ever before. 








IVER SCHMIDT knows 


f 


EVER OFFERED 


Hee Raa cys 
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“We're having our greatest year...thanks to the 


DESOTO FIRESWEEP” 


7 ... reports Iver Schmidt, Board Chairman, Automobile Sales Co., Memphis, Tenn. 


“People are comparing the FireSweep with the 
competition . . . and they’re picking FireSweep! 
And no wonder. You don’t have to be an expert to 
know that FireSweep outstyles, outfeatures and 
outvalues every other automobile in its price class. 





“Our salesmen are really happy, that goes without 
saying. Who wouldn’t be with the hottest line in 
the business, priced to cover the medium price 
field top to bottom? Our sales success has made it 
easier for us to hire the best selling talent, too. 


it pays to be a DESOTO dealer! 











“The FireSweep's helped our used car operation, too. 
Because more than 57% of our a ae 
are conquest sales, our used car stock is better- 
balanced with most makes. Many FireSweep 
buyers save enough to buy sed secofd cars, too. 





“The De Soto field men of Chrysler Motors Corp., 
—like Cy Shelton here—have given us a lot of 
sound advice on advertising, sales promotion, busi- 
ness management—all of which are playing an 
important part in making ’57 our biggest year.’ 
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Debate Over Cross-Selling 
Serves Useful Purpose 


The growing debate on the various proposals for territory 
sales bonuses and “area of service responsibility” has raised 
more questions than it has answered. 

The questions asked about the bonus proposals stem from 
two sources—the presidents of the auto manufacturing 
companies, and dealers who favor the present policy of sell- 
ing new cars without restraint. 

“Everyone will subscribe to the principle that the public 
should be free to purchase automobiles where they wish,” 
General Motors President Harlow H. Curtice declared. He 
then asked: 

“But what of the correlative right of the dealers under the 
same laws and in the same free enterprise system to sell 
auftomobiles where they wish, assuming they perform all 
their obligations as dealers?” 

Chrysler President L. L. Colbert questioned the possible 
application to new-car _ of the infringement indemnity” 
pro by NADA. He also cited the “increased burden 

a plan would put on every dealer’s working capital.” 

“Would the plan,” Colbert asked, “eventually result in a 
shrinking market for automobiles to the detriment of all 
dealers?’ 

The Automotive Trade Assn. Managers, cognizant of the 
fact that any adopted may be ruled illegal, has pro- 
posed a “friendly test case” in Federal courts to determine 
— service-responsibility clauses would be constitu- 

“Sérvice responsibility” continues to be a commendable 
objective, regardless of the technical means used to gain 
that objective. The Curtice letter acknowledgd that GM 
was well aware of the need to rebuild dealer servicing. 

It is to be hoped that the serious questions raised in the 
continuing discussion of “service responsibility” do not dis- 
may those who would seek to improve dealer servicing. 
Nothing is more in the public interest than proper and 
maintenance of motor vehicles. 





Coming 
Events 


Dealer Conventions 








Aug. 1819—Georgia Automobile Dealers 
Assn., General glethorpe Hotel, 
Savannah. 


Aug. 21-22 — Federation of Automobile 
Dealer Assns. of Canada, Toronto, 
Aug. 25-27—Automobile Dealers Assn. of 
West Virginia, Greenorier Hotel, White 

Sulphur Springs. 


Sept. 6-8 — Maine Automobile Dealers 
oar Inc., Samoset Hotel, Rockland, 
e. 


Sept. 8-10—New York State Automobile 
ealers, Inc., The Concord, Kiamesha 
Lake, N. Y, 

Sept. 810—Automotive Trade Assn. of 
Virginia, Hotel Roanoke, Roanoke, 

Sept. 8-10—Wyoming Automobile Dealers 
Assn., Sheridan, Wyo. 

Sept. 9 — New Hampshire Automobile 

— Assn., Lake Tarleton Club, Pike, 


Sept. it — Vermont Automobile Dealers 
Assn., Rutland Country Club, Rutland. 
Sept. 15-16—Kentucky Automobile Dealers 
oy Sheraton Seelbach Hotel, Louis- 

vi 

Sept. 15-17—Colorado Automobile Dealers 
Assn., Colorado Hotel, Glenwood 
Springs, Colo. 

Se 17 — 
ealers Assn., 
apolis. 

Sept. 16-17—Wisconsin Automotive Trades 
Assn., Milwaukee. 

Sept. 19-2i—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, 

Sept. 22-24—Automobile Dealers Assn. of 
Alabama, Buena Vista, Biloxi, Miss. 

Oct. 1-3—New Jersey Automotive Irade 
Assn., Chalfonte-Haddon Hall, Atlantic 


City. 

Oct. 2-44 —- Texas Automotive 
Assn., Baker Hotel, Dallas. 
OF. 20-2i—Oklahoma Auto Dealers Assn., 

ulsa, 
Oct. 20-22—Florida 
Assn., Balmoral Hotel, 
Miami_ Beach, 


Minnesota Automobile 
Nicollet Hotel, Minne- 


Dealers 


Automobile Dealers 
(Bal Harbour), 


Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 
Nov. 7—Connecticut Automotive Trades 


Assn., Hotel Statler, Hartford. 
Nov. 10-12 — Ohio Automobile Dealers 
Assn.. The Neil House, Columbus. 
Nov. 24-26—National Independent Auto- 
mobile Dealers Assn., Washington, D.C. 
Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 
Jan. 11-15—National Automobile 
Assn., Miami Beach. 
* 


Auto Shows 


Oct. 16-26—42nd International Motor Show, 
Earls Court, London. 

Oct. 30-Nov. 10—International Automobile 
Show, Turin, Italy. 

Nov. 22-Dec. I—St. Louis Auto Show, The 
Arena, St. Louis, 

Nov. 27-Dec. 1—St. Post Automobile Show, 
Auditorium, St, Pau 

Nov. 29-Dec. 8—San Daten Auto Show, 
Cow Palace, San Francisco. 


Dealers 





Dec. 1419 — Miami Automobile Show, 
Dinner Key Auditorium, Miami. 
Jan, 3-11 — Upper Midwest Auto Show, 


Municipal Auditorium, Minneapolis. 
Jan. 412 — Chicago Auto Show, 
national Amphitheatre, Chicago. 
Jan. 11-19%—National Capita, Area Auto 
Show, D. C. National Guard Armory, 
Washington. 
Jan. 17- Sen Antonio Auto Show, Bexar 
County Coliseum, San Antonio. 


Inter- 


The Other Side 
I really bleed for the group of 


Jan. 17-25 — Indianapolis Automobile 
Show, Manufacturérs Bidg., State Feir | new-car dealers who dream of ter- 
Grounds, Indianapolis. . 

Jan. 18-25—Pittsburgh Automobile Show, | Titory security, service bonus plans 
Hunt National werd Armory, Pitts- and other methods of social security 
burgh. Pa. 

Jan. 18:26—Cincinnati Auto Show. North | inspired mostly by memory of ab- 


and South Wings, Music Hall, Cincin- | normal postwar profits. It’s too bad 
ti. , 
den. 18-26—Detroit Auto Show, Artillery | but today is a different market and 


a very normal market it is. 

Could I offer a plan to satisfy 
all? Let those who want to work at 
this business sell the cars. They 
will be satisfied with today’s profit 
in today’s market. 

For the other group, who turn 
over their business to poor general 
managers, salesmanagers and sales- 
men, spend their time in Florida, 


ws Detroit. 
23.8—Tamps Auto Show, Fort Hes- 

es Armory, Tampa. 

Jan. 25-Feb. 2—Houston Automobile Show, 
Houston. 

Feb. 1-8 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 

a. = * 


General 


Sept. 16-19—Thirteenth annual meeting, 
National Truck Leasing System, Palmer 
House, Chicago. 

. &11—Annual convention, American 


Trucking Assns., Conrad Hilton Hotel, 


Chicago. : live it up at the country club and 
Oct. 141é—Truck Body and & t 
Assn, {0th ‘cond euaventien > ery about the good old days, let’s 


hibit, Atlanta Biltmore Hotel, Atlanta. 

Oct. 17-19 — Automotive Wholesalers of 
Texas Convention and Booth Conference, 
Hilton Hotel, San Antonio. 


pension them with funds supplied 
by the new-car buyer. After all, he 
is the guy who is going to pay this 


30 Years 


Oeweec 


The Big Stories 

Studebaker production for August has been set at 12,000 units, or 
an average of 550 a day, as a result of heavy sales increase following 
the recent price reduction. The schedule is 200 units below the plant’s 
daily production capacity. 

South American markets take 20 percent of the U. S. exports of 
automobiles, the Department of Commerce reported, The total value 
of U. S. cars and trucks to South America totalled almost $46,000,000 
in 1926, exceeding 1925 by $26,512. 

Fifty foreign cars and trucks, with an aggregate value of $121,534, 
were imported into the U. S. during June, according to the Depart- 
ment of Commerce. This is smaller than the May imports of 80 
units, valued at $136,740. 

With the exception of January, the U. S., for the first half of this 
year, has led the rest of the tire manufacturing countries in the 
export of tires, Although this country’s shipments exceeded those of 
France in 1922, the latter country held the lead in 1923, 1924, 1925 


and 1926. 
—From the files of Automotive News. 
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‘Lots of Cross-Buyers . . . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Automotive Cartoon 


Of the Week 





oTom MWO 
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extra $100 or so in the various plans 
being offered. 

We do not cross-sell or solicit in 
other dealers’ areas. But we sure 
do have lots of cross-buyers. They 
come to us confused, angry, mis- 
informed, lied to and ready to give 
up. We sell them to make money 
and generally do. 

Why should these people be ex- 
pected to pay extra, simply because 
the dealer in their town is indiffer- 
ent, indolent or in Florida?—W. J. 
Rosinson, president, Robinson 
Motors, Inc. (Chevrolet-Oldsmo- 
bile), Harrisville, W. Va. 

= > . 

Anytime this country retrogres- 
ses back to cartels, monopolies and 
fences to protect inefficient busi- 
nessmen from their fellow business- 
men, then the time has arrived 
for progressive young men to take 
over. Phooey to your so-called lazy 
man’s survival plan.—Don Pierson 
(Oldsmobile-Cadillac), Eastland, 


Tex. 
© * + 


Cross ’em Up 

Your newspaper has done an ex- 
cellent job in reporting on the de- 
velopments in cross-selling, boot- 
legging and territory security. It 
is the type of coverage which will 
help us keep dealers fully informed 
of the most significant develop- 
ments in automotive retailing in 
several years. 

Unless cross-selling is stopped, 
the franchise system will be de- 
stroyed. Those “sharp” operators 
who feel free to raid everybody 
else’s territory are proving their 
own undoing. 

Some system should be devised 
to cross up the cross-sellers.— 
Dearsorn Reaper. 
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AUTOMOTIVE WASHINGTON 


Election Year May See 
More Social Security 


By William Ullman 


Washington Correspondent 


os year may bring new Congressional tinkering with 


social security—for two reasons. 


The first is that benefit payments ran ahead of tax receipts 
during fiscal 1957 for the first time since the program 
started. True, they didn’t exceed taxes by much, and the in- 

— 


terest credited to the old age 
and survivors’ insurance fund 


more than covered the deficit. | 


But it did surprise statisticians, 
who hadn’t expected benefits to get 
ahead of taxes so soon. 

Under present law, the current 
225 percent rate charged workers 
and employers isn’t due to rise to 
275 percent until 1960. 

Social security administrators 
claim that the defiicit didn’t sur- 
prise them at all — though they 


insist that the past year’s higher 
payments reflect 
expansion of 
coverage. But 
Congress is cer- 
tain to look into 
reasons for the 
deficit. 
Whatever 
Congress finds, 
however, it 
isn’t half as 
likely to in- 
crease the 
q William Ullman OASI rate as it 
{ is to expand benefits still more. 
| Im an election year, lawmakers 
will be working hard to pass 
something with popular appeal. 
Next to a tax cut, which has the 
f sweetest sound of all, more social 
| security benefits have the broad- 
: est vote-getting power. 

In some quarters, there is talk of 
raising payments to retired people 
to keep pace with inflation. The 
AFL-CIO is pushing for free medi- 
cal care for the aged. While most 
of the rumblings come from Demo- 
crats, President Eisenhower's 
aides are talking about going along 
with mild liberalization of the law 
to avoid drastic, reckless expansion 
of benefits. 





> > > 
Kerr’s Inquisition 
ENTOR ROBERT S. KERR, 
Oklahoma Democrat and oil- 
man, has become the personal in- 
quisitor of the Treasury Depart- 
ment. 

During the current Senate Fi- 
nance Committee probe of Federal 
monetary policy, he first questioned 
departing Secretary of the Treas- 
ury George Humphrey for nearly 
three days on alleged sins of omis- 
sion and commission. More re- 
cently, he roasted Treasury Under- 
secretary Randolph Burgess during 
an equally long ordeal. 

The interesting theory held by 

Kerr is that it is the Government, 

and not big business or big labor, 
which is responsible for today’s 
inflation. In fact, the Oklahoma 
lawmaker has finally narrowed 
the blame for high prices to just 
one individual in Washington — 

Mr. Burgess. 

Burgess, Kerr charged, was no- 
thing but “a banker’s banker” and 
the chief proponent of high interest 
rates in the Treasury Department. 
As a result, the Government must 
now pay much higher interest on 
the money it borrows. 

Since 1952, claimed Kerr, total 
Government business and con- 
sumer debt increased 23 percent, 
while total interest payments on 
this debt shot up more than 47 
percent, These higher interest 
rates, he reasoned, were reflected 
in higher prices. Therefore, he con- 
cluded, Burgess’ policies were a pri- 
mary source of today’s inflation. 

Burgess didn’t duck during the 
Inquisition, though he had to side- 
step a little now and then. On the 
whole, he stuck to the Administra- 
tion’s traditional explanation of 
rising prices. 

According to Burgess, the cur- 
rent inflation stems from more 








failed to predict it publicly. They | 








people trying to buy capital 
goods than there are capital 
goods. In addition, he suggested 
that some businessmen are a 
little “over-optimistic” about 
their markets. Burgess said that 
when you are faced with this sort 
of situation, high interest rates 
are “deflationary.” 


interest rates arid inflation go hand 
in hand. 


Nonsense, replied Burgess. Infla- 
tion would be far worse today if 
the Administration had poured out 
money to keep interest rates low. 

* ~ * 


Patman Roasts FRB Unit 
be if Senate monetary hearings 
seemed aimless, one had only 


to walk to the other side of Capitol 
Hill to get lost even more. 


Before the House Banking and 
Currency Committee, which also is 
off on an economics spree, Rep. 
Wright Patman, Texas Democrat, 
reopened his fight to scrap the 
Federal Reserve System’s Open 
Market Committee and to replace 
the present board of governors 
with 12 men who are not bankers. 


Patman, to whom all bankers 
seem dangerous, if not satanic, said 
that “it’s wrong the way the Open 
Market Committee’s been operated 

. , It’s being run by the banks.” 

The Open Market Committee, 
which looks after the day-by-day 
buying and selling of Government 
securities for the Federal Reserve's 


The long argument boiled down | account, is composed of seven 
to this: Kerr said interest rates| Federal Reserve Board members 
are very high and inflation is very|and five Reserve bank presidents. 


bad. This, he said, proves that high | 






Patman said that having five pri- 
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vate bank officers on the commit- 
tee was comparable “to seating 
railroad owners on the Interstate 
Commerce Commission.” 

But Reserve Board Chairman 
William McC. Martin jr. replied 
that the board should not “ignore 
completely the tradition of private 
banks.” He added that the board 
members still can outvote the pri- 
vate bankers as a bloc. 

* * * 


$2.8 Billion for Roads 

ECRETARY of Commerce Sin- 

clair Weeks has apportioned to 

the states a total of $2,875,000,000 
for highway improvements for the 
fiscal year beginning July 1, 1958. 
The amount, made 11 months in 
advance, will insure uninterrupted 
progress in the national highway 
program. 

The apportionment is the 
largest yet made by the Federal 
Government for roads. For fiscal 
1957, it amounted to only $1,125,- 
000,000; for the current year, it is 
$2,550,000,000. 

Of the fiscal 1959 funds, $2.6 bil- 
lion is earmarked for the National 
System of Interstate and Defense 
highways, the 41,000-mile system of 
controlled-access roads which will 


span the nation. Another $393,750,- 
000 was apportioned for the 
Federal-aid primary system; $262,- 
500,000 for the Federal-aid second- 
ary system of farm-to-market 
roads, and $218,750,000, for urban 
highways. 
* + + 

Mexico to Aid Highway 

ONGRESSIONAL committee ac- 

tion to speed completion of the 

Inter-American Highway to Pan- 
ama was followed by a pledge by 
Mexico to give financial aid in 
building a 465-mile road through 
virgin jungle between Panama and 
Colombia. This stretch of highway 
is the last major gap in a through- 
highway system between North 
and South America. 


* + aa 

Highway Statistics Manual 
“Hpeeawar Statistics—Summary 

to 1955” has just been published 
by the Bureau of Public Roads. This 
compendium, the first in 10 years, 
brings together under one cover a 
comprehensive review of U. S. 
highway development through 1955. 
It may be purchased for $1 from 
the Superintendent of Documents, 
Government Printing Office, Wash- 
ington, D. C. 
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Handy Buyer's Check List: 
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wheels on the is “yes,” 
wheel—on the cor— 


ic Balancer, 





adie all size wheels, 


that’s 


_ NEVER OBSOLETE 


—that’s ready now for 


the new 14” wheel! 


free 


ip with your e 
“yes” if it’s Alem 
vee national advertising, with a ponent 
chandising pockage designed for your vse 
job per day can pay for be 
vn 85 dayst At 8 corsa day you poy fori in 
11 days! Ask your supplier about today 


wheel balancer 









wheel balancer? The answer is 
—because only Alemite gives 


mer- 


your balancer 


only 


MOST COMPLETE 
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Division of STEWART-WARNER CORPORATION 
Dept. AP-87,'1850 Diversey Parkway, Chicage 14, lil. 


WHEEL BALANCING PACKAGE EVER OFFERED! 
® Eye-catching new Alemite styling—plus exclu- 
sive Alemite features for faster, easier jobs! 


© FREE dealer sign to tie-in your service depart- 
ment with Alemite national advertising! 
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(So don’t miss auto sales by skipping ANYTHING!) 


Nothing like a new feature to stimulate salesmen—and put a gleam in the 
prospect’s eye. 

But don’t let that kid you into passing lightly over the tried-and-true 
features. They’re the ones that have already sparked multimillions of 
sales—and are destined to spark multimillions more. 


One of those features is AIRFOAM—greatest name in cushioning. 


To the little lady, left cold by your torque-talk, AIRFOAM means the lap 
of lavish luxury. 

To the man-in-her-life, undented by your “deal,” AIRFOAM means the 
comfort of his favorite easy chair. 

They’ll nod their heads in agreement when you tell how AIRFOAM doesn’t 
sag, snag or break down—how it keeps drivers relaxed and passengers 
coolly comfortable—how it protects upholstery, keeps cars looking newer, 
worth more, right up to trade-in time. 

And when you get prospects nodding in agreement, YOU know what to 
do next! 

So sell AIRFOAM.comfort against the best your competitor can offer. Sell 
AIRFOAM comfort against the “dizzy-deal” operator. Sell the AIRFOAM 
comfort that has proved itself the finishing touch atop the finest rides 
on any road! 


Sell AIRFOAM, every time—and don’t be surprised if you start selling more 
automobiles! Goodyear, Engineered Products Dept., Akron 16, Ohio. 


Extra - 
Trade-in 
Bonus 
For You! 


In addition to helping you sell cars now, AIRFOAM ~ 
will increase your profits come trade-in time. 

How? By retaining its shape and protecting uphol- 
stery so cars come back to you in more salable 
condition. What better way to assure more resales— _ 
AT BETTER PRICES —than by selling AIRFOAM now! 
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THE WORLD'S FINEST, MOST MODERN CUSHIONING 


Airfoam—T.M. The Goodyear Tire & Rubber Company, Akron, Ohie 
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Prison Labor Force 


Amenable to Progress 


Bu VAN ITTERSUM has been 
spending a lot of time in the 
Michigan State Prison at Jackson 
lately. You might say that, in itself, 
is not unusual—because a number 
of men are spending all of their 
time there. 

In Bill’s case, however, the situa- 
tion is different. He goes there 
voluntarily. Business is his object. 
Specifically, the business of instal- 
ling equipment for baking paint on 
the 1958 Michigan license plates. 

It seems that floor space limi- 

tations in the prison’s metal 





TURNINGS 


John T. Benedict 
Engineering Editor 
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finishing shop have become criti- 
cal with the vastly increased li- 
cense plate output required to 
keep pace with the rising car 
population and demands imposed 
by Michigan’s recent conversion 
to the two-plate system. 

Currently, it is contemplated that 
a potential production capacity of 
about 10,000 plates per hour is re- 
quired to assure the supply of ap- 
proximately 8,000,000 license plates 
for the 1958 series. 

- + *~ 


New Phosphatizing 
v= ITTERSUM entered the pic- 
ture (or the prison) as the 
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representative of John J. Fannon 
Products Co., when it became 
necessary to design new baking 
ovens that would operate in the 
space available; and, at the same 
time, offer an opportunity to im- 
prove paint adherence. It was be- 
lieved that an upgrading of adher- 
ence and finishing quality would 
be necessary to withstand the 
severe service conditions of a plate 
that is mounted on the front 
bumper. 

A discussion of production re- 
quirements for the proposed in- 
stallation led to design of a com- 
plete new five-state phosphatizing 
system, applied before the plate 
is dipped in paint. According to 
Van Ittersum, a feature of the sys- 
tem is the idea that the plate 
travels on the same conveyor and 
hook through all paint dipping and 
baking cycles, 

Enamel is the paint material 
used; and, with Fannon quartz- 
tube ovens, the installation al- 
legedly bakes the paint in 10 
minutes, as compared with the 
one-hour bake previously re- 
quired with gas-convection heat- 
ing ovens. This reportedly has 
been accomplished without 
changing the State of Michigan 


Vtlner 








Wiens Flamm. 

One Swedish inventor dreamed 

up an electric shock device that 

can shock a motorist who falls 
asleep at the wheel. 





paint specifications or approved 

formulations. 

After the gray background 
enamel is baked on, the plate is in- 
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serted in a roller-coating machine 
for the black numeral enamci, 


Complete B 


paint has been applied 

to the numerals, the plate ay. 

tomatically moves to an asbestos. 

web conveyor located inside the 
Fannon infra-red oven. 

There, it is given a complete 
baking cycle of six minutes’ dura. 
tion. This is said to compare with 
a period of from one to 1% hours 
previously required for the same 
operation — which formerly called 
for manual moving of plates onto 
trays, which were inserted in racks 
and then pushed into the ovens. 

Advantages (in addition to im- 
proved paint adherence) claimed 
by Van Ittersum include reduced 
operating costs. This saving is at- 
tributed to the fact that the 
ovens are “on” only during the 
actual production time, even 
though the line is capable of 
variable speeds. 

Jobs such as those entailed in 
operating the license plate making 
and finishing equipment, are 
sought-after by prison inmates 
with mechanical aptitude. Perhaps 
that’s partly because (even though 
labor obviously is available in 
plentiful supply) there is a pre- 
mium pay rate for men who work 
in the metal finishing shops. 

The premium is a rate of four to 
one compared with the basic pri- 
son labor rate. This means the men 
receive a salary of $1 per day, as 
compared with the standard of 25 
cents per day. 

Levels of quality control and 
production volume are assured of 
proper attention by the piece- 
work arrangement based on the 
assigned daily (or hourly) quotas. 

This must sound like Utopia to 
some of the auto industry’s harried 
production superintendents, works 
managers and labor relations 
executives. Apart from the man- 
agement control assured by such 
a neat incentive system just 
imagine being turned loose in a 
setup where the labor force will- 
ingly accepts improved production 
equipment that upgrades produc- 
tivity! And all this without any or- 
ganized union opposition! 


New ‘Turnings’ Author 


Takes Over Next Week 


wr this issue, I close out my 
authorship of the column and 
turn the job over to my colleague, 
Joseph M. Callahan. Beginning 
next week, you'll see a different 
mug atop this page—a mug who 
has my sincere best wishes for 
success and personal satisfaction 
in his handling of the weekly task. 

As I leave Automotive News for 
a position in the Chrysler Corp. En- 
gineering division, I can look back 
on a pleasant association of 3% 
years that, from a personal view- 
point, have been the most reward- 
ing and broadening of my career. 

Any success that may have 
been achieved in reporting and 
interpreting technical news de- 
velopments is attributable to the 
splendid cooperation we have re- 
ceived from a myriad of con- 
tacts. To those auto industry 
people who have made the en- 
gineering section possible by dint 
of their understanding ard co- 
operation, I freely extend credit 
for whatever may have been ac- 
complished. 

To my associates on AUTOMOTIVE 
News, I should like to express my 
personal appreciation for the splen- 
did relationship we have been 
privileged to enjoy. 

And, finally, to those who have 
told me jestingly: “What better 
way is there for a reporter to learn 
about and participate in future au- 
tomotive developments than by ac- 
tually joining the engineering staff 
of one of the auto manufacturers?” 
—I can only say: You're so right! 


Monsanto Ups Facilities 


For Saflex Production 


TRENTON, Mich.—New multi- 
million-dollar facilities to produce 
Safiex, the plastic interlayer used 
in the manufacture of safety glass, 
have been put into operation here 
by Monsanto Chemical Co. 

Stanley L. King, assistant sales 
director for Monsanto’s plastics 
division, said, “With the added fa- 
cilities Monsanto will have ample 
Safiex to supply the needs of auto- 
mobile manufacturers, even when 
they reach their 10-millionth-car 
year.” 
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“Here's why we're going Edsel” 


GEORGE A. WAGNER 
Executive Vice President 
Earle C. Anthony, Inc. 

Los Angeles 


“‘We like the elbowroom we'll have as an 
Edsel dealer—the room to grow 
as big as we want to be—with the great 
new line of beautiful Edsel cars.”’ 







Throughout the West, the name of Earle C. 
Anthony, Inc., represents a tradition of suc- 
cessful automobile merchandising. For over 
50 years this company has been a major car 
distributor. And now, under its executive vice 
president, George A. Wagner, it takes an 
equally long step into the future. Today, it is 
gearing up to operate major California Edsel 
dealerships. 






Earie C. Anthony George A. Wagner 


t DSE | —new member of the Ford family of fine cars 



























“Here's why we're going Edsel”’ 


W. R. BLEDSOE 

M. C. BLEDSOE, JR. 
Bledsoe Motor.Co. 
Shreveport, La. 


“We're moving over where the profit picture 
is brighter—in the medium-price 
field—where 60% of all cars are sold today. 
The car that'll make money 
for us around here 1s the Edsel.”’ 


The Bledsoes acquired their knowledge of 
automobile retailing from the ground up. But 
the goal has always been clear. From the 
time of their start as a dealer, they have 
sought to match product with market. That’s 
why they’re changing their present major dual 
set-up to take on the first all-new car that 
blankets the market where most people buy. 


F DS f | —priced in the market where most people buy 
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“Here’s why I’m going Edsel’’ 


RUSS DAWSON 
Russ Dawson Ford, Inc. 
Detroit, Michigan 


““T’m backing winners in other 
Ford Motor Company products. 
That’s why I’m taking on the Edsel, too. 
I’ve seen the car. 
I know 2t will sell an volume.”’ 


Pe IC Bim — 


Automobiles—and particularly 
products of Ford Motor Company— 
have been Russ Dawson’s business 
since 1932. Today he is one of 
Detroit’s largest volume Ford 
Dealers. Very soon now he will 

open a separate new dealership 

to sell and service the Edsel. 





“Here's why I’m going Edsel”’ 


CHARLES KREISLER 
Charles Kreisler, Inc. 
New York 


“I’m tired of being just another pin 
on a crowded map. 
Now I’m in on the ground floor—with 
the greatest deal in the business.”’ 


Chua! beite. 


Charles Kreisler is an outstanding New York automotive merchant in the 
highly competitive Borough of Manhattan market. His automotive experi- 
ence extends from 1928, initially as a dealership employee, then used car 
retailer and car rental operator. For many years he has merchandised 
medium-priced cars. He is moving to Edsel from a major medium-priced line. 
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“Here's why were going Edsel”’ 


ELMER Cc. LOW 
Low Motor Co., Inc. 
La Crosse, Wisc. 


“Everything I see points to the biggest 
boom in automotive history. 
What better time to start with a new 
- division of an established company, 
right now setting the greatest record 
for sales in its history.” 
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Since 1933, Elmer C. Low has been a major 
automobile retailer. And during this 24-year 
period he has always looked ahead. He has good 
reason to—and that reason is his son and busi- 
ness associate, young Jack Low. That’s why 
Low Motor Company, Inc., is now La Crosse, 
Wisconsin’s Edsel dealer. 





t. DSE Lo member of the Ford family of fine cars 
—priced in the market where most people buy 














these comments 
are typical of those 
made by the more than 
1000 men 


who have already signed 
to sell the HDSEL 


Today—with time to spare—we have almost reached our goal of initial 
Edsel dealers. More than 1000 experienced automotive men like the 
ones you see here have been selected and have signed up. 


What are the facts about the Edsel that appeal to men like these? 
The fact that the Edsel—with 4 series and 18 models including a full 
line_of station wagons—covers the entire medium-price field. And 
no matter how the future market shifts the Edsel dealer will have 
the advantage. 


They like the fact that the Edsel dealer will have plenty of elbow- 
room—more to sell and more room to sell it in—and the fact that the 
Edsel is backed by Ford Motor Company experience and a quarter- 
billion dollar investment. And they like what this experience and 
this investment have produced—the Edsel itself. 


How Edsel Dealers are being selected 


There are still Edsel dealer points open. If you believe that you can 
qualify, we urge you in your own interest to get in touch with your 
nearest Edsel District Office. Find out for yourself why men like 
these are now Edsel dealers. 


EDSEL DIVISION 


FORD MOTOR COMPANY ° P.O. BOX 637, DEARBORN, MICH. 


CENTRAL REGION: 
Cleveland District Mgr., George F. Walters 


N.B.C. Building, Cleveland 14, Ohio 
TOwer 1-0800 


Detroit District Mgr., Harley F. Riley 
6200 West Warren Avenue, Detroit, Michigan 
TYler 8-9822 


Columbus District Mgr., John H. Scharnhorst 
Beacon Building, 50 W. Gay St., Columbus 15, 
Ohio, CApital 8-5251 


Indianapolis District Mgr., Hiller A. Pries 
414 Guaranty Bidg., 20 N. Meridian St., 
Indianapolis, Indiana, MElrose 5-5421 


EASTERN REGION: 
Boston District Mgr., Maicoim R. Fuller 


P.O. Box 27, Needham Heights 94, 
Massachusetts, NEedham 3-5705 


New York District Mgr., Patrick A. Brescia 


158 Linwood Plaza, Fort Lee, New Jersey 
WIndsor 4-5500 


Philadelphia District Mgr., William J. Magarity 
Parkade Building, 519 Federal St., Camden 2, 
New Jersey, EMerson 5-5258 


Syracuse District Mgr., C. F. Sylvester 
The Romax Bidg., 731 James St., Syracuse, 
New York, GRanite 4-7551 


Washington District Mgr., Emerson Planck 
Insurance Bidg., 2116 Wilson Bivd., Arlington, 
Virginia, JAckson 4-2400 


MIDWEST REGION: 
Chicago District Mgr., D. Edward 


Manning 
1900 Esquire Bidg., 65 East South Water St., 
Chicago I, Illinois, ANdover 3-7788 


Des Moines District Mgr., Louls A. Wehde 
300 Fleming Bidg., Sixth and Walnut, 
Des Moines, lowa, ATlantic 8-2165 


Kansas City District Mgr., Eltwood S$. Gross 
4141 Broadway, Kansas City, Missouri 
VAlentine 1-6051 


St. Lowis District Mgr., A. E. Jacobsen 
Meramec Bidg., 111 S. Meramec Ave., 
Clayton 5, Missouri, PArkview 7-4777 


Twin Cities District Mgr., Chet W. Johnsen 


3033 Excelsior Blvd., Minneapolis, Minnesota 
WAlnut 7-8421 


SOUTHERN REGION: 
Atianta District Mgr., Rey A. Blount 


1330 West Peachtree St., N. W., Atlanta 9, 
Georgia, TRinity 5-8721 


Dallas District Mgr., Robert J. Sanford 


1120 Mercantile Securities Building, Dallas 1, 
Texas, Riverside 1-3171 


Houston District Mgr., George 0. Simmons 
211 Melrose Building, Houston, Texas 
CApital 8-7571 


Jacksonville District Mgr., J. D. Flynn 


915 Prudential Building, Jacksonville, Florida 
EXbrook 8-1581 


District Mgr., William W. Suggs 
1200 Edway Building, 147 Jefferson Ave., 
Memphis, Tennessee, JAckson 5-5601 


New Orleans District Mgr., Claiborne H. Weigand 
330 1.B.M. Building, 2640 Canal Street, 
New Orleans, Louisiana, RAymond 9041 


WESTERN REGION: 
Denver District Mgr., Harry M. Pritchard 


Detroit Building, 2727 E. Second Ave., 
Denver 6, Colorado, DUdley 8-4171 


Les Angeles District Mgr., Paul W. Pursiey 
291 So. La Cienega Bivd., Beverly Hills, 
California, OLympia 2-2444 


San Francisco District Mgr., Wallace E. Boyer 
209 World Trade Center, San Francisco 11, 
California, YUkon 6-5403 


Seattie District Mgr., Richard J. Siewers 


521 Second Ave., West, Seattle 99, Washington 
MUrdock 7920 
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In Parts and Accessory Distribution 





Wreckers’ Group Aids 


West Allis Battle 


MILWAUKEE. — The Wisconsin 
Auto Salvage Assn. has voted to 
support West Allis (Wis.) salvage 
dealers in their fight against a city 
ordinance which they claim would 
put them out of business. 

Officials of the National Auto and 
Truck Wreckers’ Assn, also agreed 
to provide support, after the Wis- 
consin association voted to affiliate 
with the national. The West Allis 
ordinance, according to the dealers, 
prevents burning of automobile and 
truck bodies, necessary to their 
business and provides other severe 


restrictions. 
+ * 


= 
Garrett Elected President 


Of Dallas Wholesalers 


DALLAS.—T. C. Garrett, man- 
ager of the automotive parts di- 
vision, Schoellkopf Co., has been 
elected president 
of Dallas Automo- 
tive Wholesalers, 
Inc. 

Garrett has 
been active in the 
automotive parts 
business in -the 
Dallas area for 
more than 30 
years. He has 
been associated 

a with some of the 
T. C. Garrett argest automotive 
parts distributors in the Southwest, 
including a former 10-year period 
as automotive sales manager for 
Schoellkopf. He returned to Schoell- 
kopf this year as manager of the 
automotive division. 

> > 7 


Accessories Company 
Moves in Los Angeles 





Co., which later became Raybestos- 
Manhattan, Inc. Named a vice-pres- 
ident of that company in 1951, he 
served in that capacity until last 
February. 

The product lines of K-D and 
its operations personnel will con- 
tinue without change, according to 
Marshall. Clyde P. Brewster will 
continue as sales vice-president. 

+ + oa 


Sales Chiefs Form 
MEWA Council 


ST. LOUIS.—tThe first of an 
estimated 50 sections of the MEWA 
Council of Sales Executives held 
its charter meeting at the Missouri 
Athletic Club here. The council is 
the outgrowth of an idea of A. H. 
Leu, sales manager of E. Blanken- 
ship & Co., Marion, Ill, to enable 
jobber sales managers ‘to get to- 
gether on a local level to discuss 
matters of mutual interest. 

Wholesaler sales managers from 
Indiana, Illinois, and Missouri in 
the St. Louis section elected Leu as 
their first chairman, and Irvin 
Larner, Southwest Auto Parts Co., 
St. Louis, as secretary. Meetings 
will be held the first Friday of 
February, April, June, August, 
October and December. 

= = + 


Krylon Names Shamitz 


Southeast Representative 


NORRISTOWN, Pa. — Milton M. 
Shamitz Co. has been appointed 
sales representative to the auto- 
motive trade for Krylon, Inc. 
manufacturer of spray protective 
coatings and spray enamels. 

The new representative, head- 
quartered at 1272 Zimmer Drive, 
N. E., Atlanta, will cover the south- 


eastern states. 


LOS ANGELES.—California| MEWA’s nats Helps 


Custom Accessories Mfg. Co. has 
moved from its downtown location 
to larger quarters at 1807 W. Sixty- 
fifth St. 

Joseph Kraus, president, said the 
chief reason for the move was the 
need for more space in order to 
meet increasing demand. 

> a 


Dellinger, Kulp 
Sell Tool Firm 
To Marshall 


LANCASTER, Pa—A change of 
ownership has been announced by 
K-D Mfg. Co., manufacturer of 
automotive service tools since 1919. 

The new owner is George W. 
Marshall jr. who purchased the 
firm from its founders, Martin C. 
Dellinger and Harry W. Kulp. All 
are residents of Lancaster. 

Marshall has over 28 years ex- 
perience in the manufacture and 
sale of automotive replacement 
parts. He entered the automotive 
business with the U. S. Asbestos 


= * * 


New Owner Takes Over— 
George W. Marshall jr., 


Town Mark Jubilee 


DICKINSON, N. D—B. W. 
Ruark, general manager, Motor & 
Equipment Wholesalers Assn. was 
a featured speaker at festivities 
marking this community’s diamond 
jubilee. 

Also participating in the program 
was Kenneth Mann, an MEW. 
member who heads Mann’s Auto- 
motive Supply here. A rodeo was a 
highlight of the anniversary cele- 
bration. 


Trophy Shop 
Goodyear Dealer Is Ace 


Outboard Driver 


LODI, Calif.—People walking into 
the Lodi recap tire shop here 
usually take another look to make 
sure they’re in the right place. The 
first thing they invariably notice 
is a wall lined with outboard 
motorboat racing trophies, the 
prized possessions of Chuck Par- 
sons who operates the firm. 

A Goodyear dealer 20 years, Par- 





left, new owner of K-D Mfg. Co., Lancaster, Pa., is shown 


one of the firm's products by Martin C. Dellinger, center, and Harry W. Kulp, founders 
and former owners of the company. K-D manufactures automotive service tools. 


sons is regarded as one of the 
nation’s top amateur outboard rac- 
ing drivers. 
Most recent 
honor to come 
his way was the 
Col. Green Round 
Hill perpetual 
trophy awarded 
yearly to the 
amateur with the 
most points. It 
marked the second 
time he claimed 
the trophy. 
Named to the 





Chuck Parsons 
All-American 0 ut board runabout 
amateur racing team in 1956, Par- 
sons also has been the recipient of 
a Silver Prop award from Outboard 


magazine, the Paul Sakler medal 
for scoring the most points between 
Apr. 1 and Oct. 1, 1956, the Ernie 
Malliott trophy for sportsmanship 
and the Curly Owens trophy for 
the fastest five-mile heat in compe- 
tition, 63.8 m.p.h. 
* 


Key to Success 
Treasure Chest Brings 


399, Sales Boost 


COCHITUATE, Mass.—A treasure 
chest which opened only to cus- 
tomers with lucky keys helped 
George R. Stockbridge boost his 
service station business here 39 
percent in 10 days, according to 
Fram Corp. 

Stockbridge arranged a “treasure 
island” of products advertised in 
the Saturday Evening Post, in- 
cluding Fram filters and other serv- 
ice and accessory items, The prod- 
ucts were grouped around the 
treasure chest. 

Newspaper and radio advertise- 
ments invited customers to come in 
and get their keys and try to un- 
lock the chest. In addition, 750 keys 
were mailed to select customers. 
Sales soared 39 percent over the 
corresponding 1956 period. 

> +. o 


New Alemite Branch 

CHICAGO.—P. J. Kirill, for the 
past nine years Alemite factory 
representative for the East Coast 
and adjoining area, has been named 
distributor of Alemite lubrication 
equipment and products and 
Stewart-Warner Instrument 
products in the newly formed dis- 
tributorship, Alemite Co. of Florida, 
Inc., Jacksonville. 


Snyder Catalog Enclosures 
Feature 3 Antenna Styles 


PHILADELPHIA, — Snyder 
Mfg. Co. has published multicolor 
catalog sheets for three of its 
most popular radio antenna styles. 

A four-page catalog’ enclosure 
illustrates the company’s line of 
rear-deck antennas, and another 
four-page covers the top-cowl and 
front-cowl antenna lines, A two- 
page enclosure highlights Snyder’s 
replacement antenna staffs. 

* * 


Lubri-Loy Completes 
Expansion of Facilities 

ST. LOUIS.—Lubri-Loy Co, has 
completed its new office and ware- 
house facilities here at 6319 Wilson 
Ave. 

The new facilities will enable 
Lubri-Loy to triple output of its 
engine-oil additive, according to 
Gene Brenfieck, president. 


10th Ad Centest 
For Auto Jobbers 
Gets Underway 


CHICAGO.—The 10th annual ad- 
vertising awards contest for auto- 
motive jobbers is underway. Eligible 
for the contest are all jobbers in 
the U. S. and Canada who do 75 
percent of their volume at whole- 
Sale in the automotive service in- 
dustry. 

Objective of all contestants is to 
give evidence of their “excellence 
in advertising,” based on quality, 
variety and effectiveness of the 
media they have employed. 

Entrants are divided into three 
sales-volume groups: (1) Those do- 


ing up to $500,000 a year, (2) $500,- 
000 to $2 million and (3) $2 million 
and over. Wholesalers who, in the 
judges’ opinion, have done the best 
all-around job of advertising in 
each group are awarded bronze 
plaques. 

There are first, second and third- 
place awards for each of the three 
volume groups, plus certificates for 
those achieving honorable mention. 

Jobbers entering the contest are 
provided scrapbooks, at no charge, 
in which to mount samples of their 
advertising done between Nov. 1, 
1956,-and Oct. 31, 1957. The books 
are then submitted to judges se- 
lected from the leading jobber as- 
sociations and the Automotive 
Advertisers Council. 

* * aa 





Auto Customers 
Getting Things 
In Black, White 


DETROIT. — More auto buyers 
are getting things in black and 
white this year, according to two 
factory reports. 

W. E. Fish, Chevrolet genera] 
sales manager, said the number of 
customers asking for black cars 
has gone up 40 percent, making it 
the third most popular color selec. 
tion. 

Lee F. Desmond, Dodge saieg 
vice-president, said that white has 
grabbed the lead among the selec. 
tions of customers asking for solid 
colors. Pushed into second place 
was black. 

Fish said only two-tones of ivory 
and turquoise and of ivory and 





Z dusk pearly are more popular than 





Turn Key to Open— 


Continental Can Co. and National Car- 
bon Co. have adapted the familiar short- 
ening-type can as a container for the 
new Prestone Car Wash. A key attached 
to the bottom opens the can around the 
grip strip at the top. 

» 2 «& 


New Prestone Line 
Shows Innovations 


In Packaging Field 
NEW YORK.—National Carbon 
Co. has added three products to its 


Prestone line. They are Car Polish, 
Car Wax and Car Wash. 


The items feature innovations in 
the packaging of such products by 
Continental Can Co., which also 
produces containers for other Pres- 
tone products. 

The Car Polish, a high silicone 
cleaner and wax combination, is 
packaged in a pint can with a spout 
like that found on a can of lighter 
fluid. The swivel top is easy to open 
and close and eliminates spilling 
or dripping, Continental said. 

For the Car Wax, Continental 
utilizes a wide-mouthed, eight- 
ounce tripletite wax can. This is 
said to provide a better seal to 
prevent evaporation of the solvents 
than the standard. single friction 
wax can. 

Car Wash is packaged in a one- 
pound, key-opening can similar to 
that used for coffee or shortening. 
The hermetically sealed container 
is said to provide better product 
protection. 





Tire Valves— 


To help dealers eliminate the problem 
of stocking seven different sizes of tube- 
less tire valves to serve the various cars 
equipped with tubeless tires, A. Schrader's 
Son, Brooklyn, has marketed a special 
package that is said to service all cars 
regardless of rim hole size or tire size. 
The package, No. 990, contains 10 of 
each Snap-in valve for the two rim hole 
sizes and a supply of two extensions 
that will adjust the length for various 
rim cover requirements. 


black with Chevrolet buyers. He 
said solid colors generally are up 
14 percent over last year. 

Desmond said white is the choice 
of 37.4 percent of Dodge buyers 
who want solid colors while 283 
percent asked for black. The figure 
for black actually represented a 
gain of 7.2 percent over last year, 
although black was losing first 
place to white, he said. 


British Car Firm 


Seeks Licensee 


LONDON, — Delta Motor Re- 
search, Ltd., Bedfordshire, England, 
is seeking to license a U. S. firm to 
manufacture its line of small-en- 
gined cars in England, Northern 
Ireland or the U. S. 

The English company makes the 
Delta two to three-passenger con- 
vertible, four to six-passenger es- 
tate-minibus and two to three-pas- 
Senger sports car. The cars have 
small engines of 400, 500 and 700 
cubic centimeters, expressly de- 
signed and developed for ease in 
tooling, manufacture and assembly 
by semiskilled or unskilled labor. 

Photographs of two models and a 
copy of the company’s statement 
relative to licensing are available 
on a loan basis from the investment 
development division, Bureau of 
Foreign Commerce, Department of 
Commerce, Washington 25, D. C. 
Additional information is available 
from Delta Motor Research, Ltd., 
Potton Manor, Potton, Bedford- 
shire, England. 


Custom Leather 


Smallest Shops Can Buy 


Hide Cut for Cars 


NEW YORK.—Car owners, for 
the first time, can have leather up- 
holstery installed at any neighbor- 
hood seat cover shop. 

A custom cut-to-pattern service, 
introduced by a member tannery 
of the Upholstery Leather Group, 
enables even the smallest trim shop 
using basic sewing equipment to 
install custom leather upholstery. 

The new service, which works for 
any car, is based upon providing 
the trimmer with individually- 
specified leather interior compo- 
nents which he sews and installs 
like a set of custom seat covers. 

The customer decides the inte- 
rior design, the trimmer makes a 
set of paper patterns for the indi- 
vidual leather pieces. These are 
sent to the tannery. There, work- 
men cut the patterns from hides 
of the specified color and quality. 

When the leather is_ received 
from the tannery, all that’s left to 
do is stitch and fit the job. 

Though this custom service is 
new to the trim shops, it has been 
solving problems for auto makers 
for years. Instead of ordering hides, 
the car makers simply supply the 
tannery with patterns, together 
with color and quality specifica- 
tions, 


Willys Licensee Sells 


Jeeps to Japanese Force 

TOLEDO. — Mitsubishi Heavy- 
Industries, Reorganized, Ltd., li- 
censee in Japan of Willys-Over- 
land Export Corp., is scheduled 
to begin delivery in October of 
4,140 Japanese-made Jeeps for 
Japan’s self-defense forces. 

Purchase of the vehicles at a 
cost of $7,338,000 was the largest 
single order for Jeeps the firm 
has received since it became a 
licensee and Far East distributor 
of Willys-Overland Export Corp. 
four years ago. 

















...- because LIFE pre-sells locally, reaching 3 out of 5 
households in an average community in 13 weeks 


In LIFE, your customers see new cars at their 
dramatic, sleek-and-shiny best. 

LIFE gives the color, the excitement, the 
detail as only a magazine can. This is show- 
room presentation, performed inside the homes 
of your best prospects. 


Week after week, these people respond to 
LIFE’s great word-and-picture stories and to 
advertisements that make a deep and lasting 
impression. 

All year round, your sales get a lift from 
the selling power of LIFE in your community. 


LIFE REACHES MORE PEOPLE 


LIFE is read by 12,000,000 households every 
week. 


LIFE leads in weekly circulation. 
LIFE 5,835,032 
Saturday Evening Post 5,161,264 
Look (bi-weekly) 4,669,535 


LIFE REACHES MORE PROSPECTS 


An average issue reaches 30.4% of all car- 
owning households. 


An average issue reaches 39% of new-car 
buying households. 


In 13 issues, LIFE reaches 73% of new-car 
buying households. 


Sources: audience—A Study of the Household Accumulative Audience of LIFE ; circulation—ABC, first quarter, 1957. 


Motoring America responds to LIFE 
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LIFE keeps your new-car sales in high 
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21-FOOT DISPLAY UMBRELLA FOR CAR LOTS— 


The McFarland “GREAT” UMBRELLA (21-foot spread) and the “WHIRLABOUT"—the 
“GREAT” UMBRELLA that turns, are now working for progressive dealers from coast 
fo coast. A “GREAT” UMBRELLA will make your lot more attractive—help your sales 
and make you money! For full information call, wire or write McFarland “GREAT” 
UMBRELLA Co.—Division of McFARLAND Awning Corp., 742 S. W. 8th St., 
Florida. - Phone - Miami - FR 4-8153. 


Miami, 


° 


pea pers THIS SURE-CAR SEAL 


on your 


USED CARS 
inspires 
CUSTOMERS TO 


in your 


INTEGRITY 


ONE YEAR GUARANTEE 
100% Parts and Labor 
Nation-wide inspection 

and warrantee service 
guaranteed by well-known 
U.S. insurance company... 
for complete details 

WRITE TODAY 


Gmerican. SUBE-CAR Coty, 


MAIN OFFICE: SEA CLIFF, NEW YORK 
°o 


How Nation's Salesmen Meet. . 


Practical Problems of Selling 


NEW-CAR salesman in San 

Antonio recently learned—the 
hard way—that there is truth in 
the adage, “There’s many a slip 
*twixt the cup and the lip.” 


Here, as he tells it in his own 
words, is how he learned his les- 
son: 


I was on the floor when a 
middle-aged woman walked in 
and announced 
that she wanted to 
buy a new car. It 

was — or at least 

Case it looked like—one 
Histories of those windfalls 

which occasionally 

drop into the lap of the floor man. 
Joyfully, I signalled the used- 
car appraiser to check the wo- 
man’s old car while I proceeded 


Sales 





to keep her occupied with the 
models. 
It was easy. It was, in fact, too 


easy—as any salesman with a bit.. 


more experience in the auto busi- 
ness could have told me. 
* . * 


HE woman selected a model 

she liked and I made arrange- 
ments to come around the next 
morning with a demonstrator. 

I spent the better part of the 
morning putting the car 
through its paces for the wo- 

man and delivering my No, 1 

sales pitch. 

There was none of this foolish- 
ness of seeing how Friend Hus- 
band liked the car—my prospect 
was a “working woman” and was 
unmarried. The office had 
checked up and already learned 
that she held a good job and was 


Dealer Ad Ideas 


Dealer’s Golden Rule 


Ss CADILLAC CoO., Wyan- 
dotte, Mich., leads off an issue 
of its direct mail advertising letter, 
Prentis Patter, by advising custom- 
ers it takes 90 seconds to read it. 
Promotion of a service product 
and used cars are included along 
with three jokes and a short dis- 
| cussion of the Golden Rule. 
| The dealership offered a varia- 
|tion on the Golden Rule: “We 
service your car as if it were our 
own.” 


> > > 


| Moran in the Swim 


For more than a year, 
Moran, president of Courtesy 


Motor Sales, Inc. (Ford), 


Chicago, 


Dixie Death Rate 


To Be Explored 
By Safety Quiz 


WASHINGTON. —Why is the 
highway death rate higher in the 


South than in other sections of the | 


country? 


The House traffic safety sub- 
committee will try to find the 
answer to this question this fall 
in Nash- 
Little Rock, 
and Montgomery, 


during public hearings 
ville, Tenn. (Sept. 16), 
Ark. (Sept. 18) 
Ala. (Sept. 20). 


The subcommittee scheduled the 
visits to the state capitals in re- 
sponse to invitations from the 
governors of Tennessee, Arkansas 
and Alabama. 


Subcommittee chairman Kenneth 
A. Roberts Alabama Democrat, 
said the reason for the difference 
in death rates is unclear. He cited 
as possible areas for study such 
factors as terrain differences, 
population distributions, larger 
numbers of people traveling over a 
lesser number of miles and more 
concentrated highway patrols in 
smaller states. 

Roberts pointed out that in 1955 
the national death rate was 6.4 per 
100 million vehicle miles. But the 
rates stood at 8.6 for Alabama, 7.9 
for Tennessee and 6.9 for Arkansas. 

He said these higher death rates 
mean more costly insurance pre- 
miums for Southern motorists. 


7 Distributors 
Named by Mack 


PLAINFIELD, N, J.—Mack 
Trucks, Inc., has announced the 
appointment of additional distribu- 
tors in seven states. 

Lewis E. Minkel, general sales 
manager, said the appointments are 
another step in a nationwide ex- 
pansion of the company’s sales 
and service facilities. 

The new distributors are Mitchel 
Mack Sales, Sharon, Pa.; Evangel- 
ine Mack Trucks, Inc., Lafayette, 
La.; Ben Nelson’s Garage, Mason 
City, Ia.; Capital Auto Body Co., 
Inec., Madison, Wis.; Mack Sales, 
Inc., Dayton, O.; Lamar Davis 
Motor Co. Albany, Ga., and Stock- 
ton Diesel Service, Stockton, Calif. 


Jim | 








has been singing the praises of his 
“Courtesy conditioned used cars.” 
Now he has introduced something 
new—a Courtesy conditioned long- 
distance swimmer. 


Thursday (Aug. 15), Joe Griffith, 


|a professional life guard who has 


been swimming since he was five 
years old, will attempt to swim 
across Lake Michigan, from Chi- 
cago to Michigan City, Ind. 

Moran met Griffith in Florida 
last winter and agreed to sponsor 
his long-distance swimming effort. 

- - ” 
Driver-Training Diploma 
BILLFOLD-SIZED card is 
issued to each graduate of 
the driver-training class at Odon- 

Madison Township High School 
by Bechtel Auto Service (Ford), 
Odon, Ind. 

W. Palmer Bechtel said the 
card helps graduates in obtaining 
driver’s licenses and auto insur- 
ance and reminds them they were 
trained in the Ford loaned to the 
school by the dealership. 

> > - 
Coronation Telecast 
N HOUR-LONG telecast of the 
coronation ceremonies for 
Southern California’s “do-it-your- 
self” queen was sponsored by the 
Dodge Dealers of Greater Los 
Angeles. The program originated 
from Lockheed Air Terminal, Bur- 
bank, Calif. 

The dealers also sponsored 
exhibits of Dodge cars at the do-it- 
yourself show, held for 10 days at 
the Pan Pacific Auditorium in Los 
Angeles, and participated in 13 
fashion shows held in connection 
with the exhibit. 


Signs for Edsel Dealers— 


perfectly able to pay for a new 
car. 

Everything was lovely down in 
Dixie. 

When I had finished the demon- 
stration, she said she would come 
in the next morning, sign the 
papers and hand over her check 
for the difference. 

+ ok * 

HEN she came in, the car had 

been serviced and filled with 
gasoline. Suddenly, she discovered 
she had left her pocketbook — 
with the necessary check in it — 
at home. I agreed to wait while 
she went home to get it. 

I waited three days. 

Then I did a little private- 

detective work and discovered 
that she had driven to a rival 
dealer in the same line, told 
him what I had offered on my 
deal and he sold her the same 
model for $15 less. Without any 
sales effort whatsoever. 

I now realize that a sale is not 
a sale until you get the signature 
on the dotted line—and the cus- 
tomer’s check in the cash regis- 
ter. 

All I did in this case was to set 
up a sale for a rival. No salesman 
can close every sale; he is bound 
to lose some of them. But few 
get as far along as I did on this 
one—only to have it fall through. 

If I ever get another customer 
who forgets a checkbook, I aim 
to have a check all made out and 
ready for him to sign. 


Firestone to Offer 
Low-Priced Tire 
With Nylon Cord 


AKRON. — A low-priced nylon 
cord replacement tire with high- 
speed characteristics will be made 
available to motorists in August by 
Firestone Tire & Rubber Co. ac- 
cording to E. B. Hathaway, vice- 
president. 

Called “Deluxe Super Cham- 
pion,” the new tire is reinforced 
with speedway tested nylon cord. 

Nylon was built into the tire to 
provide motorists with an economy- 
priced, high-speed tire for vaca- 
tion driving, Firestone said. Nylon 
is said to add a 15-mile-an-hour 
safety margin. 

“Combined with the tire’s high 
speed performance,” Hathaway 
said, “is a cord body that will take 
rough roads in stride. Nylon prac- 
tically eliminates the danger of 
sidewall breaks, which means car 
owners can get more and better 
recaps.” 

Firestone’s newly developed 
“speedway weld” is the basic con- 
struction feature of the tire. Heat- 
resistant tread compound, im- 
proved synthetic rubber and high 
adhesion stock are used in the 
tire’s construction. 


A unified sign program has been developed for the Edsel by Federal Sign and 
Signal Corp., Chicago. Also comprising the largest single auto dealer identification 
sign program, more than $2 million worth of electric outdoor advertising signs for 
1250 new Edsel dealers’ showrooms in all 48 states are to be built by Federal in the 


first phase of the dealer sign program. Don F. Feerer, 


center, Federal vice- 


president, checks specifications on the production line of Federal's Chicago plant. 
Featuring the large, white Edsel “E" on an “expressway green” field—the Edsel 
trademark—Edsel dealers throughout the nation are following a coordinated outdoor 
sign plan for every Edsel showroom or service facility. 
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DELCO-REMY ANNOUNCES 
NEW LINE OF 


EXTRA-OUTPUT GENERATORS 
AND REGULATORS FOR— 


¢ Substantial charge at engine idle « Full output at low driving speeds 
¢ Electrical and mechanical stability at high driving speeds 


Now for the first time, a Delco-Remy extra-output d.c. teristics in a single unit. The new line is designed for 
generator, with matching double contact regulator, vehicles requiring high output at low speeds combined 
can offer all these outstanding performance charac- with rugged dependability at high speeds. 


HERE IS A TYPICAL CHOICE OF UNITS TO SUIT YOUR NEEDS: 
Model (12V) Current Rating 


1106986 45 amp. 
1106986 
1106987 
1106989 


o 
o 


©O+O+OeOeE+O+O+O+O+Ore+e+Oe+e-e@ 
MODEL 1106989 
MODEL 1106986 


«4 
os MODEL 1106987 
¥ ~~” a ae op oe ae ae ae a 
— 
| STANDARD EQUIPMENT GENERATOR 
i? 
0 


IDLE 20mph 30mph 40 mph 50 mph 60mph 7O mph 80 mph 


Based on 100 generator rpm per mph 
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AMPERES OUTPUT 
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Here is the inside story of the new Delco-Remy power team nee 





NOW—AN OUTSTANDING NEW DELCO- 
HIGH OUTPUT AT LOW SPEED - 


Electrical and mechanical features of these new generators which make 
possible the improved performance over regular extra-duty models include: 


e Closer air gap held to exact tolerances « Longer, thicker frame for 
increased magnetic flux (Frame dimensions: 5%4” x 9!@") « Longer 
commutator and larger brushes « Ball bearings at both drive and 
commutator ends « Wick oiler lubrication « Higher field currents made 


possible by a new double contact regulator 
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REMY POWER TEAM TO GIVE YOU — 
RUGGED DEPENDABILITY AT HIGH SPEED 


Developed as a part of the revolutionary power team, Delco-Remy’s new 
double contact voltage regulator makes possible the new special series of 
high performance extra-output d.c. generators. Because of its double 
contact design, the new regulator offers precise two-stage control of 
generator field current at low and high generator speeds. This permits the 
use of high generator field currents necessary for a substantial charge at 
engine idle without excessive contact point deterioration or loss of voltage 
control at high speeds. What’s more, the new regulator is waterproof 
and has all the latest mechanical features. 
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FOR DEPENDABLE, ECONOMICAL ELECTRIC POWER . 
FOR COMMERCIAL VEHICLES REQUIRING — 


Substantial charge at engine idle 
Full output at low driving speeds 
Extra high capacity 


Fully controlled output at high speeds 


Some typical applications get the new Delco-Remy electrical power team: 


School buses 
Police cars 
Highway wreckers 
Suburban fire equipment - Delco-Remy double contact regulator 
Taxicabs 


Ambulances 

Transit mix trucks This revolutionary new line of high performance generators 
; and regulators designed for dependable service under a wide 

Lift trucks range of operating conditions is another example of Delco- 

Sanitation trucks Remy leadership ‘Wherever Wheels Turn or Propellers Spin.” 


- Delco-Remy extra-output d.c. generator 


DELCO-REMY «+ DIVISION OF GENERAL MOTORS + ANDERSON, INDIANA 
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Affecting Factories and Dealers .. . 


Auto Advertising 


By Martin L, Whitmyer 
Staff Writer 

Nearly all major classifications 
of national newspaper advertising 
made gains last year over 1955, as 
the medium hit an alltime high of 
$737,996,000, according to the Bureau 
of Advertising, American News- 
paper Publishers Assn. * 

Among the classifications showing 
substantial gains were: Alcoholic 
beverages, up 10.8 percent; groc- 
eries, up 9.7 percent; industrial, up 
34.3 percent; radio and television 
(newspaper advertising by set man- 
ufacturers, networks and stations), 
up 16.7 percent; tobacco, up 32.8 
percent. 

National newspaper advertising as 
a whole showed a gain of 6.1 per- 
cent, the bureau said. Excluding 
automotive, which dropped 8.6 per- 
cent, the gain was 12.1 percent. 
Automotive advertising’s drop, it 
was said, refiected “an overall de- 
crease” in advertising by this in- 
dustry last year. 

* * * 


Cloke to Head PR Parley 


H. Walton Cloke, coordinator of 
public relations for Kaiser Indus- 


tries Corp., has been named gen-| 


eral chairman of the fourth annual 
Middle Atlantic regional conference 
of the Public Relations Society of 
America, meeting Sept. 26-27 at 
Washington. 

James G. Ellis, executive editor, 
Automobile Manufacturers Assn., 
and Howard P. Hudson, director 
of information for the National 
Planning Assn., have been named 


co-chairmen. 
= > = 


Edsel Spectacular Oct. 13 


Gonzaga University, Spokane, 
Wash., will package and produce a 
television spectacular which will co- 
star Bing Crosby and Frank Sin- 
atra. 

The show, which will be seen 
from 8 to 9 p.m. Oct. 13 on CBS, 
will be sponsored by Edsel. 

The show is a benefit for the in- 
stitution and will be the first net- 
work television spectacular to be 
produced by the school. It also will 
be the first to show the new Edsel 


car. . 
” * > 


Texas Show Issues Set 


The San Antonio Express 4 News 
is planning to publish an automo- 
‘4 bile section in its evening édition of 
Jan. 16, and morning edition of Jan. 
17, in conjunction with the San An- 
tonio New Car Dealers Assn. auto- 
mobile show. 

The show will be held Jan. 17-24 
at the Bexar County Coliseum. 


2 > * 
Wines Opens Agency 

James P. Wines, formerly general 
director of public relations and ad- 
vertising for Fisher Body, has an- 
nounced formation of Wines & 
DeWitt, an agency offering adver- 
tising service to small businesses. 
Offices have been established at 99 
W. Bethune, Detroit. 

Wines, senior partner in the firm, 
has 33 years’ experience in advertis- 
ing, sales promotion, publicity and 
public relations. Prior to his 11 
years with Fisher Body, he was for 
12 years with the agency handling 
that account, the first seven as 
public relations representative in 
Detroit, the last five as account ex- 
ecutive with headquarters in New 
York. 


* = * 

Newspaper Data Available 

Circulation and rate-trend data 
for all English-language U. S. Sun- 
day newspapers, six Sunday maga- 
zine groups and two Sunday comic 
groups are compiled by the Assn. 
of National Advertisers in a new 
report, “Sunday Newspaper Cir- 
culation and Rate Trends.” 

Statistics used in the report were 
prepared by Standard Rate & Data 
Service under the direction of the 
ANA newspaper service committee. 

The report is available to non- 
members of the association for $10 
a single copy from: Assn. of Na- 
tional Advertisers, 155 E. Forty- 
fourth St., New York, 17, N. ¥. 


New Billboard ot in Vt. 
Vermont automobile dealers and 
other business firms which use 
outdoor advertising can expect more 
stringent enforcement of new bill- 





board regulations, according to 
Anson F. Barber, administrative as- 
sistant to Secretary of State How- 
ard E. Armstrong. Barber has been 
named to supervise the new licens- 
ing and inspection system, Two new 
inspectors will assist him. 

Barber said the new law, which 
doubles the fee per square "foot of 
sign to four cents and sets a $2 
annual licensing minimum for all 
signs, will be strictly enforced this 
summer. 

Approximately 3,000 signs have 
been licensed this year, or 1,000 
more than during the same period 
in 1956, Barber reported. He said 
more than 150 reports calling for 
elimination of signs that violate 
the statute already have been re- 
ceived. 

* * + 
Mercury Names Swan 


Harry L. Swan has been ap- 
pointed manager of the advertising 
department of Mercury, according 

to R. J. Fisher, 
Mercury adver- 
tising and sales 
promotion mana- 
ger. 

Swan comes to 
Mercury from the 
Ford division ad- 
vertising depart- 
ment, where he 
has been for the 
past five years. 
He jointed Ford 

Harry L. Swan as coordinator of 
cooperative advertising, including 
agency and dealer contact, in June, 
1952, From May, 1955, until June, 
1956, he was assistant manager of 
the division’s advertising depart- 
ment. He then served as truck 
advertising coordinator. 

Previously, Swan had been adver- 
tising manager and later director 
of advertising and merchandising 
for Willys-Overland Motors, Inc., 
from April, 1946, until May, 1952. 
And from 1939 through 1942 he 
was employed by Campbell-Ewald 
Co. in Detroit as copy writer. 

> > > 


K & E Gets Edsel Job 


Kenyon & Eckhardt, New York, 
has been appointed to handle radio 
and television “teaser spots” for 
the new Edsel. 

The agency, which handles Ford 
Motor Co. institutional advertising, 
was picked for the job because the 
campaign is designed to identify the 
Edsel as the new member of the 
Ford family. 

K & E expects to place more than 
$1 million worth of radio and tele- 
vision spots between mid-August 
and the day the Edsel is introduced. 

Foote, Cone & Belding handles 
other Edsel advertising. 

> > > 


All About Baltimore 

More than 17,000 retail outlets in 
Maryland have been checked and 
classified in the Baltimore News- 
Post and Sunday American’s new 
sales control manual issued for the 
Baltimore and Maryland marketing 
area. 

An enlargement and revision of 


the pioneer sales manual first pub- 
lished by these newspapers in 1947, 
the new handbook is the most com- 
prehensive of its kind ever pub- 
lished, it is stated. 

Each of Baltimore’s 21 sales areas 
is depicted on large-scale maps. 
These show the location of estab- 
lished shopping centers, shopping 
streets and new centers built since 
1946. Similar maps of the city’s 
suburban districts are included. 

Economic data cover population 
figures for 1940, 1950 and 1955, to- 
gether with latest statistics on the 
number of families in each area, 
number and types of dwellings, 
home ownership, number of schools 
and school enrollment, and new- 


car registrations. 
* + > 


Educational Tieup for C-E 


An educational tieup between the 
University of Michigan and Camp- 
bell-Ewald Co., features a fellow- 
ship program that will lead to 
newly-created certificates in adver- 
tising. 

Jointly announced by Prof. 
Wesley M. Maurer, chairman of the 
university's department of journal- 
ism, and Henry G. Little, president 
of the agency, the project has 
two distinct phases. 

In the first, the agency has 
agreed to pay and supervise the in- 
struction of especially picked grad- 
uate students for two years. In the 
second, Campbell-Ewald will an- 
nually accept for a two-month 
training course a limited number of 
undergraduates. 

At the completion of the term to 
the satisfaction of university and 
agency officials, the student will be 
awarded the certificate in advertis- 
ing. 


Consumer Study Out 

The Appleton (Wis.) Post- 
Crescent has released its tenth an- 
annual Consumer Buying Habit 





Study of the Appleton, Neenah- 
Menasha (Wis.) city zone. 

Like other studies of this kind, 
the report covers buying habits and 
brand distribution for food and 
grocery products. drugs, toletries 
and cosmetics, liquor, wine and 
beer, soaps and cleansers, cigarets, 
appliance and television set owner- 
ship, automobile ownership, gaso- 
line and fuel oil preference, shop- 
ping and reading habits, and family 
and housing statistics. 

For most product classifications 
five-year comparisons are pub- 
lished, and 10-year trends are avail- 
able upon request. 


Tidewater Picks W ellmerling 
Fred Wellmerling has been ap- 
appointed manager of advertising 
for Tidewater Oil Co. He will direct 
the company’s nationwide advertis- 
ing program from San Francisco. 
> > > 


Names 


Howard M. Greenwald has been 
named editor of “Automatic Trans- 
mission News,” house organ at the 
Cincinnati plant of Ford Motor Co. 
He succeeds Milton D. West, who 
has been transferred to Lincoln 
headquarters, Wixom, Mich., where 
he will start another employe news- 
paper. 


Romney Interviewed for ‘Today’ Show— 

An NBC-TV sound and camera crew. is shown filming an interview with George 
Romney, American* Motors president, on the smalii-car boom for Dave Garroway's 
“Today” show. Seated in a mock-up of a Rambler front seat are, Dick McCutcheon, 


left, of NBC-TV and Romney. Standing is 


William H. McGaughey, AMC communica- 


tions vice-president. The interview took place in AMC's styling department in Detroit. 





Publications 


eivedend in this section are not 


produced by Automotive News but carry our recom- 
mendation and we guarantee your satisfaction. 


Over 200 pages 


PUBLICATIONS PROVIDE COMPLETE 


Fundamentals 
Diagnosis 
On-the-Car Service 
Overhaul Instructions 


plus 


Complete Flat Rate 


and 


== Tool & Equipment Data 
Coa covers all Dual-Range 


Hydra-Matic Transmissions 
through 1957. 


7 MLIYe covers all Fordomatic, 
Merc-O-Matic and Turbo-drive 
Transmissions through 1957. 


and 450 illustrations 





REPAIRING RADIATORS! 


“My INLAND Radiator Department brought in an additional $3,969 
in @ single month” says Bob Neyland, Neyland’s, Baton Rouge, La. 


$10,000 to $20,000 a year additional volume is commont “$16,750 
in one year”—McRill’s, Twin Falls, Idaho, “$13,199 a year!” — 
Town Auto Co., Allentown, Pa. “$10,650 the first 8 months!” — 


Jack Fagan, Delevan, Wisc. 


20 to 30 Million Radiators Need Servicing Yearly! Tests prove 
83% of all radiators over a year old are partly plugged. And with 
today’s engine power increase and cooling capacity decrease, par- 
tial plugging can cause overheating and serious engine damage. 
Inland equipment shows customer need for radiator-cleaning—is 
designed for fast easy production methods—stays neat and clean. 
Inland, world’s largest radiator equipment manufacturer, 
offers complete package— Equipment, Training, Merchandising, 
“Pays-For-Itself” Purchase Plan. 
ae NY ee eR 


Mail Today! 


New free 48-page book “Blue- 
print for Profits'’ shows 

uipment, training course, 
“Bays-for-itscif” purchase plan 
tors. Take a minute and ‘mail the 
coupon now. 


INLAND MFG. CO. 
1108 Jackson St. 


Dept. an-s Omaha 2, Nebr. 


INLAND MFG. CO., Dept. AN-8 
1108 Jackson St., Omaha 2, Nebr. 
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Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

A FEW weeks ago a higher court 
rendered a decision which 
clearly proves that every insurance 
policy holder should carefully read 
the policy and “know” required 
protective clauses are in the policy, 

and in plain language. 
For example, in 
Gabler v. Conti- 
nental Casualty 
Co., 295 S. W. (2d) 
194, it was shown 
that a state en- 
acted a safety re- 
sponsibility law. 
Later the Hertz 
Driv-Ur-Self Sta- 
tions, Inc., in St. 
Louis rented an 
automobile to one 

L, T. Parker Fairchild. 

The testimony showed that an in- 
surance company issued an insur- 
ance policy covering automobiles 
owned by Hertz Driv-Ur-Self Sys- 
tem, Inc. and any person renting 


automobiles from this company. 
The policy contained a clause that 
the insurance afforded by the policy 
for bodily injury liability complies 
with the provisions of any safety 
responsibility law. 

Fairchild had an accident and 
his friend, named Gabler, was 
seriously injured. The higher 
court held that the insurance 
company need not pay any money 
to Gabler, and said: 

“The safety responsibility law is 
not applicable for the reason that 
the policy of insurance was entered 
into by the parties prior to the oc- 
currence of the accident. Nor did 
the state in which the rental con- 
tract was made have any statute 
requiring persons engaging in the 
renting of motor vehicles to file a 
liability policy covering the liability 

of persons operating rented motor 
vehicles, 


Must Not Take Keys 


N. C., an automobile dealer 
*in Washington, asked: “Is it 


possible to convict a person of a 
crime where he removes ignition 
keys from an automobile without 
the automobile owner’s consent?” 


The answer is yes, if a state law 
directly or indirectly prohibits re- 
moval of the keys. 

For illustration, in Cleveland v. 
Friedman, 127 N. E. (2d) 423, a 
state law was litigated which pro- 
vides that no person shall mali- 
ciously remove from any motor ve- 
hicle any portion of the automobile, 
including the license number, any 
signal device, speedometer, horn, 
box, basket, trunk or carrier, shield, 
hood, oiler, gauge, grease cup, 
chain, lock nut, bracket, valve, bolt, 
rod, cap, screws, wire, spark plug, 
carburetor, magneto, pipe, fan, belt, 
cylinder, switch, brake, electric 
bulbs, or any attachment which is 
necessary in the use, control, or 
operation of the automobile. 

A man, named Friedman, re- 
moved ignition keys from an 
automobile without consent of the 
owner. 

The lower court convicted Fried- 


man of a crime, and the higher| Temoved’ within the terms of the 
court approved the verdict, saying: | Statute.” a. 

Negligence Is Presumed 
ENERALLY speaking an auto- 
mobile dealer, who operates a 


“The fact that these keys were 
removed from the motor vehicle is 
sufficient for the conclusion by the 
court that they were ‘maliciously 


More than 70 percent of all 
farms have at least one automo- 


service station for repairs of auto- 
biles, is liable only for negligence — 
of his employes who improperly re- 
pair an automobile. However, a late 
higher court varied this usual law, | 

For example, in Rush Motor Sales 
v. Shook, 134 N. E. (2d) 83, the 
testimony showed facts, as follows: 
An automobile dealer authorized an 
employe, named White, to service 
automobiles brought into the 
dealer’s repair shop. 

One Shook drove his automobile 
intu the garage and told White to 
“service” the car. 

Later White drained oil from 
the automatic transmission in- 
stead of the crank case and put 
oil in crank case instead of in 
the automatic transmission. 

In subsequent litigation, the 
higher court held the automobile 
dealer, or service station owner, 
liable for necessary and subsequent 
repairs to the automobile. 

* * * 


Dealer Loses Suit 


To Recover Used Car 


ATLANTA. — The Georgia Court 
of Appeals has ruled that when a 
person buys an automobile with a 
fraudulent check from a dealer and 
sells to an innocent third party, 
the dealer who sold the car in the 
first place cannot collect from the 
third party. 

The case arose when Gouldman- 
Tabor Pontiac, Inc., sought to re- 


\ 


cover a 1954 model sedan but was 
turned down by the court. The 
judge declared the “transactions 
from beginning to end were handled 
in a loose manner,” and cited code 
sections and earlier court deci- 
sions to support his ruling. 
* > 


N.Y. Legislators 
Slate Hearings 
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RT G-cuaranteed usep cars 


SMASH ALL SALES RECORDS! 


From coast to coast, RTC-franchised _ direct result of intensive sales pro- 
auto dealers report an ever-increas- motion. Consistent RTC advertising 
ing demand for RTC-guaranteed on a local level featuring RTC’s 
used cars. This demand grows  iron-clad, written, one year guaran- 


every day as the buying public tee is producing big profits for RTC 
dealers throughout the country. 


ae 


” 


he, 


becomes more and more aware of 


the aprantage of the Registered- Your customers will be looking 
Tested Cars’ guarantee. The results for the RTC seal displayed on 


for RTC dealers — faster used car your used cars. Be sure you can 

turnover at top prices with fewer offer them RTC’s complete cover- 

return-for-service headaches. age for parts and labor costs on 

major mechanical defects . . . valid 

The fast-growing demand for throughout the U.S.A. without 
RTC-guaranteed used cars is the mileage restrictions. 


Write today for full information. 


_— 
os Me 


RTC PLAN BACKED BY A NATIONALLY 
KNOWN INSURANCE COMPANY 


MAIL COUPON TODAY! 
FULL 1 YEAR 


GUARANTEE 


Registered-Tested Cars, Inc. 
122 Brightén Avenue, East Orange, New Jersey 


Gentlemen: 


Without obligation, kindly forward full details about the 
low cost RTC Auto Dealer Franchise Plan. 


The Nationwide Auto Warranty Service 
: HOME OFFICE: 
122 BRIGHTON AVE., EAST ORANGE, N. J. 
PHONE ORANGE 2-4000 


City & State 


RREGISTERED-TESTED CARS, INC. 


On Credit, Sales 


ALBANY.—A legislative commit- 
tee will hold hearings in September 
to study further tightening of laws 
governing installment sales, bait 
advertising and other forms of 
consumer protection. 


Gov. Averell Harriman has called 
a statewide conference for Oct. 2 
on measures to curb phony bar- 
gains and fraudulent selling and 
consumer credit practices. 


Senator Walter Van Wigeren, 
Herkimer Republican and chair- 
man of the Joint Legislative Com- 
mittee on Commerce and Economic 
Development, said the first hearing 
will be held the week of Sept. 15 
in New York City. 

He said the hearings will include 
a review of the insurance aspects 
of the Motor Vehicle Retail Install- 
ment Sales Act. 

Also considered will be any 
needed changes in the laws govern- 
ing personal property as security 
for loans and credit, including a 
study of the default, repossessidn 
and resale provisions of laws on 
chattel mortgages and conditional 
sales. 


Volkswagen Aims 
For 2,000 Units 
A Day by Fall 


LONDON. — Volkswagen, cur- 
rently producing 1,900 cars a day, 
expects to turn out 2,000 daily by 
fall, according to the Financial 
Times here. 

“This state-controlled company is 
selling about 20,000 cars a month 
outside Germany,” the paper said. 
“The management admits that the 
rate of increase in imports to some 
countries, notably the U. S., has 
slowed during the last few weeks. 

“They claim, however, this is due 
to the fact that demand constantly 
outstrips the rising production.” 


Seat Belt Study Started 
By Tenn. Safety Group 


NASHVILLE. — (UTPS) — The 
Tennessee State Safety Department 
has launched a study to determine 
the effectiveness of auto seat belts. 

The study will cover about 500 
fatal crashes in 1956 and 1957, seek- 
ing to determine if belts were used, 
if passengers were ejected and 
what seats the passengers occupied. 
When the study is completed this 
summer, the results will be for- 
warded to the Cornell University 
Medical School. 
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What sort of 
people walk 


PARK AVENUE? 





(il) Studeb 
Whee pride of Worbmanship comes first! 








All types of people visit the Park Avenue Studebaker-Packard show- 
room in New York. And each is able to see and test drive a car that fits his 
purpose... what’s more he finds it’s an automobile that also fits his pref- 
erence and his purse. 

Today, Studebaker-Packard Dealers are experiencing a new era... 
an era in which they are able to offer the most complete line of business 
and pleasure vehicles in America. This is the line that includes America’s 
lowest-priced full-sized cars, the Scotsman series; and the world’s most 
famous sports cars, the Mercedes SL-300; plus some 30 other passenger 
models. In trucks the choice is as broad ... from ¥2-ton pick-ups and heavy 
duty haulers, to versatile four-wheel drives. 


Yes, the combined Studebaker-Packard and Mercedes-Benz line is tailor- 
made to the American public’s requirements. And it comes to you with 
sound business policies that are tailor-made to your requirements . . . 
policies that allow you to build soundly and realistically with a profit on 
every sale. There is always room for agressive new dealers on the 
Studebaker-Packard team. Investigate this new era of opportunity today. 
Call or Write to Dealer Development Dept., Studebaker-Packard Corpora- 
tion, 635 South Main Street, South Bend 27, Indiana. 


aker-Packard AQ 


CORPORATION 
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On the Financial Front 


Net sales of Federal-Mogul-Bower 
Bearings, Inc., for the first six 
months of 1957 were $57,271,000, as 
compared with $50,417,000 in the 
corresponding period of 1956. 

Net earnings in the first six 
months of this year totalled $5,145,- 
000. This was equivalent to $2.11 
per share. In the corresponding 
period of 1956, net earnings were 
$4,814,000, or $1.98 per share. 

: + * 


Four Wheel Drive 


Four Wheel Drive Auto Co.’s net 
profit for the three months ending 
June 30 was $183,367, or 61 cents 
per share, an increase over the 
$173,637, or 58 cents per share, net 
profit of the comparable 1956 per- 
iod. Sales were $5,271,659 for the 
three-month period of 1957, com- 
pared with $6,121,359 for the same 


quarter of — 
> 


Mine Seal 


Sharon Steel Corp. reports net 
sales and revenues during the sec- 
ond quarter of $37,829,217, com- 
pared with net sales and revenues 
of $50,531,426 in the second quarter 
of 1956. Earnings were $1,137,381 or 
$1.03 per share during the 1957 
second quarter, compared with $2,- 
067,761 or $1.88 per share in the 
same quarter in 1956. 

> + > 
Auto-Lite Earnings, Sales 
Show Big Gain for Half 

Electric Auto-Lite Co. reported 
that earnings for the first half 
~& 1957 zoomed 165 percent over 

the corresponding period of 1956 
and, sales showed an increase of 

29 percent. 

Sales for the 1957 period were 
$151,352,214, compared with $117,- 
972,029 a year ago. Earnings were 
$6,410,442, up from $2,421,306. 


+ > > 
National Malleable 
National Malleable and Steel 
Castings Co., Cleveland, reports that 
earnings for the first half of 1957 
Were $1,871,090, or $3.33 a share, 
compared with $2,014,772 or $3.59 a 
share in the first half of 1956. Sec- 
ond quarter earnings rose sharply 
to $2.01 a share from $1.32 a share 
im the first quarter and $1.89 a 
share in the 1956 second quarter. 
> > 


Towmotor Reports Dip 
In First-Half Earnings 


“gmounted to $1,017,734, compared 


“with $1,329,378 in the 1956 period. 


Sales in the 1957 half amounted 
to $15,283,728, compared with $35,- 


190,648 in the entire year of 1956. 
, * « 


Inland Steel 
Capacity operations in the sec- 
ond quarter enabled Inland Steel 
to report record earnings for the 
quarter and first half. Joseph L. 
Block, president, reports net in- 


Ford Payroll, 
Employment Set 
Halftime Records 


DEARBORN.—Ford Motor Co.’s 
yroll and employment during the 
six months of 1957 were the 
“highest for any half-year period in 
the company’s 54-year history, ac- 
cording to John S. Bugas, indus- 


* trial relations vice-president. 


An average of 194,672 Ford hourly 
and salaried employes across the 
U. S. earned $599,685,328 during the 
first six months of this year, Bugas 
said. The previous half-year payroll 
record, set in the second half of 
1956, was $588,225,159. The previous 
half-year employment record was 
186,105, set in the second half of 


Bugas said that in the first half 
of 1957,/the average Ford hourly 
employe in the U. S. worked 41.4 
hours and earned $105.30 per week. 

In the Detroit area, earnings by 
an average force of 104,210 Ford 


hourly and salaried employes to- 


| 
| 


_ talled a first-half record $332,492,- 
. The previous record was $313,- 
(525 in 1955. For the first six 
iths of 1957, Detroit-area Ford 
tees averaged $107.02 
a 41.3-hour work week. 


“ie 





come for the second quarter was 
$15,150,752, or $2.68 a share. This 
was an increase from $14,613,704, 
or $2.59 a share, in the record first 
quarter and compared with the 
previous best second quarter earn- 
ings of $14,944,982, or $2.70 a share, 
in 1956. 


* * + 


Clevite 


Clevite Corp., first half, 1957 vs. 
1956: Sales, $39,684,682 and $36,528,- 
043; earnings, $2,798,557 and $1,556,- 
087. 


General Contract Profit 
Drops to $1,675,483 


General Contract Corp. reported|cent gain over the $35,495,380 re-| Net income for the first three 


SYNCHRO-MASTER 


— newest achievement in Dana Creative Engineering 


12” shorter, 200 pounds lighter than any other multiple-speed trans- 
mission of comparable capacity; and with sufficient low gear reduction 
and spread to handle various road conditions without need for auxil- 


that net earnings in the first half 
of 1957 were $1,675,483, compared 
with $1,949,706 in the like period of 
1956. 

Total consumer credit volume 
was $55,893,648 in the 1957 half, 
compared with $55,435,947 in 1956. 


+ * * 
Commercial Solvents 
Commercial Solvents Corp., first- 
half report, 1957 vs, 1956: Sales 
$29,367,290 and $29,276,834; earnings, 
$1,231,407 and $1,672,130. Second- 
quarter report, 1957 vs. 1956: Sales, 
$14,814,345 and $15,272,721; earnings, 
$528,664 and $711,670. 
* = = 


Black & Decker Reports 


Gains in Sales and Profits 


Total sales for the first nine 
months of the current fiscal year, 


ended June 30, for Black & Decker |°°Tded for the comparable period 








An auto with legs invented by 
A. Brunton in 1815 (England). 





Mfg. Co. were $39,263,881, a 10 per-|°f the previous year. 


The New Spicer 


TWELVE 


iary transmission or two-speed axle! 


Ask Dana engineers to help you adapt this revolutionary new Spicer Transmission to 
your heavy-duty truck requirements, for new standards of economy and performance. 


DANA CORPORATION 


This is a new concept of excellence in mechanical engineering 
design and manufacture. This is a new concept of efficiency 
in power transmission for heavy-duty vehicles. This is the 


revolutionary new Spicer Synchro-Master 12-Speed Trans- 


mission with these outstanding features: 


Blocker-type synchronizers in all speeds, forward and 
reverse. All six low range ratios available in reverse. 
Forced feed lubrication. Screen for filtering oil. Standard 
six-bolt S.A. E. power take-off apertures on each side. 
Equally spaced steps between ratios. Replaceable bearing 


retainer inserts in all case bores. Tower or 
remote control types. 


DANA PRODUCTS Serve Many Fieids 


AUTOMOTIVE: Transmissions, Universal |Joints, Propeller Snafts, Axies, Powr-Lok Differentiais, 
Torque Converters, Gear Boxes, Power Take-Offs, Power Take-Off Joints, Ciutches, 


Frames, Forgings, Stampings. 


INDUSTRIAL VEHICLES AND EQUIPMENT: Transmissions, Universal Joints, Propelier Shafts. Axies, 


Geer Boxes, Clutches, Forgings, Starmmpings. 
AVIATION: Universal Joints, Propelier Shafts, Axies, Gears, Forgings, Stampings. 


RAILROAD: Transmissions, Universa!l Joints, Propelier Shafts, Generator Drives, Raii Car Drives, 


Pressed Stee! Parts, Traction Motor Drives, Forgings, Stampings. 


AGRICULTURE: Universal Joints, Propeller Snafts, Axies, Power Take-Offs, Power Take-Off 


Joints, Clutches, Forgings, Stampings. 


MARINE: Universal Joints, Propeller Shafts, Gear Boxes, Forgings, Stampings. 


Many of these products manufactured in Canada by Hayes Stee/ Products Ltd., Merritton, Ontario 


© Toledoi, Ohio 





quarters of this year was $3,927,382, 
a 13.8 percent increase over the 
$3,452,568 of the similar period of 
last year. In addition, the company 
had a nonrecurring gain of $205,965 
on the sale of property. 
* + + 
Flintkote 
Flintkote Co. and _ subsidiaries, 
first half, 1957 vs. 1956: Sales, a 
record $53,830,403 and $50,372,692; 
earnings, $2,528,059 and $2,155,610. 
+ a 7 


Houdaille Profit, Sales 
Rise in Quarter and Half 

Increases in net profit and net 
sales for both the second quarter 
and first half of 1957 have been 
reported by Houdaille Industries 
Inc. 

Second quarter sales were $21,- 
647,000, compared with $19,951,000 
last year. For the half-year, sales 

(Continued on Page 29, Col. 3) 
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totalled $99,467,228, compared with 
$96,154,828 in 1956. Earnings reached 
$5,426,912, compared with $4,825,770 


On the Financial Front in the corresponding period last 


year. 

7 + + 

Air Reduction 
climbed from $36,558,000 to $41,-| Knowlson, chairman, and Bennett woo nee <a ine, SaetSaee 
port, 1957 vs. 1956: Sales, $93,058,- 
569,000. Profit for the quarter was| Archambault, president. 632 and $82,878,248; earnings. $8,- 
$1,368,000 against $777,000 in 1956. The corporation’s consolidated | 219,051 and $7,905,733. Second quar- 
The first half profit was $1,769,000,| met sales for the six months ended | ter 1957 vs. 1956: Sales, $46,815,125 
compared with $1,286,000 for last| Jume 30, 1957 totalled $60,903,908, | and $43,042,933; earnings, $3,885,106 
which represents a peace time | and $4,062,846. 
ae a record and an increase of 5 per- — 


cent over the $57,830,083 in th 
Stewart-Warner Profit first half of 1956, = ° |Sealed Power Sales Up, 


Reaches 28-Year Peak — = = Profit Down in First Half 
- Net income of Stewart-Warner | Revenues, Earnings Hit Peak Sealed Power Corp. yeperted © 
a le eT tee ae » | Corp. for the first six months of |For American Brake Shoe ra te oe ‘frst half of 1961. 
40 Years of Owning Nash C 1957 was $3,373,809, up 6 percent | American Brake Shoe Co. re-| Net sales amounted to $11,356,- 
s ning Nas ors— over the comparable period of | ported that first-half revenues and| 000 for the first half of this year, 
Dr. Frederick G. Rollins, right, Wollaston, Mass., who has owned Nash cars for 40| 1956 and higher than for any | earnings set company records for] compared with $11,268,000 last 
years, takes delivery of his newest one from Gene Brown, Gene Brown Motors, Newion| Similar period during the past 28 | a six-month period. year. Profit this year was $672,000, 
Center, Mass. Mrs. Rollins is in the car. years, according to James S. First-half revenues this year| down from $690,000 for the first 

half of last year. 


+ * * 


Associated Spring 
Associated Spring Corp., first- 
half report, 1957 vs. 1956: Sales, 
$25,191,356 and $27,415,314; earnings, 
$1,333,548 and $1,692,100. 


. * * 


(Continued from Page 28) 


year. 


Twin Coach 


Twin Coach Co., Kent, O., first- 
half report, 1957 vs. 1956: Profit, 
$472,866 and $86,267; Sales, $13,467,- 
000 and $12,374,262. 


* * 


Westinghouse Electric 


Westinghouse Electric Corp, 
Pittsburgh, first half report, 1957 
vs. 1956: Profit of $30,615,000 vs. 
loss of $11,713,000; sales, $982,939,- 
000 and $606,097,000. (Strikes af- 
fected 1956 figures.) 


Salesmen’s Pay 
Rises 4% in 
Yearly Survey 


NEW YORK.—Field salesmen in 
manufacturing companies earned 
4.3 percent more last year, on the 
average, than they earned the year 
before, the Amrican Managment 
Assn. reports in its second annual 
survey of sales compensation. 


More than four-fifths of the sales- 
men included in the survey earn 
between $5,000 and $15,000 a year. 

The study analyzes the compen- 
Sation paid to nearly 26,000 sales- 
men and more than 6,000 other 
sales personnel in 210 American and 
Canadian companies between the 
spring of 1956 and the spring of 
1957. 

Seventy-two percent of the firms 
surveyed pay their salesmen 
bonuses and commissions. These in- 
centive payments range from 10 
percent to 100 percent of total com- 
pensation, depending on the type of 
plan and the industry. 

Salesmen who receive bonuses 
and commissions are paid lower 
salaries than are salesmen on 
salary alone, but they come out 
better in terms of total compen- 
sation, the study shows. 


A combination of salary and 
bonus is the most popular method 
of paying salesmen among the 
companies included in the survey. 
It is used by 46.4 percent of. the 
companies. 

Salesmen are on much the same 
basis as other employes so far as 
pension and group insurance plans 
are concerned. All the companies 
participating in the survey have 
group life insurance and group 
hospitalization coverage for sales- 
men, and more than 90 percent in- 
clude salesmen in their pension 
plans. 

Most of the companies pay all 
“reasonable” expenses of their 
salesmen while they are on the 
road. 


Goodrich Buys Land 


For New Orleans Office 


NEW ORLEANS.—B. F. Good- 
rich Co. has purchased 125,000 
square feet of land on Jefferson 
Highway here for a distribution 
center. 

The building, to cost approxi- 
mately $400,000, soon will be under 
construction. The center with 55,000 
square feet of floor space will house 
company offices, warehouse facili- 
ties, and a tire recapping plant. 










Across the Nation... 


Earl Hayes Chevrolet Co. has 
added cars of the English Rootes 
Group and the Triumph TR3 sports 
car in Oak Cliff, Tex., a suburb of 
Dallas, according to W. J. Helm, 
executive vice-president. 

> * > 


Edwards Buys Morris 


Francis H. Edwards, general 
manager since 1952 of Morris Buick 
Co. 601 Spring St., Shreveport, La., 
has purchased the firm and is oper- 
ating it as Francis Edwards Buick, 
Inc. Edwards’ father-in-law Allen 
D. Morris, owned the business 28 
years before selling to his son-in- 
law. 

> = = 
Mason Quits 
C. H. Mason, president of the 
Mt. Vernon Motors (Plymouth- 
Chrysler), has announced that his 
firm will cease operations in 
Alexandria, Va., Aug. 24. He said 
the buildings, facilities and equip- 


Edsel Dealers Organize— 


Three directors and the attorney of the Detroit district Edsel Dealer Advertising 
Assn., hold their first meeting at which the group's bylaws were approved. From left 
are William T. Wilson, Wilson Edsel Co., Detroit, former Oldsmobile dealer; Peter 
Gavriloff Motors, Inc., Flint, former Chrysler-Plymouth-imperial dealer; Ernest North, 
North Edsel Sales, inc., long-time Lincoln Park (Mich.) Ford dealer, and Ralph Barbier, 
counsel for the association. 
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Auto Dealer Changes 






ment at 1930 Diagonal Rd., have 
been leased to a newly-organized 
firm, to be known as Mt. Vernon 
Motors, Inc., which will be the 
dealer in Alexandria for the new 
Edsel automobile. 


> * * 


3rd Outlet Opens 


Moore-Turner Chevrolet Co. has 
opened its third location at Market 
St. and Federal Rd., Houston. Ray 
Turner is manager. 


* * * 


Dodge for Seay-Thuma 
Seay-Thuma Motors, 1619 Central, 
Middletown, O., has been awarded 
a Dodge franchise. Frank Seay is 
general manager of the dealership. 
+ 


Form Ford Dealership 


Formation of Armstrong-John- 
son, Inc., new Austin (Tex.) Ford 
dealership, is announced. Partners 
in the enterprise are Bob Arm- 





What tire’s guarantee helps pull in Fat-Profit Sales? 





rs 


Answer: ARMSTRONG “SAFETY DISC” TIRES with the “Ounce of Prevention” feature customers can see! 


‘LONGEST, STRONGEST GUARANTEE 


IN THE TIRE INDUSTRY- 





Why sell tires that are “just tires’? Why com- 
pete on a price basis — that squeezes profits? 
Instead, sell Armstrongs. See why they make 
full-profit sales fast and easy: 


Part of the selling punch that 
only Armstrong Tires give you! 


2. SAFETY DISCS GIVE YOU AN ‘EXCLUSIVE’ 

Customers can see that Armstrong Tires offer 
them something special — patented, exclusive 
Safety Discs. In 10 seconds, a salesman can make 


the famous “‘fist’’ demonstration — show why 


Compare Armstrong’s unconditional road hazard 
Lifetime Guarantee with any other! It’s the 
“clincher” that makes customers say, “Put them 
on!’’ Get the Armstrong story. Start making 


tires.can. 


Armstrongs grip the road to stop skids as no other 


3. ADVERTISING BUILDS INTEREST 
In LIFE, POST .. . on TELEVISION, big-time 
Armstrong advertising makes the “fist’? demon- 


money from tires! stration to millions — makes your selling easy. 
THE ARMSTRONG RUBBER CO.  Wertiioven, conn. 


strong, formerly with the Swear- 
ingen-Armstrong Ford dealership, 
and Lief Johnson, who was for- 
merly associated with the Ben 
Griffin dealership in Dallas. 

aa a7 > 


Mercedes to Sheppard 

Sheppard’s Service, Cincinnati, 

has been appointed by Stude- 

baker-Packard Corp. to handle 

Mercedes-Benz. Headed by Joseph 

E. Sheppard, the Cincinnati dealer 

has been selling Studebaker and 
Packard products. 
= * 


= 
Welling’s Exclusive 
Louis Welling Motors, North 
Little Rock, Ark., will give up its 
DeSoto franchise and -restrict its 
new-car sales efforts to the Plym- 
outh line. The changes leave Sid 
Haydon, Inc., as the owner of the 
only DeSoto franchise in Little 
Rock or North Little Rock. 
= = = 


Bricker Drops Studebaker, 


Takes on Mercury Deal 


David J. Bricker, formerly the 
Hollywood (Calif.) Studebaker 
dealer, will handle Mercury at 
his present location, David J. 
Bricker, Inc., 6140 Hollywood 
Bivd. 

Bricker is a veteran of 30 years 
in the automobile business, the 
last 20 years in Hollywood. Wil- 
liam Heimberger, who has been 
associated with Bricker for the 
past 20 years, will continue to 
serve as vice-president and serv- 
ice manager in the new Mercury 
dealership. 


284 NOW LISTED ... 


65 More Dealers 
Are Appointed for 
New Edsel Line 


Edsel division last week named 
65 additional dealers for its cars 
which will be on the market in less 
than a month. 

The new names bring the num- 
ber of dealers so far revealed to 284. 

Latest named dealers are: 

ARKANSAS 

Dutch O’Neal Edsel Sales, Inc., 
Little Rock, D. H. O'Neal, presi- 
dent, Jack Ross, general manager; 
Meredith Motor Co., Hot Springs, 
David and Velma Meredith, part- 
ners. 





CALIFORNIA 

Tupman Edsel Sales, Los Angeles, 
T. G. Tupman; West Coast Motors, 
Glendale, Hy and Sanford Moss; 
G. & B. Edsel Sales, Burbank, Dave 
Grubbs, president, Carl E. Bucky, 
general manager, (Grubbs owns 
Ford dealership). 


COLORADO 
Patton Bros. Motor Sales, Cortez, 
Ernest E. and James H. Patton, 
partners. 
FLORIDA 
Platt Motors, Inc., Jacksonville, 
Harry T. Platt jr.; Barkley Motors, 
Inc., Gainesville, William V. Bark- 
ley; E. O. Clifton Motors, Inc., Mi- 
ami, E. O. Clifton, president, J. 
Carlton Nash, general manager. 
IOWA 
Burlington Motor Sales Co. Bur- 
lington, W. S. Niehaus. 


HAWAII 
King Edsel, Honolulu, Allan Led- 


ford. 
KENTUCKY 

Keith Tomblin, Inc., Pikeville, 
Jess W. Tomblin, president, Carroll 
A. Jackson, general manager; Bry- 
ant-Edsel, Inc., Ashland, Bruce 
Stapleton jr., president, Leslie E. 
Bryant, vice-president; Richardson 
Motor Co., Inc. Middlesboro, W. 
Glenn Richardson, president, Ralph 
T. Richardson, general manager, 
(will continue as Mercury dealer). 

Harlow Motor Co., Whitesburg, 
Clarence K. Harlow (also a Ford 
dealer); Music-Colvin Motor Co., 
Inc., Prestonburg, E. C. Music, 
president, B. J. Colvin, secretary- 
treasurer; Wyrick Brothers, Corbin, 
Les and Ronald G. Wyrick. 

LOUISIANA 

Dick Wilson Edsel Motors, Inc., 
Alexandria, Richard P. Wilson; 
Guerin Motors, Inc., Hammond, T. 
Harold Guerin. 


MARYLAND 
DeBonis Motors, Havre, de Grace, 
James H. DeBonis. 
MICHIGAN 

Race Motor Sales, Inc., Ferndale, 
Hazen Race, president, Theodore 
Race, general manager, (former 
Chrysler-Plymouth dealership); 
City Sales and Service, Inc., Stur- 

(Continued on Page 31, Col. 1) 
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(Continued from Page 30) 


Bremerton, Chuck Haselwood; 
Kenney-Dunn Edsel, Inc., Seattle, 
Joseph M. Dunn, president, Francis 
J. Kenney, secretary-treasurer. ens 
WEST VIRGINIA 

Reed-Stump Motors, Inc., Prince- 
ton, Harvey B. Reed, president, 
Richard L. Stump, secretary-treas- 
urer; Dils Edsel Sales, Inc., Park- 
ersburg, Sherman Dils jr., presi- 
dent, Howard F. Nestor, general * * @¢ 


gis, Richard H. Dyball and Bruce 
W. Vernon. 
MINNESOTA 
Tomlinson Motor Co., Morris, J. 
Robert Tomlinson, general man- 
ager, (will continue as Ford-Mer- 
cury dealer). 
MISSISSIPPI 
Alexander Edsel Sales, Inc., 
Jackson, Paul G. Alexander; Harris, 
Shappley & Temple Edsel Sales, 
Tupelo, W. T. Harris sr. E. F. 
Temple jr. and Fred L. Shappley. 
MISSOURI 
Wellington Motors, Inc. Jeffer- 
son City, J. I. Wellington. 
NEW YORK 
Townley Motors, Inc., Ithaca, 
Lawrence W. Townley; Milroy 
Edsel Sales, Inc., Catskill, Roy 
Zwieckel; Leon Shapiro Motor 
Sales, Oswego, Leon Shapiro, presi- 
dent, Otto L. Kraft, general man- 































ager. 

Kelley-Steffan Motors, Inc., Ham- 
burg, Walter W. Kelley, president, 
Raymond G. Steffan, vice-president; 
John Rathke and Sons, Inc., Lock- 
port, Wilbert Rathke, president; 
LaVigne Auto Sales, Plattsburg, 
Kenneth J. LaVigne; Barstow 
Motors, Inc., Potsdam, Roy C. Bar- 
stow. 


NORTH CAROLINA 
Purvis Motors, Inc., Fayetteville, 
George Purvis, president, John D. 
McFayden, general manager. 
NORTH DAKOTA 
Stoudt Edsel sales, Jamestown, 
Dick Stoudt, (will continue as Ford- 
Mercury dealer). 


J. and F. Edsel Sales Inc., Mid- 
dietown, James J. Guyler; Holly's 
Auto Sales, Piqua, Forrest L. Holly; 
Hogle Edsel Sales, Kent, James E. 
Hogle. 

Philips Lincoln-Mercury-Edsel, 

Wilmington, Bryan Philips, 
president, J. V. Fallanca, general 
manager; DeMarsh Edsel Sales, 
Inc,. Canton, Joseph J. DeMarsh, 
president, Tex Norris, manager, 
(DeMarsh will continue as a Ford 
dealer); Jule Hilgeford Edsel Sales, 
Troy, J. J. Hilgeford, (former 
Chrysler-Plymouth dealer in Fair- 
born). 

Gary Edsel Sales, Inc. Lorain, 
Frank Gary, president, Simon Gary, 

general manager, (former Hudson 
Sheschies: Thomas and Neill, Inc., 
Alliance, Henry W. Thomas and 
Russel] E. Neill; Warren Suhurban 
Motors, Inc., Warren, William R. 
Pintaric. 

Lake Edsel Sales, Inc., Paines- 
ville, Frank M. Stanton, president, 
Glenn H. Becker, general manager, 
(Stanton will continue to operate 
three Ford delerships in Northern 
Ohio); Earl J. Lance, Elyria, Earl 
J. Lance; Kiefer Sales and Service, 
Wooster, Donald E. Kiefer. 

PENNSYLVANIA 

Lackawanna Automobile Co., Inc., 
Scranton, Edward K. Conrad; Sny- 
der Edsel Motors, Inc., Latrobe, 
C. H. Snyder; Auto Sales and Serv- 
ice, Inc. Beaver Falls, William J. 
Thomas, (former used-car dealer); 
R. L. Smith Edsel Sales, Inc., Sun- 
bury. (former Packard dealership). 

SOUTH DAKOTA 

Harris Ford Center, Hot Springs, 
R. G. Harris, (will continue as 
Ford-Mercury dealers); Bitterman 
Edsel Sales, Yankton, Chris Bitter- 
man, (will continue as Ford tractor 
dealer in Yankton and Ford car 
dealer in Scoutland). 

TENNESSEE 

Tom Wade Edsel Sales Co., Union 
City, Tom W. Wade; McAfee Motor 
Co., Inc., Dyersburg, James E. Mc- 
Afee. 


TEXAS 
Swearingen Bros., Inc., Austin, W. 
A. and J. S. Swearingen and War- 
wick F. Fields, partners; Red Mc- 
Combs, Inc., Corpus Christi, B. J. 


McCombs. 
Bill Moyer Co., McAllen, W. D. 


dealership); Earnhardt Edsel Sales, 
Inc., Huntington, B. W. Earnhardt, 
(will continue as Lincoln-Mercury oe Me Bn —~ ge at ae 
desler in Huntington and Ashland, | 2° vie Ghevrola, Inc.” "| with his mother Blanche J, Stlek- 


+ Sus ney, will expand its facilities with 
Moore Brothers Buy the acquisition of an 

Hewitt Chevrolet, Ottawa, Kans., 
has been sold to Lester and David ai anes Ss. “ha has added Inter- 
Moore, formerly of Wellsville, Kans. | national. by 
The Moore brothers, who have lived| Harold D. ‘Backney” in partnership 
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in this area most of their lives, 
have recently been the Chevrolet 
dealers in Clinton, Mo. They have 
sold the Clinton business. Name of 
the firm in Ottawa has been 
changed to Moore Chevrolet. 


Bud Atwood has purchased the 
interest of his partner, Charles 
Kuehn, in the Atwood-Kuehn 
Ford agency at Spring My 
Minn. The firm name has 
changed to Atwood Motor x 


Buys Out Partner 
Dave Ainsworth has purchased 
the interest of his former part- 
ner, Kenneth Hamm, in Lakes 
Motors 


(will continue Ford Schaible Chevrolet 


Al Schaible has taken over the 


Schaible Chevrolet, Inc. 
* + > 


Stickney Adds International 


buildi 
Stickney Motor Sales (Willys), - 


operated 
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Bonneville Flats, Utah, where 
speed records are often made, is | w. 
96 percent salt. 





Can Socony Mobil analyze my 
gp \\, layout and help me set up a more 
— service department ? 


31 
Capital Chrysler-Plymouth, Inc., 
T Fila., has been awarded 
a franchise as the only Plymouth 


exclusive in Northwest Florida, 
* * s 


Porter Cadillac Moves 
Porter Cadillac Co. (formerly 
Marold Motor Co) has 
for business in its new location 
at Tenth and Joplin Sts., Joplin, 
Mo. 
= * aa 


Langley Opens Dealership 
Bob Langley, Inc., newest Willys 
dealer in Jacksonville, Fla, has 
opened for business. Bob Langley 
ir. is president and general man- 
ager, 
= * * 


Kelley Sells to Simonds 


Les Kelley, Los Angeles Ford 
7. has sold his dealership to 
Simonds. Kelley will con- 
neta in the used-car business. 

* > * 


Hilsman-Culpepper Set 
Hilsman-Culpepper, Inc., has 
been named Chrysler and ee 
oo in Albany, Ga. Tom Hils- 
be sales and 


will manager 
Plymouth Guieaiee teen Roland Culpepper, head of the 
Capital Plymouth, Inc., formerly | service department. 
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Socony Mobil can help boost your 
service absorption in many important ways! 


How much of your overhead does your service department pay for? 
Socony Mobil can help you increase that amount. Here’s how: 

We can advise you how to set up and operate an efficient lubrica- 
tion department. Sometimes a simple change can speed up job turn- 
over . . . increase volume. 

We’re ready to give you the benefit of years of merchandising ex- 
perience . . . suggest sales tips . . . give you vital retailing information 
that can change labor and parts sales figures from red to black. 

And, of course, there’s our lubrication training program. We'll in- 
struct your men on the most up-to-date equipment . . . show them 
proper lubrication techniques on the make of car you sell. 


Mobil means business ...more business for you! 


Leader in lubrication for 91 years 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 


Here's why it’s good business 
to do business with Socony Mobil 


@ You get America’s top sellers . . . Mobilgas, 
Mobiloil, Mobiloil Special! 


@ You get the help of experienced men to 
help you boost service absorption. 


* Vemahaten ine tte tn gee 
personnel 

e@ You get the benefit of merchandising and 
lubrication knowledge unsurpassed i 
petroleum industry. 








ee ee 


ee i LS sa a nesmnaieapieesibannadl 





No. 43 OF A SERIES 


FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 


A weekly roundup of news and 
views for our dealers—and 
one more reason why it’s 
great for you to be a dealer in 
the Ford Family of Fine Cars 


TOP: Outdoor living becomes as con- 
venient as the wagons in this “Design for 
Station Wagon Living” show. Boat in 
foreground folds up be easy transport. 


LEFT BOTTOM: One of the attractions 
of the show is a continuous demonstra- 
tion of the practical camping and recrea- 
tional gear specially designed for use with 
Ford and Mercury wagons. This efficient 
kitchen unit, for instance, slides out 
over the tailgate when in use. 


RIGHT BOTTOM: A portion of the 
“Design for Station Wi on Living” 
exhibit as it was set up at the Northland 
Shopping Center near Detroit. Beside the 
Ford Ranch Wagon is a small pop-up tent. 
Behind it is a large para-wing shelter. And 
on the roof of the wagon is a canvas cov- 
ered luggage carrier. 


TT eee 





The compact “Design for Station Wagon 
Living” show tours in these huge vans 
which carry the station wagons as well 
‘ as all the camping and recreational gear. 


“DESIGN FOR STATION WAGON LIVING” 
TOUR SCHEDULE 


June 26—July 6—Detroit, Mich.: Northland Shopping Center 
July 10—July 20—Chicago, Ill.: Old Orchard Shopping Center 
July 24—Aug. 3—Milwaukee, Wis.: Capital Court 


Aug. 7—Aug. 17—Cleveland, 0.: Southiand Shopping Center 
and Eastgate Plaza 


Aug. 21—Aug. 31—Pittsburgh, Pa.: North Hills Shopping Center 
Sept. 4—Sept. 14—Yonkers, N.Y.: Cross Country Shopping Center 
/ Sept. 18—Sept. 28—Levittown, Pa.: Levittown Shopping Center 
Followed by stops in New England and the Southeast. 
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“Station Wagon 
Living” 


First a book—and 
now a traveling show 


Combining some of the best ideas and equipment shown in 
our successful, new book, “The Ford Treasury of Station 
Wagon Living,” we’ve put together a new and different travel- 


ing show called “Design for Station Wagon Living.” 


This unique exhibit features three Ford and two Mercury 
station wagons and hundreds of the fascinating camping and 


recreational aids shown in the book.* 


Showings are scheduled where excellent station wagon pros- 
pects are located—at the country’s newest and most exciting 
shopping centers—those concentrations of smart stores in the 


suburban areas outside our largest cities. 


— Based on the enthusiastic attendance at Detroit and Chicago, 


we estimate that more than a million people will have seen 


ad 7 

= 
—_— = ! : ee 
- ~~ - OT ee tour. Even more important—dealers tell us that this show is 


“Design for Station Wagon Living” by the end of this year’s 


Nie sa oe 


i i creating new station wagon prospects, increasing showroom 


traffic and helping to make sales. 


Another reason why it’s great to be a dealer in the Ford Family 


of Fine Cars. 


*The first printing of 85,000 is sold out 
and a second printing is now off the press. 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD ¢ THUNDERBIRD ¢ MERCURY ¢ LINCOLN ¢ CONTINENTAL 
FORD TRUCKS ¢ TRACTORS e FARM IMPLEMENTS 
INDUSTRIAL ENGINES 


COMING SOON THE NEW EDSEL 
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Used-Car Notes 


SAVANNAH, Ga.—Carl Harman 
has been elected president of the 
Savannah Independent Automobile 
Dealers Assn. 

Other officers are: John Hood, 
first vice-president; Pete Bunch, 
second vice-president; Lee Knight, 
secretary, and Bill Horne, treasurer. 
Directors named were: J. E. In- 
glesby, chairman, Charlie Cohen, 
Marion Davis, Bill Carter and Pete 
Hudson. a3 

+ 


Former Atlanta Dealer 


Opens Lot in Florida 

DAYTONA BEACH, Fla.—A 
former Atlanta automobile dealer, 
M. E. Davis, is president of the 
recently opened Brick Davis 
Motors, Inc., used-car lot at 630 
Ballough Road. 

Davis moved here last September 
after operating his own automobile 


business in Atlanta for 20 years. 
. > aa 


Hopkins Adds Lot 
BECKLEY, W. Va.—Bill H. Hop- 
kins, president of Hopkins Motors, 
has opened a used-car lot on Valley 
Dr. here. W. E. West is manager of 
the lot. 
> > * 


Platto Auto Opens 
ALEXANDRIA, Minn.—Platto 
Auto Co. has been opened at 507 
E. Third Ave. here by Bill Piatto. 
aa > 


Wash. Unit Offers 
Life Insurance 


and their employes has been 
adopted by the Washington State 
Independent Automobile Dealers 
Assn. 


The majority of the premiums 


(D. C.) meeting of the 
National Independent Automobile 
Dealers Assn. Everett is state 
director for NIADA. 


Charlotte Independents 
Name Edwards President 


officers are Jim Eng- 
lish, vice-president, and Ray E. 
Skidmore, searetnny-toensuver. 


New Lot pa 
OLYMPIA, Wash. — Fleming- 
Harvey Motors has opened up a 


Program was the main topic of dis- 
cussion at a two-day meeting here 
of the Washington Used Car 
Dealers Assn. 


They decided to work . for 
‘closer cooperation among dealers, 

state department of licenses 
and the Washington State Patrol. 


Chicker Appotued 
CLEVELAND.—John Chicker, a 
founder of the Cleveland Independ- 
ent Automobile Dealers Assn. and 


FF 


x 
Van Eissner Opens Lot 
CLEVELAND.—Frank Van Eisz- 
ner, f sales executive here 
Hi and Studebaker and 
recently a Pontiac dealer in Kent, 
o.. has purchased a used-car outlet 
at 12500 Lorain Ave.. The firm is 
Van Motors, Inc. 


Dealer Rock to Clear 


z 


| Site of Eight Buildings 


BURLINGTON, Vt.—Henry Rock, 
of Burlington Used Car 
and his wife, Ruth have 





purchased eight buildings on the 
southeast corner of Bank and Bat- 
tery sts. here. 

Rock said he planned to tear 
down the buildings, including five 
stores and 30 tenements, and clear 
the land, There was no indication 
of his future plans for development 
of the site. 


= s . 
Edwards, English, Skidmore 
Elected in Charlotte 

CHARLOTTE, N. C.—Walter Ed- 
wards, a used-car dealer, has been 
elected president of the Charlotte 
Independent Automobile Dealers 
Assn. 

Also elected were Jim English, 
vice-president, and Ray Skidmore, 
secretary-treasurer. The retiring 
president is Andy Fopps. 

* > + 


Davis, Howard Open Lot 

AUGUSTA, Ga.— Woody Davis 
and Robbie Howard have held the 
formal opening of their used-car 
lot at 1411 Broad St., Augusta, The 


firm is named Davis & Howard 
Motors Co. Donnie Poppell has 
been named sales manager. 

+ + * 


Auxiliary Lot 
SAN ANTONIO.—El Texan Motor 
Co. is the latest San Antonio new 
car dealership to expand through 
the addition of an auxiliary sales 
lot. It has opened a Dodge-Plym- 
outh sales lot at 1615-17 Broadway 
under the management of Jack 

Young and Harold Jordan, 

* 


= * 
Dowdy Opens Lot 
Beckley, W, Va—Omar Dowdy 
has opened a new used-car lot 
at 601 Valley Drive, which he is 
operating as Valley Motor Sales. 
+ * * 


Austin Opens 4 Lots 
CORPUS CHRISTI, Tex.—Austin 
Motors, formerly an Oldsmobile- 
Cadillac dealership in Alice, Tex., 
has opened four used-car locations 
here. 


Airport Display— 


A scale model of the new Chrysler 
display to be erected at Detroit's Willow 


Run Airport is examined by Clare E. 
Briggs, Chrysler division sales vice-presi- 
dent, and Burton R. Durkee, advertising 
and sales promotion director. The new 
display will be seen by thousands of air 
De eccctitientcetetetericremeoniane 

More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 


Grand Opening for Park 

CHARLESTON, W. Va. — Park 
Used Cars, Inc., "held its grand 
opening at 400 "E. Virginia St. 
Woody Risk igs general manager. 





Dealers Explain 
New Sales Tax 
On Cars in Florida 


JACKSONVILLE, Fla—The 
Jacksonville Auto Dealers Assn. and 
its president, B. N. Nimnicht, have 
moved to clear up what they termed 
“a lot of confusion and misinforma- 
tion” about the new Florida sales 
tax on autos. 

Nimnicht issued a statement and 
the association ran advertisements 
to give customers full information 
on the tax which went into effect 
July 1. 

The tax is not levied on the price 
of the new or used car, they ex- 
plained. It is collected on the differ- 
ence between the full price and the 
amount allowed on the tradein. 

Nimnicht gave this example on 
a car sold for $3,000: 

“If the purchaser were allowed 
$1,500 on his old car, the tax would 
be levied on the $1,500 balance 
owed on the new car. In this case, 
the tax would be $15, or one per- 
cent of the balance. 

“In many cases, the tax can be 
financed along with the car, if the 
purchaser desires.” 





DELCO LINED 
BRAKE SHOES 


Made and assembled to 
— | a eeninaenl 








MASTER CYLINDER 
REPAIR KIT 

All parts needed to put 
master cylinder in ane 
operating condition. 


MORAINE POWER 
BRAKES 


lete units and serv- 
ice kits for General 
Motors vehicies. 


Delco Super 11 brake fluid improved with HTD works 
better and lasts longer under all operating conditions. 
It flows smoothly and easily in the coldest weather. 
Yet, it doesn’t boil away or lose its effectiveness when 
brakes get hot. Chemically inert, physically stable 
Delco Super 11 is compatible with all brake systems’ 
rubber and metal parts. It exceeds S.A.E. and govern- 





General Motors Values from " 


ment specifications for heavy-duty brake fluid, and it 
is original equipment brake fluid for 1957 General 
Motors cars. Specify it with confidence for every 
hydraulically braked vehicle. In convenient con- 
tainers, from pint cans to 54-gallon drums. Available 
everywhere through the United Motors System or 
General Motors car and truck dealers. 


Moraine Products 


Division of General Motors, Dayton, Ohio 
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Lucky Cor Buyer— 

Clifford Colgin, right, of Tyrrell Chevrolet Co., Cheyenne, 
for $150 to Mr. and Mrs. Milton Binger and their son, Dan. The Bingers purchased 
the 15,000th car sold by Tyrrell since World War Il. 
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Chicago BBB Investigates . . . 
Buyer Claims ‘Demo’ 


Was Used, 


By W. M. McCarty 
Staff Correspondent 

CHICAGO—When is a “demo” 
a “demo,” and when is it a used 
car? This subject was brought up 
last week by the Chicago Better 
Business Bureau in reporting a cus- 
tomer’s complaint that the “demo” 
he purchased from Grand-Central 
Motors (Mercury) had been in- 
volved in an accident before he 
purchased it. 


The bureau said officials of the 
dealership maintain the customer, 
who was sold a damaged used 
car, “which nevertheless was rep- 
resented to be a demonstrator and 
subject to a new-car guarantee— 
has no basis for complaint.” 

“They claim,” the bureau adds, 
“there is no difference between the 


Wye., presents a check | two classifications.” 


According to BBB and a photo- 
static copy of a portion of the cus- 
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MO MORAINE BI- 
BEARINGS— METAL BEARINGS 
automotive _ socieion Sees to 
ever n t 
bearings original equipmen 


Here’s a bearing line that can take care of all engine 
bearing replacement jobs—car, truck or bus. It’s 
Moraine, it’s complete, and it’s conveniently available 
from a single source. Moraine is the original equip- 
ment bearing for General Motors cars and trucks—a 


General Motors Values from 
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M-100 BEARINGS— 


Wrecked 


tomer’s “car order” which it re- 
produced in its report, the automo- 
bile delivered is identified as a 
“demo.” It also offers a “Disc” of 
$400 on the car purchased. The 
bureau says used cars are not sub- 
ject to such discounts. Under the 
descriptive heading “New or Used” 
is the letter “N.” 

The case is being referred to 
both the state’s attorney and the 
secretary of state by the BBB, it 
said, “because advertising standards 
—long endorsed by the trade itself 
—state, ‘The word demonstrator 
shall be: understood to refer to a 
car which has never been sold to a 
member of the public.’” 

In his original letter of com- 
plaint, the BBB says the customer 
said: “The paint is starting to 
show where it was painted over 
. «+ The car did not have many 
miles it when I got it ... The 








excellent fatigue resist- FILTERS! 

ance and longer life Glass-bowl and pan- 
assure dirt-free, t- 
free fuel under all 
operating conditions. 


ready-made market. And there’s an equally high- 
quality Moraine bearing for every other replacement 
job you do. Moraine service bearings are readily 
available everywhere through the United Motors 
System or General Motors car and truck dealers. 


Moraine Products 


Division of General Motors, Dayton, Ohio 
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car looks terrible with the paint 

(in front) all different colors...” 

“Investigation revealed that the 
automobile previously had been sold 
to a member of the public,” the 
Bureau asserts. “The Chicago Bet- 
ter Business Bureau contacted that 
individual and learned the appar- 
ently mislabeled ‘demo’ had been 
driven approximately 2,300 miles 
by him before becoming involved in 
an aecident. He maintained the ac- 
cident was not serious, but stated 
the front end was damaged and 
the front wheels were bent inward.” 

The BBB says that when it was 
eventually able to contact the sales 
manager and the president of the 
dealership, “Each maintained that 
a ‘demo’ is a used car, therefore 
the customer has no basis for com- 
plaint. Each also claimed that, since 
they had sold the car whe... it was 
new, and would extend the present 
purchaser a ‘new-car’ guarantee, 
nothing is wrong. 

“When questioned regarding the 
fact that the car had been wrecked, 
each said the latest customer would 
be covered by their ‘new-car’ guar- 
antee.” The bureau adds, “Such 
guarantees — backed by the manu- 
facturer—cover mechanical defects, 
not accidents incurred by a retail 
purchaser.” 

On July 28, the BBB devoted 
its weekly radio series to “auto- 
mobile ‘demos.’” Carl Dalke, of 
the bureau’s automobile division, 
described a “typical” situation in 
which a “demo” was, in fact, a 
used car. 

Using a hypothetical dealership, 
“Charity Motors (where they give 
everything away),” as an example, 
Dalke told of a damaged used car 
or a car that had been repossessed 
being sold as a “demo.” He cau- 
tioned listeners that a real “demo” 
never has been sold to or used by 
a member of the public. 

He said a “demo” has been used 
only by the dealer or his salesman 
for demonstration purposes. Execu- 
tive cars, he said, have been used 
only by executives of the manufac- 
turer or the dealership and “demos” 
and “execs” have been serviced only 
in the dealer’s shop. 

He added the bureau’s warning 
that it pays to investigate before 
investing and said that most deal- 
ers are honest businessmen who 
want customers’ patronage and 
confidence. 

In another case, the bureau has 
withdrawn its previous conclu- 
sions to principal media that 





car dealership, would be “not in 

the public interest.” 

The bureau said the dealership 
has published a suitable correction 
and has submitted to’the BBB 
voluntary written assurances re- 
garding future advertising and sell- 
ing practices. 


Ky. Alters Method 
Of Tax Charges on 


a. = 
Insurance Policies 

FRANKFORT, Ky.—The State 
Insurance Department's order 
dealing with municipal taxes on in- 
surance premiums will require that 
these taxes be collected only in 
the areas where they are imposed, 
and will prevent companies from 
averaging these tax expenses on & 
statwide basis, according to C. P. 
Thurman, commissioner. 

He explained that the only 
equitable way to handle these taxes 
is to charge them back to the areas 
and to the persons who will benefit 
from the tax income to the com- 
munity. 

Since there is no uniform muni- 
cipal tax rate, special procedures 
had to be developed so established 
rate-making procedures could be 
continued, Thurman said. 

He noted that in the past, fire 
insurance has included a proper 
factor for municipal taxes as re- 
quired by State rating laws. The 
provision for the municipal tax 
was hidden in such rates. Now, this 
provision must be indicated clearly 
in each policy. 


$100,000 Blaze Strikes 
REDMOND, Ore.—Fire of unde- 
termined origin caused $100,000 
damage at Redmond Motor Co, 
here. 
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FUEL REGULATOR—An improved fuel 
pressure regulator incorporating advanced 
features and a practical design which 
adapts the unit to any engine has been 
marketed by Brisko's Mileage-Saver, inc., 
Box 106, Exeland, Wis. It is no longer 
necessary to set down the carburetor 
float to attempt to correct misses at idle 
and to prevent stalls from flooding, vapor 
lock ond percolation, it is claimed. With 
the Mileage-Saver, floats can be set at 
factory standard “high” setting and the 
spark advanced to at least normal factory 
specification. The Mileage-Saver is said 
to do this by regulating the fuel pump 
pressure and controlling the flow of fuel 
fo the carburetor. 

« 


. t 
Folder on Rust Remover 


An illustrated four-page folder 
describing Turco alkaline rust re- 
mover, a chemical compound that 
is said to remove rust, paint and 
primer from metal surfaces in two 
simple steps without the use of 
acids, is available, free, from Turco 
Products, Inc., 6135 S, Central Ave., 
Los Angeles, Calif. 





Oll TESTER— The Detec-O-Tube Oil 
Tester is designed to tell the cor owner 
just when he shovid change the oil in 
his crankcase or his oil filter, Through 


c simple, on-the-spot chemical experi- 


ment, this oil tester, developed by Miller 
Co., Marbelhead, Mass., is said to allow 
the car owner to gauge contamination in 
his oil. 





hs Mig. Co., 3002 
NM. Burdick St., Kalamazoo, Mich., an- 
mounces a line of steel bookcases and 
supply cabinets, known as the conversion 
|, 42, 78 and 84 inches high—all 
36 inches wide, in depths of 12 and 18 
inches. The 29 and 42-inch open face units 
be converted into sliding door cabi- 
with Borite, glass or steel doors, it is 
Steel doors only are available for 
78-inch whit, and the 84-inch unit 
open face. All. cabinets have 
shelves that are adjustable without 
or 
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NEW PRODUCTS 


nition, the unit fits over the original 
distributor without changing it in 
any way, it is claimed, Depending 
on engine, the unit will add three 
to eight horsepower to any car, it 
is said, In gasoline economy, per- 
centagewise, it comes close to the 
average horsepower increase. 
+ * + 





OlL CAN DISPOSER — An oil can 
disposer thot cuts both ends of quart- 
size empty oil cans with one quick down- 
stroke of the handle has been intro- 
duced by Jomes H. Borland Machine Co., 
64 Eagle St., Providence 9, 8.1. This 
patented Borland oil can disposer is 
sturdily constructed and its spring steel 
cutters gvcrontee a clean, shear cul of 
every con both top and bottom. After 
cutting, the can walls are easily flattened 
by pressing with hands or foot. A bvilt- 
in drain spout at the base of the disposer 
allows the oil that otherwise is left in 
every can to be piped into an oil saving 


container. 
> . a 


Uni-Clamp Offers Product 


For Three Types of Hose 


An 18-8 stainless steel universal 
clamp for use on plastic, neoprene 
and rubber hose is being marketed 
by Uni-Clamp, Inc., 748 W. Salem 
St., Glendale 3, Calif. 

The company said the clamp can 
be installed by hand and is made 
for all diameters and contours from 
five-eighths inch to seven inches. 

* . ” 


Magnetic Plate Holder 


A magnetic device for holding 
license plates has been developed 
by Joseph Vizza, Vizza Motor Co. 
(Chrysler-Plymouth), 414 Broad 
Ave., Belle Vernon, Pa. 





FINISH STRIPPER — Developed by Beck 


finishes. It is described as an ideal agent 
for preparing rejected parts for refinishing 
moving paint from work holders. 
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TIRE VALVE—A clamp-in valve for tube- 
less tires, No. VS 902B-R, has been an- 
nounced by Dill Mfg. Co., 700 E. 82nd 
St., Cleveland 3, O. The valve used with 
the correct washer, and one of three| 
extensions, will fit any size valve rim) 
hole in both 14 and 15-inch cor rims. The 
valve is packed one to an envelope, five | 
envelopes to a box. Bulk quontities may | 
also be ordered in 50-unit lots. 

. * * 


Silicone-Base Lubricant 
Offered for Auto Zippers 


A silicone-base lubricant for zip-| 
pers such as those on convertible | 
tops is being sold under the trade 


| name “Zip-eze.” 


A product of Beco Laboratories, | 
St. Paul, it is marketed through | 
Beco National Sales, 1315 Harmond | 
Place, Minneapolis. 


* * 


SPRAY CAN HANDLE—A detachable 
handle that is said to convert any spray 
can to a professional-type spray gun has 
been introduced by Alfco, Inc., 2031 Gran- 
ville Ave., Los Angeles 25, Calif. The pias- 
tic handle locks on or detaches instantly, 
it is claimed. Spriog-tempered, nickle- 
plated steel adapter is said to assure years 
of constant use. 


= > > 
Ignition Tune-Up Kit 

A “Visual-Pak” ignition tune-up 
kit for tractors, trucks and cars in- 
cluding preassembled, ventilated 
points and heavy-duty condensor 
rotor is offered by American Motor 
Products Co., Fond du Lac, Wis. 


* > > 


. HEADLIGHT AIMER—A model 3D aimer 
to fit all sealed beams, including the 4000 
series has just been made available to the 
market by Trulite Automotive Corp., 12 
Depot’ Square, Englewood, N. J. This 
model, according to the manufacturer, re- 
tains the exclusive advantage of being 
able to check all sealed beams without 
removing bezels or any part of sealed 
beam housings. Model is made of high 
Impact styrene, which is claimed cannot 
be broken in Germe? ese. 


2 Portable Extinguishers 
Announced by Kidde 

Two new pressurized dry chemi- 
cal portable fire extinguishers have 


been announced by Walter Kidde 
& Co., Inc., Belleville, N. J. The 





new models come in 20 and 30- 
pound capacities. 

According to Kidde, their designs 
stress simplified operation for any- 
one picking up a unit in a fire 
emergency. There is no trigger lock- 
ing pin to remove, no valve to 
turn, no inverting and no bumping, 


Kidde states. 
> 
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SPRING SAVER—A new device to in- 
crease efficiency of vehicle springs has 
been developed by Green Spring Co., 
4527 Lancaster Ave., Philadelphia 31, Pa. 
The Spring Saver is designed to exert 
@ constant upward pressure on the spring 
system. This action is said to adjust itself 
avtomatically to the load of the car. When 
the cor is. overloaded, the unit prevents 
bottoming (axle or spring striking rubber 
on frame) thus, through leveling action, 


greatly improves the “ride” of the car,| 
| adding stability and better control, it is| 
| claimed. Since the motion of the spring 


shackle is not restrained, it is left free 
to absorb shock more readily than over- 
load springs which hamper and restrain 
action of the shackle. As road shock and 
body sway are eliminated, auxiliary action 
of the Spring Saver absorbs stresses 
which normally cause spring breakage, it 
is said. 





CLAMPING TOOL—J. N. Favuver Co., 
Inc., Detroit, Mich., has developed tooling 
that applies hose clamps to air lines at 
four times the rate formerly possible by 
hand. The firm now offixes clamps at 
the rate of 200 per hour on both ends 
of hose. General design of the clamps, 
made by Circle Clamp Corp., New York 
6, N. Y., makes possible the mechanical 
application, it is said. The special tooling 
simply mechanizes the use of pincers. 


A two-inch diameter air cylinder is used | 
to actuate the tool. Air pressure is set at | 


40 psi. The tool, welded to the base piate 
and moving shoft of the air cylinder, is 
actuated through a four-way, foot-oper- 
ated valve. 





GENERATOR ATTACHMENT — An auto- 
matic whéchanical device used as an at- 
tachment to any standard automotive gen- 
erator to produce a maximum electrical 
current at any engine speed has been 
developed by Welex Jet Services, Inc., 
1400 E. Berry St., Fort Worth, Tex. The 
device, known as the Gen-O-Drive, utilizes 
a stepped pulley arrangement to produce 
full current at curb idle to meet even 
the most excessive electrical demands of 
two-way radios, air-conditioners and other 
accessory equipment, it is claimed. How- 
ever, once the engine is turning at about 
1,000 r.p.m.'s (or about 20 m.p.h.) and 
electrical output from the generator is 
sufficient, the Gen-O-Drive automatically 
disengages. 

see 
Welding Regulators 
A new line of “Jet-Flow” ox:gen 


and acetylene regulators for gas 
welding has been introduced by 





Marquette Mfg. Co., 307 E. Henne- 
pin Ave., Minneapolis, Minn. 
+ = * 





RADIATOR CLEANER—Cubes that are 
said to dean auto radiators, inhibit rust, 
soften hard water, and remove rust, scale, 
corrosion and sediment, have been intro- 
duced by Producers, Ltd., 916 Fowler Ave., 
Evanston, Ill. Cailed Thurmo auto radiator 
cleaner and rust inhibitor, the cube also 
prevents clogging of water-cooling systems, 
serves as a water pump lubricant and 
mixes freely with antifreeze, it is claimed. 
In use, the contents of one package is 
dropped into the radiator. At the end of 
| 300 miles, the radiator is drained and re- 
filled with clean water. 

y 2. © 


Clipboard Light 
A combination flashlight and clip- 
board built into one unit has been 
manufactured and marketed by the 
Mutual Engineering & Mfg. Co., 
1124 E. 108th St. Los Angeles 59, 
Calif. 








CLEANING PADS—Brillo Mfg. Co., 62 
John St., Brooklyn 1, N. Y., has introduced 
@ modern package for its whitewoll tire 


cleaning pads. Created by the famous 
package designer, Egmont Arens, the red 
and white box is especially designed for 
maximum attention-getting, plus space- 
saving and storing, it is claimed. The 
package contains four soap-filled metal 
fiber pads. These pads ore a 4 x 4-inch 
size to provide a good working grip. One 
pad is sufficient to clean all four white- 
| wall tires, it is said. 

” *- = 


Gumout Adds Fuel Mix, 
Two-Cycle Engine Oil 

The Gumout division of Pennsyl- 
vania Refining Co., 2686 Lisbon 
Rd., Cleveland 4, O. has added 
Fuel Mix and Two-Cycle Engine 
Oil to its line of products. 

Fuel Mix is a fuel system addi- 
tive which is said to lubricate, re- 
duce carbon deposits and dissolve 
gums. Two-Cycle Engine Oil is 





said to be designed for two-cycle 
engines such as those on power 
mowers, chain saws and motor 
scooters. 





SUNSHADE—The Sanco Auto Venetian 
Sunshade features S-shaped 24-inch wide 
*steel slats and aluminum brackets that are 
contoured to match the curve of the car 
window. A unique design feature of the 
sunshade is the fact that each silat is 
positioned at a different angle from every 
other slat—all point to the driver's eye 
through rear vision mirror so as to provide 
builtin maximum vision, it is claimed, One 
size is said to fit all cars. 
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1957—the year of the 


Alert dealers from coast te coast—their fingers on the pulse of public 
preference—predicted this trend with their very first glimpse of the 
1957 Dodge. Here was a car far ahead of anything in its field. Here 
was a car with totally fresh styling, totally new advances like 
Torsion-Aire Ride, Push-Button TorqueFlite and Total-Contact 
Brakes. Dodge dealers knew they had a winner. And the records 
show they were right. Dodge sales are up 21% over last year 
as car buyers all over America make the big swing of 1957—the 
swing to the Swept-Wing ’57 Dodge! 





> Swept-Wing 1s Sweeping the Country! 





swing to Swept-Wing! 





DODGE DIVISION OF CHRYSLER CORPORATION 











Kelsey-Hayes Purchases 


Calif. Engineering Firm 

DETROIT.—Purchase of Control 
Specialists, Inc., Inglewood, Calif., 
by Kelsey-Hayes Co., has been an- 
nounced by Perry Williams, K-H 
president, 

Control Specialists is an engi- 
neering and research firm formerly 
retained as consultant by Kelsey- 
Hayes. It will become a division of 
Kelsey-Hayes with A. P. Henry as 
general manager, and I. L. Ash- 
kenas as chief enginer. 

> * * 
Arvin Expands Facilities 
For Vinyl-Metal Laminates 

COLUMBUS, Ind.—Facilities for 
the production of vinyl-metal lami- 
nates are being expanded by Arvin 
Industries, Inc. Additional space in 
the firm’s Hutchins plant is being 





A Sweeping Victory— 
M. K. Smith, Chevrolet dealer in Ontario, Colif., scored a sweeping victory in a 
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70-foot convection-type gas - fired 
oven that will replace the original 
experimental unit which has been 
used since Arvin first started de- 
veloping vinyl-metal laminates. 

e + +. 


Goddard Names Rep 


DETROIT. — I, H. Bartling Co. 
has been formed to become the 
agent in Detroit and Wayne County 
for Goddard & Goddard Co., Detroit 
milling cutter manufacturer. Prin- 
cipals of the new firm are I. H. 
Bartling and R. F. Tanner, both of 
whom have been with Goddard & 
Goddard for many years. 

* * + 


Apex Smelting Acquires 

National Metallurgical 
CHICAGO. — Apex Smelting Co. 

has acquired full ownership of Na- 


tional Metallurgical Corp. by pur- 
chasing the one-half interest held 


; three-cornered bet with two other dealers on a two-month truck sales contest. The| provided for Arvinyl operations|by American Smelting & Refining 
losers were to sweep the winner's showroom floors and scrub his windows. Roscoe| and new equipment has _ been | Co. 
McClure (left), Sierra Chevrolet, Fontana, Calif., and Jack Coyle, Jack Coyle Chevrolet | ordered. Apex plans to expand the Na- 


Co., San Bernardino, Calif., are shown paying off. Included in this equipment is a 


tional plant in Springfield, Ore., 
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BETTER RUBBER FROM START TO FINISH 


OPERATOR RECORDS PROVE 
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HEAVY-DUTY TRANSPORT SUPER TRANSPORT TRANSPORT@ SUPER ALL TRACTION. SUPER MILEAGE LUG RIB EXCAVATOR 





. you cant buy a truck tire that costs less 


Copyright 1957, The Firestone 


Tire & Rubber Companv 


Firestone Tubeless Truck Tires give extra mileage on original treads, take 
extra retreads, reduce road delays, cut maintenance costs to a minimum. 





ROCK GRIP EXCAVATOR@® ALL TRACTION®@ 





which has been engaged in experi- 
mental production of aluminum 
silicon alloys and silicon metal, 
both used in production of alumi- 
num alloys. i 
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55 Pct Growth Predicted 


For Cellular Plastics Output 


NEW YORK.—Production of cel- 
lular plastics will reach 29 million 
pounds this year for a 55 percent 
growth over 1956, Dr. Paul G. 
Roach, chairman of the cellular 
plastics division of the Society of 
the Plastics Industry, has predicted. 

He said output for the first half 
of this year was 16 million pounds. 

* + oe 


Mahin Elected President 


Of Malleable Foundation 


CLEVELAND, — William E. 
Mahin, past technical director of 
Vanadium Corp. of America and a 
management consultant, has been 
elected president of the Malleable 
Research & Development Founda- 
tion. 

The Foundation’s chairman, Wil- 
son H. Moriarty, first vice-president 
of National Malleable & Steel Cast- 
ings Co., Cleveland, also announced 
that Belle City Malleable Iron Co., 
Racine, Wis., has been admitted as 
the first new member of the foun- 


dation. 
= = > 


Wyman-Gordon Expands 


Research Section in East 

WORCESTER, Mass.—Expansion 
of the research and development | 
department of the eastern division 
of Wyman-Gordon Co. has been 
announced by Harold F. Wood, ex- | 
ecutive vice-president. 

Arnold L. Rustay, former direc- 
tor of research, was named to the 
new position of technical director. 
The firm makes missile and air- 
plane parts at plants here and in 
North Grafton, Mass. 

> * > 


$7.5 Million Chicago Plant 
Opened by Air Reduction 

CHICAGO. — Air Reduction Co., 
Inc., has begun production of 
liquid oxygen, nitrogen and argon 
at its new $7.5 million plant at 119th 
St. and Doty Ave. in the Lake 
Calumet section. 

The plant will produce daily 55 
tons of high-purity liquid oxygen, 
15 tons of liquid nitrogen and 3% 
tons of liquid argon. It is situated 
on a 2l-acre site and has been 
designed so it can be expanded 
readily, according to John A. Hill, 
president. 


> > > 

Philadelphia Will be Host 
To 1958 ASTE Tool Show 

DET ROIT.—The American So- 
ciety of Tool Engineers will hold 
its 1958 tool show at Philadelphia's 
Convention Center May 1-8. 

Philadelphia was host to the show 
in 1954. A program of technical 
papers, panels, plant tours and re- 


lated activities is planned for the 


show. 
> 


Litton Plans 11th Plant 


BEVERLY HILLS, Calif.— Salt 
Lake City has been chosen as the 
site for Litton Industries’ 11th 
plant location, according to Charles 
B. Thornton, president. The plant 
will be an addition to the com- 
pany’s Electron Tube division. Dr. 
Norman H. Moore is managing 
director of the division. 

> = = 


Record Attendance Seen 


For World Metal Congress 


CHICAGO.—A record attendance 
of at least 650 metal scientists from 
more than 36 nations is being pre- 
dicted for the second World Metal- 
lurgical Congress here Nov, 2-8. 

Registration for the conference, 
sponsored by the American Society 
for Metals, totalled 575 from 36 na- 
tions in mid-May. 

* 2 + 


Niphos Rep Named 
NEW YORK. — Tube Reducing 
Corp., Wallington, N. J., has been ° 
appointed exclusive licensee for the 
manufacture and application of the 
newly developed Niphos corrosion 
protection coating for ferrous 
metals, The process was originated 
by New York Testing Laboratories. 

* 
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Tool-Steel Warehouse 


PITTSBURGH. — Allegheny Lud- 
lum Steel Corp. has announced the 
opening of a new tool-steel ware- 
house in Newark to serve the New 
York sales territory. 
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“The most successful magazine since the war” had the most 
successful half year in its history. This is TV GUIDE’s prog- 
ress report for the first six months 1957: 


TV GUIDE circulation increased more than 30%—jumping 
1,275,000 over the same period last year. This massive first 
half gain comes on the heels of the greatest growth story in 
publishing history: four consecutive years of one-million- 


we Fes 


per-year circulation gains. 


TV GUIDE ad revenue soared 89% in the first half 1957 over 
the same period last year. Significantly, the 1957 advertising 
gains continue the pattern set in 1956 when first half figures 
for that year increased 85% over the first half 1955. 


In the first half 1957 more than 570 advertisers used 
TV GUIDE; 321 for the first time. And the remaining 249 who 
renewed their 1956 advertising contracts are the most authori- 
tative evidence of TV GUIDE sales power. 





TV GUIDE’s mushrooming expansion continues. In October 
TV GUIDE raises its guarantee to 5,300,000 . . . boosts its 
regional editions from 44 to 49—covering 149 Standard Metro- 
politan Markets—the most comprehensive regionalization 
offered by a national magazine. 


The second half will be even brighter for TV GUIDE. So, 
too, is the prospect it offers to advertisers: The opportunity 
to capitalize on a daily sales medium that works all week 
... pinpointing your story locally . . . at the most attractive rate 
offered by a major magazine. 


AMERICA’S TELEVISION MAGAZINE 
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Amundson Chevrolet Wins Trophy— 


In competition with Chevrolet dealerships throughout the Great Lakes region, 
Amundson Chevrolet, Inc., Willmar, Minn., has been awarded a leadership trophy 
of the region. M. R. Myhra, Chevrolet Minneapolis zone sales promotion manager, far 
left, presents the trophy to Loren Williams, Amundson sales manager. Meanwhile, J. 
H. Peleaux, Chevrolet district manager, presents Elmer Rykken, far right, with a $100 
savings bond for the latter's sales record in a company-sponsored contest. 


AUTOMOTIVE NEWS, AUGUST 12, 1957 


Auto Personnel 





Arthur W. Byxbee, sales manager 
for plastic products division of 
Raybestos - Manhattan, Inc., Man- 
heim, Pa., has been promoted to 
general manager of the recently 
acquired plant at Paramount, Calif. 

Byxbee, who has been with the 
company since 1938, has been as- 
sociated with the plastic products 
division since it started in 1952. 

Howard H. Herr jr., has been 
appointed to succeed Byxbee as 
sales manager of the plastic prod- 
ucts division, with headquarters at 
Manheim. Herr previously has been 
associated with the Grey-Rock di- 


vision. 
+ a * 


Schwab Replaces Watt 
In Seiberling Operation 
Seiberling Rubber Co., Akron, 
has expanded its accessories and 
repair materials department and 
appointed a new manager. 
A. W. Schwab will head the en- 
larged operation, replacing F. P. 
Watt, who is joining Sidles Co., 


Omaha, distributor of Seiberling 
products. 
+ * * 


Cadillac Appoints Prucha 


To Planning Position 


Frank M. Prucha, general 
master mechanic at Cadillac, has 
been placed in charge of future 
planning of manufacturing facili- 
ties and processes for the division, 
according to Harold G. Warner, 
Cadillac works manager. 

Prucha, who has been general 
master mechanic for the past 4% 
years, has been associated with 
Cadillac since 1922. He formerly 
was a draftsman, designer, and 
tool engineer. 

= = 7 


Ferry Cap & Set Screw 


Names Spicer Sales Chief 


Donald H. Spicer has joined Ferry 
Cap & Set Screw Co. Cleveland, 
as industrial sales vice-president. 

Spicer previously has been sales 
vice-president for Morse Chain Co., 





For 


Best Performance in 
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PERFECT CIRCLE 


MERCURY...one of the leading engine 


replacement service 


MERCURY 


ENGINES 


manufacturers, selects and distributes 


Perfect Circle chrome rings for authorized 





2-in-1 CHROME PISTON RINGS... tne standard of comparison 


Ithaca, N. Y.; sales vice-president 
for American Bosch Co. Spring- 
field, Mass., and president of World 
Bestos Corp., New Castle, Md. 


= * 7 
Inventor Mallina Joins 


Gardner-Denver as Consultant 


R. F. Mallina, inventor solder- 
less wrap connection, has joined 
Gardner-Denver Co., Quincy, III, 
as a research consultant. 

Mallina recently retired from 
Bell Telephone Laboratories, 
Inc., where he served for 28 
years. In his new position, he wiil 
work with the company’s Keller 
tool division that has plants at 
Grand Haven and Reed City, 
Mich. 


* * 


Mechanical Names O’Hora 


General Sales Manager 


Joseph F. O’Hora jr. has been 
appointed general saies manager of 
Mechanical Handling Systems, Inc., 
Detroit. 

O’Hora, man- 
ager of the com- 
pany’s Philadel- 
phia district 
office for 14 
years, succeeds 
James R. Ewing, 
who has resigned 
to accept a posi- 
tion in Cleveland. 
Before taking 
charge of the 
Philadelphia of- 
fice, O’Hora was assigned to the 
Detroit and Chicago offices of Me- 
chanical Handling Systems. 

> = = 


4. F. O’Hora jr. 


Walker Appoints Porter 
Division Sales Manager 


Henry M. Porter, who for more 
than 18 years has represented 
Walker Mfg. Co. of Wisconsin in 
its original equipment sales divi- 
sion, has been appointed sales 
manager of that division to suc- 
ceed J. W. Jaspersen, recently ap- 
pointed director of sales for all 
company divisions, according to 
Rea L. Hahn, president. 

Porter joined Walker in 1939, 
having previously been a sales 
representative for Ryerson 
Haynes Co. In his new position, 
Porter will direct all of the com- 
pany’s sales activities with the 
various automobile and truck 
manufacturers. 

> * > 
Rochester Names Parsons 


Detroit Office Manager 


William D. Parsons has been ap- 
pointed manager of the Detroit 
sales office of Rochester Products 
division, General 
Motors Corp. 
Rochester. He re- 
places Harold E. 
Stahl, recently 
named sales 
manager of the 
division. 

Parsons has 
been with Roches- 
ter since 1950 
when he joined 
the division as a 
material clerk in 
the production control department. 
In 1953 he was transferred to the 
sales department and was named 
a junior sales engineer in 1954 and 
sales engineer in 1956. 


> * . 


AMC Appoints Hadsall 


Guy Hadsall jr. has been named 
assistant merchandising manager 
of the automotive division of 
American Motors. 

Hadsall, a 20-year veteran of the 
automobile business, has been serv- 
ing as assistant sales training man- 
ager of AMC since joining the com- 
pany earlier this year. Previously, 
he had spent two years as sales 
manager of a Nash dealership in 
Denver. 


W. D. Parsons 


* * * 


Volvo Names Hansen 


Erik J. Hansen has been ap- 
pointed general manager of Volvo 
Imports, Inc., Detroit. 

He began his automotive career 
as car and truck salesman in Ann 
Arbor, Mich., and later served in 
Ford division's field organization. 


Taylor Now Treasurer 


Robertshaw-Fulton Controls Co. 
has named Beverly D. Taylor, who 
was controller, to be treasurer, ac- 
cording to Thomas T. Arden, presi- 
dent. Walter H. Steffler, who has 
resigned as treasurer, will remain 
as secretary. 


a i ne eae 
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AUTOMOTIVE NEWS, AUGUST 12, 1957 
Sales Conditions in Various Areas... 





Auto Market Reports 


Cincinnati 

Motor vehicle sales in Hamilton 
County (Cincinnati), O., during the 
week ended July 25 increased to 1,- 
705 units, a jump of four registra- 
tions over sales of 1,701 in the pre- 
vious week. When compared with 
the like week of 1956, sales show 
an advance of 247 vehicles or ap- 
proximately 17 percent. 

During the week, 669 new cars 
and 71 new trucks were registered, 
compared with the registration of 
646 new cars and 40 new trucks in 
the week ended July 18. 

A total of 924 used cars and 41 
used trucks changed hands during 
the period, as against the sale of 
984 used cars and 31 used trucks in 
the previous week. 

Automotive repossessions soared 
to 90 during the week ended July 
25, or 44 more than in the week 
ended July 18. When compared with 
the like week of last year, repos- 
sessions Were up 42 units.—(Frank 
Kappel). 


+ * 


Henderson, Ky. 


New-car sales are in a seasonal 
slowdown common to this area in 
the summer, but some dealers re- 
port buyers waiting for the ‘58s 
because of widespread reports of a 
large number of changes. 

In addition, late-season buyers 
are short of substantial downpay- 
ments, and some are looking for 
long easy deals. 

The horse-racing meeting at Dade 
Park is in progress,,and the auto 
business generally slows down dur- 
ing the races. 

Used cars showed good sales until 
the end of June and then tapered 
down. There is some unemployment, 


but it also is seasonal—(L, H. 
Houck.) 
> > 7 
Clevelan 


The Federal Reserve Bank re- 
ported that new-car sales for the 
week ended July 27 totalled 1,617, 
compared with 1,586 the preceding 
week and 1,856 in the corresponding 
week of 1956. 

Useg-car sales dropped to 1,889 
from 2,057 a week earlier. In the 
truck field, 63 new and 68 used 


‘ units were sold, compared with 75 





MEWA Elects — 
Davis President 


To Succeed Smith 


CHICAGO.—Jay T. Davis, 
Corpus Christi, Tex. was elected 
president at the annual convention 
of the Motor and Equipment 
Wholesalers Assn. 

He succeeds Virgil C. Smith, Ann 
Arbor, Mich. 

Other new officers are A. J. 
Thompson, Seattle, vice-president; 
J. Frank Enterline, Sunbury, Pa., 
secretary, and James F., Lang, Fort 
Wayne, Ind., treasurer. 

New directors are J. A. Bryant, 
Bowling Green, Ky.; H. F. Juneau, 
Wausau, Wis.; H. McMahon, Ed- 
monton, Alta.; Kindel Paulk, Wich- 
ita Falls, Tex.; M. D. Taylor, 
Andalusia, Ala, and Emory R. 
Young, Charleston, W_ Va. 


Lyman Promoted 
To Zone Assistant 


FLINT.—James F. Lyman, 36, has 
been named assistant zone manager 
in Charlotte for 
Buick. 

Lyman, a dis- 
trict manager in 
the Atlanta zone 
with headquarters 
at Birmingham, 
Ala. succeeds 
Watson W. Ma- 
gee, who was pro- 
moted to zone 
manager at El 

a Paso, Tex. 

J. F, Lyman He started his 
Buick career at Flint in 1947 as a 
clerk. He became parts and acces- 
sories merchandising manager of 
the Dallas zone in July, 1948, and 
was promoted to district manager 
at Atlanta in 1950. 





and 58, respectively, the week be- 
fore. 

New-car sales, the bank said, 
continue to be about on a par with 
the 1956 levels, but used-car sales 
have stepped up briskly since the 
end of May, averaging 2,045 a 
week, compared with about 1,800 in 
the previous eight weeks and 1,900 
a year ago.(Sanford Markey.) 

* + +* 


Augusta, Ga. 

Augusta automobile dealers re- 
port a moderate increase in vol- 
ume in both new and used cars. 
Most dealers are working to main- 
tain sales at a high level, as buyer 
interest reportedly has increased 
considerably since the middle of 
May. 

Sales are still reasonably good, 
but consumers are looking for 
bargains in 1957 models and 
deals are considered hard to com- 
plete. 

Sales of low-priced models are 





somewhat higher than normal. But 
some dealers report that, despite 
reduced overall activity, sales of 
lower-priced models are heading 
towards a record high. 

A slight increase marked the 
used-truck registrations in this 
vicinity during the last two months. 
New-truck sales dropped 23 percent 
in the four-month period.—(Julanie 
Lampkin.) 

* ~ = 
Ottawa 

Dealers report that July new-car 
sales were about the same as last 
year, but that competition dragged 
profits below the 1956 level. 

One dealer blamed “too many 
new cars being put on the market 
and too many guys trying to sell 
‘em too fast.” Another said unit 
sales were “neck-and-neck with 
much money.” 

The used-car business was gener- 
ally good, and the chief complaint 


was a shortage of desirable units.|N. Y. and David Marsh, Flint. 


Another thinly disguised WJR success story 


tes 


Top management men are harder to see 
than the inside of a harem! 


That was the problem of a company that wanted to 
sell an automobile concern on the advantages of chang- 
ing to a special steel. Since the switch would be of 
gigantic proportions, it meant not only selling top 
management but also engineering, designing, °*:iing, 
purchasing, and the head guard on the main gate. It 


was quite a problem .. . 


but not insurmountable. 


This enterprising steel company thought of reaching 
them by radio. (And when you think of radio in the 
Detroit-Great Lakes area, you think of WJR!) The 
steel company used announcements. The announce- 
ments caught the undivided attention of the men that 
had to be reached. A series of selling messages on WJR 


The ,Great Voice of the Great Lakes 


WJ 


50,000 Watts 


35 years of service 






















































DeSoto Executive Instructs Class— 


J. L. Wichert, left, DeSoto advertising and sales promotion director, conducts an 
advertising class at the Chrysler Training Center for three of the 16 students enrolled 
in the Chrysler sales management development program. At the conclusion of the 15- 
month course, the trainees will be appointed divisional district managers. With 
Wichert, are from left, Jim McMahon, Grand Rapids, Mich.; Albert Siegler, Ithaca, 








resulted in the grand sale. The keymen had been pre- 
conditioned, pre-sold. 


The steel company was most lavish in its praise of WJR. 
It figured its salesmen would have required years to 
accomplish what WJR did in short order. 


Whether you want to reach millions of people, or just a 
select few, you can do a better job on WJR—the station 
that dominates the Detroit-Great Lakes market. Call 
your nearest Henry I. Christal office for complete facts 
on this case and hundreds of others—facts which prove 
that WJR can do more for your product and do it 
quicker, too! 


Ft Detroit 


CBS Radio Network 







You'll never be a part of “top management” 
unless you drive carefully. 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of ‘56s added and ’48s dropped in November, 1955. Prices of '57s added and ’49s dropped in November, 1956. 
Figures alongside bars represent dollars. 


Market Trend 


At wholesale used-car auctions 
last week, $19 was squeezed out 


on ’57s, $26 on ’5is, $16 
$14 on 50s, $11 on 52s 








MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 
Burden-Dudiley-Caswell 
Auctioneer: Harvey Greenwood 


Sale every Tuesday at 11 A.M. 
Phone Sherman 4-3263 


DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
Littleton, Colo. 
Ph: SU 1-6673 — Smith, Southworth, Kerr 

Auction Every Friday at 12:00 A. M. 
We Issue Auction Checks and Insure Titles 





CONNECTICUT 


| 


NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 
Sale Every Wednesday at 11:00 


‘SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 








ILLINOIS 
ICY — Quincy Auto Auction, 





32023220 Broadway, Every Mon- 
day 12:30 P.M. 





by the new prices on ’57s, 56s, 
"63s and ’51s. 

At a group of representative 
auctions last week, the average 
consignment was 168.4 units, com- 
pared with 172 the previous week. 
The sales ratio dropped from 72.6 
percent a week earlier to 70.3 per- 
cent last week. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. eds 


LITTLETON, COLO. 


(Denver Auto Auction, Sales every Fri- 
day. Prices are for sale of July 26.) 
BUICK—’56 RM 4-dr., $2,020* (ps); Spe- 

cial coupe, $1,770° (ps). ‘55 Super 





TOM FLETCHER'S 


DES MOINES AUTO AUCTION 


lowa's Oldest Auto Auction 
In the Heart of the Clean Car Country 
4701 S.E. 14th Des Moines 15, lowa 
Phone ATlantic 2-8353 
Sale Ev Monday—!! A.M. 
Guaranteed Titles and Checks 





MASSACHUSETTS 





PEABODY AUTO AUCTION, 
INC. 


For Dealers Only 
Checks and Titles Guaranteed 
Auction Every Thursday at I! A.M. 
Newburyport Turnpike, U. S. Rt. | 
West Peabody, Mass. Jefferson 1|-7500 
Joseph Herbert Phillip Glick 





MICHIGAN 








GRAND RAPIDS AUCTIONS, INC. 
On M2i—One ead me of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best"’ 

Phone: ARdmore 46-4720 





coupe, $1,450* (ps); Special Riviera, $1,- 
190. °54 Century Riviera, $1,175*. °53 
Super coupe, $645*. °52 Super Riviera, 
$300*. °50 Special 2-dr., $160. 

CADILLAC—’57 (62) conv., $4,900* (ps); 
coupe, $4,150° (ps); 4-dr., $4,125 (ps). 
"56 coupe de Ville, 2 at $3,950° (ps); 
4-dr., $3,150*° (ps). °55 conv., $3,165* 
(ps). 

CHEVROLET—’57 Bel Air (8) 2-dr., $2,- 
055°; 4-dr., $2,025*. °56 Bel Air (8) 4- 
dr., $1,825*. "55 Bel Air (8) sport coupe, 


$1,320; 4-dr., $1,160* (ps), $1,025°; 
Two-ten (8) 4-dr., $1,200°. '54 Two-ten 
4-dr., $895°; 2-dr., $700*. °53 coupe, 


$675. "52 4-dr., $340°. "51 4-dr., $370*, 
$210°. °50 4-dr., $130°, $125. 

CHRYSLER—'50 Windsor 4-dr., $180*. 

DeSOTO—'53 4-dr., $515°*. 

FORD—'57 Retractable Hardtop, $3,000* 
(ps). °56 Fairlane (8) 4-dr., $1,685° 
(ps); conv., $1,650° (ps); Custom (8) 
4-dr., $1,250°; Main (6) 2-dr., $1,030. 
"55 Custom (8) 4-dr., $1,040, $800. °53 
Victoria 4-dr., $660. °52 coupe, $425. 
*51 station wagon, $335; Victoria, $230*. 
*49 station wagon, $100. 


JACKSON — Greater Jackson Auto 
Auction, Inc., Wilmington St., P. O. 
Box 8468, Wednesday, 12:30 P. M. 








ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 
Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only) 
Operating Since 1946 








AUTO DEALERS AUCTION 
Kansas City, Mo. 
6200 Independence HU 3-7470 
Checks & Titles Guaranteed 
Bob Ring, — = Fred Reed, Mgr. 


Gee Workman Phil Spurgeon 
Jack Erwin Jr. Whitman 
Sale Friday: 10:30 a.m. 
Now wo Ring Selling . . . 
400 or More Cars ... “in Half the Time.” 








MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 


Conveniently located % mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and tities guaranteed 





Phone Dunkirk 3-0150 








HUDSON — ’54 coupe, $535°. °53 4-dr., 
$225°. "52 4-dr., $220°. 
MERCURY—’57 Monterey 4-dr., $2,340*. 


‘56 Monterey 4-dr., $1,710*; coupe, $1,- 
600° (ps). 

OLDSMOBILE—’56 (88) Holiday, $2,125* 
(ps); (98)- conv., $1,815*; (88) Super 
4-dr., $1,185* (ps). 

PACKARD—’53 Clipper 4-dr., $475. 

PLYMOUTH — ‘57 Belvedere (8) coupe, 
$2,475*; Custom (8) station wagon, $2,- 
275; Savoy (8) coupe, $2,090° (ps). '56 
Savoy (8) 2-dr., $1,175; club sedan, $1,- 
150. "54 coupe, $750°. '53 4-dr., $350. 

PONTIAC—’56 Star Chief Catalina, $1,- 
775° (ps). "53 4-dr., $350. "50 coupe, 
$255° 


WILLYS—’55 Jeep station wagon, $1,470. 
MISCELLANEOUS—’57 GMC %-ton pick- 
up, $1,550; Volkswagen 2-dr., $1,885. 
"56 GMC %-ton pickup, $975. °55 Ford 
%-ton pickup, $750. °54 Chevrolet %- 
— $425. '53 GMC %-ton pickup, 


FT. WAYNE, IND. 


(Fort Wayne Auto Auction. Sale every 


NEW YORK 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 


and checks are insured 
EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David 8. Spielman 
John W. Becker 





THRUWAY AUTO AUCTION, INC. 
Route 18 B Buffalo, New York 
EVERY MONDAY 
We Have Insured Checks and Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 





° NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 


Albany 5, N. Y. 
Ev Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 


Center of Empire State, 
Checks and Titles (Wed.). 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


Tuesday. Prices are for sale of July 30,) 
(Sold 41 cars out of 62 consignments.) 
BUICK — '55 Century Hardtop, $1,350*; 
Special 2-dr., $1,135*. "53 Super Hard. 


top, $665°, °51 4-dr., $200, °50 2-dr,, 
$145. 

CHEVROLET—’53 Two-ten station wagon, 
$650. °52 4-dr., $450; 2-dr., $425. ‘51 


4-dr., $205; 2-dr., $190. °47 conv., $125, 
CHRYSLER—’52 Windsor conv., $220*. '49 
Club Coupe, $125*. 
DeSOTO—’55 Firedome 4-dr., $1,415* (ps), 
*54 Firedome 4-dr., $685*° (ps). 
DODGE—’'56 Royal Hardtop, $1,765*. ‘53 


Coronet 2-dr., $300. ‘51 4-dr., $130, 
$135*. 

FORD—’55 Fairlane (8) Hardtop, $1,305; 
4-dr., $1,100° (ps); Custom Ranch 
wagon, $1,225. "54 Custom 2-dr., $445, 
"52 4-dr., $315, 

MERCURY—’55 Custom 2-dr., $965. "54 
Monterey Hardtop, $700*. 

NASH—’53 Ambassador Hardtop, $505*. 

OLDSMOBILE — °'54 (98) 4-dr., $1,160* 
(ps), $1,130* (ps), $1,050° (ps). ‘52 
(98) 4-dr., $550° (ps), $380°; Hard- 
top, $500*. °51 conv., $300*. 

PLYMOUTH—’53 2-dr., $500*°, $425. ‘52 
Hardtop, $395. 

PONTIAC—’56 Star Chief 4-dr., $1,425*, 
°51 Chieftain Hardtop, $305*. °50 4-dr., 


$155°*. 
MISCELLANEOUS—’50 Ford %-ton panel 
truck, $135. 


ALBANY 


(Tim Anspach Dealer’s Auto Auction, 
Sale every Monday. Prices are for sale of 
July 29.) 

(All cars with automatic transmission 
sold readily while the straight shift cars 
were selling off. Car quality and mode 

Cheapies again 


cars out of 170 consignments.) 

BUICK—’57 Special Riviera, $2,650° (ps). 
55 Century Riviera, $1,610, $1,550*; 
RM Riviera, $1,525* (ps); Special conv., 
$1,380°; 2-dr., $1,100°. °54 Century 4- 


dr., $930°; Special 2-dr., $880. "53 RM 
Riviera, $810° (ps); Super Riviera, 
$660*; Special Riviera, $610*. "51 Super 
2-dr., $230°. 

CADILLAC—’'56 (62) 4-dr., $3,475* (ps), 
$3,310* (ps). "54 (62) 4-dr., $1,990° 
(ps). °53 (62) 4-dr., $1,085*° (ps). ‘5i 
4-dr., $610*. 

CHEVROLET—’57 Bel Air (8) 4-dr., $1,- 
880°; Two-ten (6) 2-dr. $1,800. °56é 
Two-ten (6) 4-dr., 3 at $1,175, $1,150; 
Two-ten (8) 4-dr., $990°. ‘55 Bel Air 


(8) 2-dr., $1,210°, $1,175; Two-ten (6) 
station wagon, $1,000; One-fifty (8) 2- 


(Continued on Page 44, Col. 1) 





OHIO 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. S. Rovre 20A Phone 5-9535 





PENNSYLVANIA 





MANHEIM AUTO AUCTION, INC. 
Monheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 





TENNESSEE 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 


10844 E. Marginal Way Seattie 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 








LUCAD 


(Leading Used Car Auction Directory) 
-+-is the key to a dealer's problem when 
leoking for a place to buy or sell cars. 
contact Automotive News, 


+++For rates, 
2666 Penobscot Bidg., Detroit 26. 
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4th-Quarter Sales Seen 


Exceeding 


NEW YORK.—Higher sales than 
@ year ago were expected for the 
fourth quarter of 1957 by more than 
half of those interviewed in the 
latest Dun & Bradstreet survey of 
businessmen’s expectations. 

Manufacturers, wholesalers and 
retailers all were slightly more 
optimistic than in the previous 
survey. Most executives expected 
price rises to account for part of 
the increase, rather than expan- 
sion in unit volume. 

For every manufacturer who 
thought his company’s fourth-quar- 


56 Levels 


ago, eight manufacturers expected 
an increase in sales. Manufacturers 
of nondurable goods, of whom 61 
percent expected increased sales, 
were more optimistic than business- 
men in other lines. 

Some 89 percent of the executives 
interviewéd expected their net prof- 
its in the fourth quarter to equal or 
exceed the comparable 1956 level. 
Wholesalers generally were some- 
what less optimistic than the others 
although 35 percent anticipated a 
rise in net profits. 

The survey indicated that 


ter volume might fall below a year; higher profits may be more diffi- 


cult to obtain than higher sales, 
but businessmen in all of the 
industry groups expecting in- 
creased profits Were far more 
numerous than those antici 
declines. 


Manufacturers of nondurable 
goods expected no change in selling 
prices more frequently than did the 
other businessmen, Higher prices 
than last year were predicted most 
often by wholesalers. 

A large majority, 8 percent, 
thought they would need at least as 
many workers on their payrolls in 
the fourth quarter of 1957 as a year 
ago. Increases were expected by 20 
percent of the manufacturers of 
durable goods, 10 percent of the 





Good Guess Wins 
Wagon for Salesman 


SAN ANTONIO—Arnold Gold, 
a salesman for Mike Persia Chev- 
rolet, Inc., has been awarded a 
new Chevrolet station wagon as 
the top “guess artist” among 375 
salesmen in Chevrolet's Houston 
zone. 

Gold guessed closest to the 
number of cars the division would 
sell nationally in one month. A 
salesman was allowed one guess 
for each station wagon he sold. 





of U. S. manufacturing corpora- 


manufacturers of nondurables, 7/| tions continued at a high level dur- 


percent of the retailers and 6 per- 
cent of the wholesalers. 

In another survey, the Federal 
Trade Commission and the Securi- 
ties and Exchange Commission re- 
ported that total sales and earnings 





















































































































































ing the first quarter of 1957. 
Sales of these corporations 
totalled $79.6 billion for the quar- 
ter, an increase of 7 percent over 
the first quarter of 1956. The 
was 2 percent 


figure, however, 


New Passenger Car Registrations, Six Months Total, 1957-1956 
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below the fourth quarter of last 
year. 

Net profits after taxes were $4.1 
billion in this year’s first-quarter, 
compared with $4 billion in the first 
quarter last year and $4.3 billion in 
the fourth quarter. 

The motor vehicles and equip- 
ment group showed a sizable = 
in both sales and earnings. 
quarter sales reached 2,60, 00, 
compared with $6,605,000,000 in the 
year-ago quarter and $6,477,000,000 
in the fourth quarter of 1956. 

Earnings climbed to $467 million, 
compared with $395 million in the 
first quarter of 1956 and $378 mil- 
lion in the fourth quarter. 


Paul Moore Fined 


FREEPORT, Tex. — Paul E. 
Moore, Freeport car dealer, has 
been fined $7,500 and given a one 
year’s suspended conviction for in- 
come tax evasion. 
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385, $1,340, $1,280; Custom (8) Victoria, 


BUICK—’'56 Century Hardtop, $1,960* (ps); 
station wagon, $1,875. '55 Century Hard. 








300; 2-dr., $1,180, $1,175, $1,105; 
* > gee (6) 4- an,” $1,050 050, '95” Fairlane Model Breakdown top, $1,600° (ps); Special 2-dr., $1,505, 
Use -Car Aucti on ] r. 1 ces (pe), $1, 306%, Es: cnet 260, a -| OFf Auction Averages 31,050"; Gen tu oy yar, ase 
020. Crest Victoria, $915° (ps); Special 2-dr., $375; RM 4-dr., $370* ( Ps). 
Ranch wagen, $810; Custom 4-dr., $425°. Aug. 1957 = July June 51 Hardtop, $350*, °50 4-dr., $435, $225; 
3550 Pa on dane ‘$380 ent 2a = bp Sgn roe aa capes a0 - “*55 (62) Hardtop, $2,650° 
; 4-dr., ’ ¥ “he -dr., —_ ?° ardtop, ,65 
(Continued from Page 42) $270*, $265. 1957. $2,175 $2,213 $2,198 (ps). "52 (62) 4-dr., $975* (ps), 50 4. 





















at ° dr., $640*, $475*. 
dr, $680. '54 Bel Air 4-dr., $920°, $730; | $2,860°. ’55 coupe de Ville, $2,725° (ps); | MyySON "56, Hornet Hardtop, | §$1,015°.) 1956 ep SD | evaseae or Corvette, $2,000; Tee + 
Bai Ais conv, $710". "O62 A-dr., $420°,| 580°; “conv.” $2a55o ‘Eldorado, $2,-| caiseR—'52 conv., $320.” i acicsariones 1,196 §=61,202 = 1,171 | ‘ten (8) station wagon, $2,350°, '56 Cor- ‘" 
$190, $178. "61 4-ar., $310", $300°,| gen0%, ‘1 dcar’ esse. "Bo ade, gains’ | LINCOLN —'57 Premiere 4-dr., $3,700°| 1954 830 830 g49 | vette, $2,535; Bel Air (8) conv., $1,880* ti 
$230; 2-dr., $240; coupe, $275*. '50 4-dr., , S (ps). ’56 Premiere coupe, $2,675* (ps). (ps); 2-dr., $1,445; Two-ten (8) Hard- HU 
—_— + Coupe, , *’ OMe tens. 4 = eas; v4 a. hs ’53 Capri 4-dr., $715* (ps). 522 538 553 top, $1,750°, $1,485; station wagon, $1,- LI? 
, ° ; MERCURY—’57 Monterey 2-dr., $2,300* 630; 4-dr., $1,410; Two-ten (6) 4-dr., ; 
CHRYSLER—'53 Windsor 4dr. $410. '52| Two-ten (8) 4-dr., $1,845*. '56' Bel Air| (ps). '56 Montclair Hardtop, $1,865° (ps). 334 345 359 | $1,290. ‘58 Bel Air (8) 2-dr., $1,595°, ( 
4-dr., $410. '51 4-dr., $330, $270. (8) sport coupe, $1,600*; conv., $1,595°,| °55 Monterey coupe, $1,390°; Custom 2- 222 248 249 $1,545*, $1,465*; 4-dr., $1,350*; Two- $ 
DeSOTO—'56 Firedome station wagon, $1,-| $1,500°; Two-ten (8) 4-dr., $1,520°, $1,-| dr..-$1,000*: 4-dr., $970°. '54 Custom 4- ten (8) 2-dr., $1,185*; Two-ten (6) 4- MF 
800° (ps). 53 Firedome 4-dr., $475* 350*, $1,285°, $1,275°, $1,185*; Two-ten dr., $745*. °53 4-dr., $700°; 2-dr., $525*. 185 199 192 dr., $1,130. °54 Two-ten 2-dr., $910; 4- ( 
(ps). °51 4-dr., $230°. (6) 4-dr., $1,265°, $1,255°, $1,250, $1,-| NASH—'56 Custom Rambler $1,685*, $1,- Overall dr., $800, $665; Bel Air 2-dr., $830, $800: 3 
DODGE—'54 Coronet station wagon, $790; ase? $1,200. 55 Bei Air (6) Hardtop, $1,-|° 550. 55 Rambler, $1,150*. ’54 Ambassa- ver: —— ce One-fifty business coupe, $400. °53 Bel I 
Royal 4-dr., $800°. '53 4-dr., 2 at $390°. 455°, $1,300°, $1,200°; Bel Air (8) sport| dor club coupe, $1,010*; Rambler club Average $ 872 $ 891 $ 893 Air 4-dr., $765; conv., $700; 2-dr., $580; $ 
"62 Wayfarer 2-dr., $170. "51 4-dr., $170. coupe, $1, 380°; Hardtop, $1,050*; 4-dr., coupe, $530°. °53 Hardtop, $655*; sta- Two-ten 2-dr., $570, $565, $555*. °52 4 
FORD—'57 Fairlane (8) 500 Victoria, $2,-| $660; Two-ten (8) 2-dr., $1,000; Two-| tion wagon, $295. 4-dr., $555, $525; 2-dr., $420, $395. °51 NA 
, $2,050; conv., $2,375* (ps), $2,200;| ten (6) 4-dr., $900, $845. '54 Two-ten | OL DSMOBILE — ’57 (88) Super Holiday,| Plaza 4-dr., $690. '53 Hardtop, $530. ’52| 2-dr., $320.''49 2-dr., $265; conv., $215, 
Town sedan, $2,190* (ps); 2-dr., $1,-| (6) station wagon, $820. '53 Hardtop,| $2.650* (ps). '56 (98) Holiday, $2,335*| Cambridge 4-dr., $365. $200; club coupe, $115. OL 
700°, ‘56 Fairlane (8) 2-dr. $1,450; $790, $715; Two-ten 4-dr., $595. '52 2- (ps), $2,250* (ps); (88) Super 2-dr., $2,- | PONTIAC—'’56 Star Chief Catalina, $1,830* | CcHRYSLER—’55 Windsor. Hardtop, $1,625* ( 
Main 2-dr., $970, 'SS Thunderbird, $2,-| r., $410°. "51 2-dr., $255°. 230° (ps), $2,175* (ps), $2,140* (ps),| (ps), $1,575*; Chieftain 2-dr., $1,380*.| (ps), '52 NY 4-dr., $500. : ( 
100° (ps), $2,075; Fairlane (8) conv., | CHRYSLER—’56 NY St. Regis, $2,150°* $2,135* (ps); conv., $2,085* (ps), $2,- ’55 Star Chief Catalina, $1,415* (ps), DeSOTO—’55 Firedome Hardtop, $1,470* ‘ 
$1,360°; Custom (8) 2-dr., $1,050; 4- (ps). ‘55 Windsor Hardtop, $1,425°*, $1,- 005* (ps); (88) 4-dr., $1,815*. '55 (88) $1,350*; Chieftain 4-dr., $1,230*. ’54 (ps), '51 4-dr., $250* , ; , 
r., $810. "54 Ranch wagon, $910; Crest 375°. °54 NY conv., $1,000°, '52 2-dr., Super Holiday, $1,700* (ps); (98) Holi- Star Chief Catalina, $950* (ps); 4-dr., DODGE—’55 Ro 1 (8) La 1 PL 
4-dr., $790, $720; Custom (8) 2-dr., $315°*. day, $1,670* (ps); (88) 2-dr., $1,560*%.| $475*; Chieftain 4-dr., $650*. '53 conv., 350°: jc (8) 4dr. g900°. ‘ 
$690; 4-dr., $665; Main (8) 2-dr., $460. | DeSOTO—'56 Firedome 4-dr., $1,675°, $1,-| ‘54 (98) Holiday, $1,420* (ps), $1,405*| $705*; Catalina, $675* (ps), $570* (ps);| Coronet (8) 4dr., $505°.’ 52 Meadow 
"53 Custom (8) Victoria, $760°; 4-dr.,/ 670° (ps). ’55 Firedome 4-dr., $1,200*| (ps). °53 (98) 4-dr., $750* (ps); (88)| 4-dr., $355*. ’51 4-dr., $235°. aeaie aul $205.” . owe | 
$680°; $530°, $450°; station wagon, (ps). '53 4-dr., $260°. Holiday, $715*; (88) Super 4-dr., $630* | STUDEBAKER — ’57 Champion (6) 2-dr., ee . 
$725*. '53 Custom (8) 4-dr., $335; Cus-| DODGE—'56 Custom 4-dr., $1,480*, ’55| (ps), $420°. ’52 (88) Super 4-dr., $355°.| $1,545. '55 4-dr., $1,145* (ps). '53 Com-|FORD—'56 Fairlane (8) station wagon, ! 
tom (6) 4-dr., $240°. ‘51 2-dr., _ $320; Royal (8) Lancer, $1,295*; Coronet (8) | PACKARD—’54 Clipper 4-dr., $850*. mander Hardtop, $440; 2-dr., $225*. $1,875°*; Victoria, $1,805*, $1,635 ; 20 ! 
ou, $260; station wagon, $310. "50 2-| 2-dr., $1,080*, $1,060*. '54 Coronet (6) | PLYMOUTH—’57 Belvedere (8) Hardtop, | WILLYS—’53 Aero Lark 2-dr., $275. dr., $1,400; Custom (8) 4-dr., $1,480°, PC 
$195, $160, $120. | 4-dr., $635°%; Meadowbrook (8) 4-dr.,| $2,150*; 4-dr., $1,800*. 56 Belvedere (8) | MISCELLANEOUS—'55 Austin Healy 2-| $1,245. '55 Fairlane (8) Victoria, $1,400°; 
HUDSON ‘S54 Hornet 4-dr., $660°. $485. 2-dr., $1,385*, $1,365* (ps); Savoy (8)| dr., $1,255. Custom (6) station wagon, $1,275, $1,- | 
LINCOLN—'52 Cosmopolitan 4-dr., $610° | FORD—'57 Fairlane (8) 500 Victoria, $2,- 4-dr., $1,270*, $1,180; 2-dr., $1,225. °55 240°; 4-dr., $1,160, $1,075; a 2-dr., | 
(ps). 140° (ps), $1,850° (ps). '56 Thunderbird, Belvedere (8) Hardtop, $1,290*%; conv., PORTLAND. ORE $990, $845. 54 ee eee tas o: 2- 
MERCURY—'57 Commuter station wagon,| $2,375; Fairlane (8) conv., $1,655°; Vic- $1,220°; 4-dr., $1,210* (ps), $1,020*; ° . dr., 3735 (ps). 5 ustom (8) 2-dr., | 
$3,100° (ps). "56 Medalist 2-dr., $1,100.| toria, $1,620* (ps), $1,615° (ps), $1,-| Savoy (8) 4-dr., $795; Plaza (6) 2-dr.,| (Portland Auto Auction, Inc, Sale every| $775°; 4-dr., $550°, $530°; 2-dr., $460, 81 
‘65 Monterey 4-dr., $1,130; Custom 2-| 565°; station wagon, $1,435°; sedan, $1,- $740. °54 Belvedere coupe, $§740* (ps); | Monday. Prices are for sale of July 30.) (Continued on Page 45, Col. 1) _ 
dr., $880. "53 conv., $450°. ‘52 coupe, 





600°, "S51 4-dr., $250°. | 


NASH—'56 Rambler station wagon, $1,- | 
650. ‘54 Metropolitan conv., $670. ‘52 
sport coupe, $395 
OLDSMOBILE—'S7 (88) Super conv., $2,-| 
860° (ps). ‘S55 (88) Holiday, si, 58° | 
(ps). "54 (88) Holiday, $1,290°. "53 cee | ’ 
4-dr., $870°, $750° (ps). "51 4-dr., e 
PACKARD — ‘57 Clipper 4-dr., $2.650° r 
(pe). "51 4-dr., $110°, "SO 4-dr., $115. | 
PLYMOUTH 


_ "56 Belvedere (8) station | 
=, $1,550°:; Savoy (8) 4-dr., $1,390°; 
$1,150. "55 Savoy (8) coupe, $1,- 


Sfp es opportunity of a lifetime 





station wagon, $590; Savoy 4-dr., $400. 
PONTIAC—’S4 Chieftain (8) 2-dr., $680. 


p= -solid sterling silver by 


wikis ’s3 4-dr., $320. "52 2-dr., $290. 
MISCELLANEOUS — ‘ST Lioyd, $835; 
Isetta 3-passenger, $920. ‘54 Chevrolet 
%-ton panel truck, $290. "53 MG conv., 
$810. "50 Oo Ford %-ton pickup, $220. 
DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 
Prices are for sale of July 26.) 


ments) 

BUICK—'ST Super Riviera, $2,650° (ps). 
"56 Special station wagon, $2.055° (ps); 
Riviera, $1,800°; Century conv., $1,850° 
(ps). “S65 RM Riviera, $1,580° (ps); 
Special Riviera, $1,330°; Super 4-dr., 
$1,.285° (ps). "55 Special 2-dr., $1,295°.| | 
"64 Special 4-dr., $700. 

CADILLAC—'ST (62) coupe, $4,200° (ps), 
$3.060° (ps). "S4 (62) 4-dr., §2,040° 
(ps), $1,915° (ps), $1,750° (ps). "52 4- 
dr., $725*; coupe, $645°. ‘49 4-dr., $270°, 


$110°. 

"ST Bel Air (8) coupe, $2.,- 
O75*. "S56 Bel Air (8) 4-dr., $1,030°, $1,- 
@25*, $§$960°; Two-ten (8) 2-dr., $950, 


Imagine, the classic elegance of Rondo pattern— 
crafted in heavy solid silver by Gorham—on your 
own table! You’ll own sterling known through- 
out the world— masterpieces created by America’s 
Leading Silversmith. 

That’s because FrRAM and your Fram whole- 
saler are cooperating to bring you this outstand- 
ing offer. Fram, by underwriting a’ substantial 
portion of the cost, gives you this opportunity to 


$005°, $895, $860; Two-ten (6) 4-dr., 

$005*, $865. $850. ‘S4 Bel Air coupe, : : 

$500"; 2-dr.. $805.53 Two-ten, coupe, get your Gorham Sterling — with the purchase of 
$00, Bel ‘air 4dr, $0n5*, "$588, $485° FRAM merchandise — at a fraction of the price 
(ps). "62 conv. $440; 2-dr., $320, $310°, you'd pay on ir 


coupe, $370 
— Firedome Hardtop, %$1,640° 


popox— "53 Coronet 2-dr.. $350°. 
FORD— ‘ST Retractable Hardtop, $2,905* 
(ps), $2,.885° (pe), $2.795° (ps), $2,785° 
(ps); Fairlane (8) 500 conv.; Victoria, 
$1.240°; Country sedan, $1,930; Custom 
, $1,800. "56 Fairlane (8) conv., $1,- 
665°: 4-dr., $1,600° (ps), $1,.410°, $1,- 
270; Victoria, $1,320°; Custom (8) 4- 
dr., $1,205, $1,190, $1,150, $1,140, $1,120. 
"SS Fairlane (8) Victoria, $1,295°, $1,- 
110° (ps); Custom (8) 2-dr., $905, $890, 


LINCOLN ST Capri coupe, $3,490° (ps). 
MERCURY—'56 Monterey coupe, §*,780* 
(ps). ‘55 Montclair coupe, $1,400°. ‘53 
coupe, $600, $525*; 4-dr.. $645°, $540, 
$510, $475, $390. "52 coupe, $245°. 
NASH 55 Statesman 4-dr.. $1,015°. 
OBDSMOBILE — ‘56 (88) Super Holiday, 
$2,125° (ps). ‘55 (88) Super Holiday, 
$1,535°. ‘S3 (88) 2-dr.. §675°, $540°; 


And, Fram makes it so easy for you to obtain 
your solid sterling silver! You may start your 
sterling with a place-setting of four graceful 
pieces—place fork, salad fork, place knife and 
spoon. Or, if you wish, with your choice of any 
single piece. You’ll be amazed at how quickly 
you'll have a complete table service for twelve! 

Now is the time to start on your way to a 


complete service of solid sterling silver by Gor- 
ham. Your Fram wholesaler has full details!* 


ay 





conv., $320° (ps). 51 (88) 2-dr., $225. 

"50 Holiday, $225°. 
PLYMOUTH 57 Belvedere (8) Hardtop, 4-piece 

$2.200° (ps), $2,.190° (ps). "56 Savoy (8) 

4-dr., $1,150, $1,145, $1,140, $1,130. $1,- place setting 

110, $1,090; Belvedere conv., $1,500°. ‘55 RONDO 

Savoy (8) 2-dr., $870°, $845. °54 P’aza 

: a” 3 
<r. $340. "53 4-dr., '$405*. °51 2-dr., PATTERN 


PONTIAC—'5SS Star Chief 4-dr., $1,235°. 
"54 Star Chief Catalina, $940°. 53 Cata- 
lina, $640*; 4-dr.. $520°, $505*, $465°, 
$380°. °S1 4-dr.. $215*, $200° $180°, 
$130°. °50 station wagon, $105*. °49 


2-dr., $100. 

STUDEBAKER — °57 Silver Hawk 2-dr., 
$1,275°. ‘53 Champion 2-dr., $335°. ‘52 
4-dr.. $190°. 

WILLYS—'53 Aero Eagle coupe, $325. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of July 30.) 
(Sela 223 cars out of 335 consign- 


—56 RM Riviera, $2,180* (ps); , P $24.00 
wy ae Riviera, $2,065* (ps), $1,970* - 
(ps); Riviera, $2,000. (ps). 55 : , j 24 6 a at leadin 
Super Riviere. siaed° (ps); conv., $1,- ; ; ) ) 
240°; Century conv., $1,425* (ps); Spe- “4 jewelers | 
cial conv., $1,385* (ps); sedan, $1,095°. P . : 
"64 Super ——, $1,265° (Pe); | Cen- ¢ Ps Ja everywhere 

Riviera, $1,150°; Special ra, “ 


. 'S3 Special conv., $610*; Super P Pz S 
Sivere, $515*, $300°. ol Riviera, $325°. a ; Fed. tax incl. 


OADILLAC—'56 (60) 4-dr., 00 (ps); 
conv., $3,375 (ps); (62) 4-dr., $2,975°, 
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$1,335; Two-ten (6) station wagon, $2,- Super 4-dr., $1,285* (ps). "53 (98) 150°; set Foie i oe Sn ee 
195, $1,150, '54 station wagon, $935°; conv., $910* (ps). ioe” $1,760" 56 Seantey por ee 5 
° e 4-dr., $820, $765*, $625; Bel Air (6) | PLYMOUTH—’57 Savoy (8) 2-dr., $1,715. $1,750° (ps); Victoria (6) 2-dr., $1,525°; 
Used-Car Auction Prices _ || ii. 88° "% St: 8 | “eer, Gonmrton Fe 88) Sint Ge Aga) a, 
-_d Oo "52 2-dr., $290. voy -dr., $900. ‘55 ’ ‘Thunder 75° ; 
Ss e r CHRYSLER — '57 NY Hardtop, $3,135 | PONTIAO — °57 Chieftain 4-dr., $2,400°.| $1-250. Wapen tae G1 ike, Ganenn aa 
(ps); Windsor Hardtop, $2,630*. ‘56 ‘56 Star Chief Catalina, $1,875* (ps). 2-dr.. $900*. '54 Custom (6) 4-dr,, $790*; 
Windsor Hardtop, $2,625° (ps). ’55 NY| °55 Star Chief Hardtop, $1,400°; Chief-| 95 14,'' $735 °53 (6) 4-dr. station wagon, 
Hardtop, $1,815* (ps). "54 NY 4-dr.,| tain 2-dr., $1,140*, $1,135*. "54 Chief-| $7052. "Custom (6) 4-dr., $460. ’51 Vic- 
(Continued from Page 44) $1,010* (ps). ’53 NY 4-dr., $640° (ps).| tain 4-dr., $615°. ‘53 Chieftain Cata-|} 171, ’ 499: Custom (6) 4-dr., $400; 2- 
‘ ’52 4-dr., $265* (ps). lina, $800*. Ws s "4 -dr. 145, ‘47 «club 
$425; Main (8) 4-dr., $475. '52 2-dr.,; 450; 2-dr., $1,360*. '53 Champion Hard-| p.coro’57 Firesweep Hardtop. $2,460* | STUDEBAKER—’51 4-dr., $125, ©. ite, 9 4-dr, $ 
Two- 515. '51 Victoria, $375; 2-dr., $375, $320. top, $680; 2-dr., $380. (ps). °56 Fireflite conv., $1,835°. ’55| WwILLYS—'50 Jeep, $525. MEROURY—'se 2-ér $1,300, ‘55 Mon- 
Sous ‘50 club coupe, $565; 2-dr., $250; sta- | MISCELLANEOUS — '55 Chevrolet 1-ton| Firedome 4-dr., $1,460° (ps); Fireflite 4- | misonLLANEOUS—'56 Ford F-100, $920.|  terey conv., $1,300°; Custom 4-dr., $1,- 
-880° tion wagon, $285. '27 2-dr., $190. pickup, $975. ’53 Chevrolet 1-ton panel/ dr., $1,290* (ps). ‘55 Ford %-ton pickup, $765%,$750°,| 130. 53 2-dr.. $510, '51 4-dr., $100°. 
a HUDSON—’52 Hornet 4-dr., $460*. truck, $500; Dodge %-ton pickup, $565. | nonpGE—’57 Coronet (8) conv., $2,350°; $710. NASe—~'66 Rasmbier 3675. 
1-80, aS pee ae tee een om, "S150; Dodge orem ge "as. ar aen tes teed o a an a, qa00°. OLDSMOBILE — '56 (88) 4-dr. Hardtop, 
. e » ” ardtop, , ; m ryt : ‘ “i a club co i ° ; " ; 
595%; .. a = "81 Ford %-ton pickup, $415. 48 Ford we ee VALDOSTA, GA. $2,c00", (54 (98) S-ér., 61,000", "SS (88) 
, -ton wrecker, : el truck, . , ” . ion. Sale every -dr., . +» . 
* MERCURY—’56 Montclair Hardtop, $1,595*| , FORD—’57 Fairlane (8) 500 4-dr., $2,520 (Tom Hewitt Auto Auction - o ‘ 
. (ps). "55 Monterey Hardtop, $1,480°, $1,-| ‘40 Ford wrecker, $245. (ps), $2,225, $2,105*; Custom (8) 2-dr., | Friday. Prices are for sale of Aug. 2.) P Ne Ft $y > ae te . 
5800: 390; 4-dr., $1,305* (ps). °54 Monterey $1,725*. ’56 Fairlane (8) 4-dr., $1,725 (A real good sale, Can sell your cars 020. ’55 Savoy (6) 2-dr., $705*; Plaza 
Bel Hardtop, $1,170* (ps); Custom 2-dr., LITTLETON, COLO. (ps); Custom (8) 4-dr., $1,200*; Main| here for the “High Dollar.” The weather | 5) «ar. $560. "53 Cambridge 4-dr., 
6580; $920°. °52 2-dr., $700°; 4-dr., $525. °60 (Colorado - Auto Auction. Sale every (S) (a-6r.. ee o~ a eal, was good. Sold 85%.) ‘ $345. 
"52 4-dr., $325. Monday. Prices are for sale of July 29.) tie: aaa, $1 1. si station wagon BUICK—’57 Special 4-dr., $2,460°. 56 Spe- PONTIAO — °53 Catalina 2-dr., $910*; 
. "Si NASH—’56 Statesman 4-dr., $1,400. °53 |) pycK—'57 Special 4-dr., $2,450*. °56 51070. Sennen 18) ‘oa $775 $650°. cial Hardtop coupe, $1,800*, ‘55 RM 4: Chieftain (6) 2-dr., $325. '52 Chieftain 
$215, Rambler station wagon, $620. Century station wagon, $2,400* (ps); "53 4-dr., $695: conv., $635. 4 > dr., $1,580°; Super conv., $1,210 . 54 (6) 4-dr., $190°. 
OLDSMOBILE—’55 (88) Hardtop, $1,715* Riviera Hardtop, $1,795°, $1,585° (PS). | suincon'57 H. t Hollywood, $2,315* Special Hardtop coupe, $1,115°. °52 > MISOELLANEOUS—’55 Ford (6) %-ton 
625* (ps); (98) Hardtop, $1,710* (ps). '53| °55 RM Riviera, $1,580* (ps), $1,345* | HU 56 H we - $1.485° , station wagon, $2,210°. "51 Special 4-dr., |  Dickup, $750, '52 Chevrolet %-ton pick- 
(88) Super Hardtop, $900° (ps); 4-dr.,| (ps), $1,130* (ps). '54 Super Riviera,|_ (PS). pg ae gy lh « | 8255. 50 Special 4-dr., $240°. up, $350°. "49 1%-ton pickup, $155. 
470* $520; (88) 4-dr., $705*. '51 4-dr., $265*.| $1,150* (ps). '51 Special 4-dr., $300; RM| LINCOLN — '56 Premiere 2-dr., $2,980*° | CADILLAC—'57 (62) conv., $4,410*° (ps). 
| 150 4-dr,, $200°. conv. $150° ’50 4-dr., $100, (ps). 54 Capri Hardtop, $1,250* (ps).| ‘54 (62) 4-dr, $1,900* (ps). BUFFALO 
$1,- PLYMOUTH—'57 Belvedere (8) 4-dr., $2,- | CADILLAC—'57 (62) Seville Hardtop, $5,- | MEROCURY—'57 Montclair 4-dr., $2,255°. | OHEVROLET—’57 Two-ten (8) e.. —- FF 
53 265°, $2,165*; Savoy (8) 2-dr., $2,100*. 400* (ps). °56 (62) Hardtop, $3,650° "56 Custom station wagon, $1,740. °55 000°; Hardtop a ~ ee ne > (Thruway Auto Auction, Inc. Sale every 
lowe '56 Plaza (8) 2-dr., $1,285*. '55 Plaza (ps); coupe de Ville, $3,000* (ps), $2,- Montclair Hardtop, $1,600* (ps); Cus- ten (6) 4-dr., $1,400°. °55 r ( Monday. Prices are for sale of July 29.) 
(6) station wagon, $1,200; Savoy (8) 4-| 805° (ps); sedan de Ville, $3,400* (ps).| tom station wagon, $1,475*; 4-dr., $1,-| Hardtop, $1,330; 4-dr.. station wagon, (Cars moved fast at slightly lower 
dr., $1,020. '53, Savoy station wagon,| ‘52 coupe, $1,160* (ps), $975* (ps). 150°. °54 Monterey 4-dr., $965° (ps)./ $1,275°; 2-dr..  $1.250°; = Twoten (6)! prices. Sold 58 cars out of 91 consign- 
gon, $735. °'52 4-dr., $500, $475; club coupe, | CHEVROLET—’57 Nomad station wagon, ’51 club coupe, $275; 2-dr., $275. Hardtop, $1,150*; 4-dr. station wagon, ts.) 
m5 $355. °51 2-dr., $170. $2,540° (ps); Bel Air (8) sport sedan, | NASH—'57 Rambler station wagon, $2,- $1,075. __54 Two-ten 2-dr., ra —"s BUICK—’56 Special Hardtop, $1,775* (ps). 
aot PONTIAC—'56 Chieftain Hardtop, $1,720°.| $2,265°, $2,090* (ps), $1,815° (ps); | 085; 4-dr., $1,885, $1,720. °55 Rambler| $615. 53, Two-ten 4-dr., $565°. -| "55 Century Hardtop, $1,475* (ps); Spe- 
00°; 55 Star Chief Hardtop, $1,625° (ps); Two-ten (8) sport sedan, $2,125° (ps). 4-dr., $1,245; station wagon, $1,025°*. dr., $355. "50 coupe, $315. °49 club coupe, cial Hardtop, $1,350°. °53 Super ‘4-dr., 
$1,- 4-dr., $1,020*, '52 Chieftain 4-dr., $595*,| °56 Two-ten (8) station wagon, $1,940°,| OLDSMOBILE—’56 (98) Holiday, $2,585*| $145. ; . $590; Special 4-dr.. $530. '52 Special 4- 
ane $500; Chieftain (6) 2-dr., $575. ’52 2-| $1,845*, $1,710°; Bel Air (8) 4-dr.,| (ps); (88) Holiday, $2,275* (ps); (88) | CHRYSLER—'55 NY 4-dr., $1,500°. ar., $200. "SO sedan, $185: Hardtop, 
— dr., $500, $415. ‘51 4-dr., $270, $200,| $1,635*, $1,625°, $1,620; Two-ten (6)| Super conv., $2,200° (ps); Hardtop, $2,-| DODGE—'S6 Coronet (6) conv., $1,620%) gij50 
ae . 4-dr., $1,275. "55 Bel Air station wagon,| 100° (ps). °55 (98) 4-dr., $1,700° (ps).| (ps). ‘53 Coronet 2-dr., $300°. CADILLAC — ‘52 (62) Hardtop, $1,010* 
_ STUDEBAKER—’56 Commander 4-dr., $1,-| $1,650°; 4-dr., $1,500°, $1,480°, $1,350°,| ‘54 (98) Holiday, $1,485* (ps); (88) | FORD—'57 Fairlane (6) 500 conv., $2,- 


(ps). "51 conv., $570*. ‘50 coupe, $605*. 

CHEVROLET—’'55 Two-ten (8) 4-dr., §1,- 
045; 2-dr., $920. ‘54 Two-ten Delray, 
$900*, $615. °53 Bei Air Hardtop, $750; 
station wagon, $685°; Two-ten 2-dr., 
$550; One-fifty 2-dr., $325. '52 Hardtop, 
400; 4-dr., $290°. 

DODGE—'57 Coronet (8) 4-dr., $1,730. "54 
Royal 4-dr., $615*. '53 Hardtop, $570*; 
4-dr., $460°, $340. 

FORD—'56 Fairlane (8) conv., $1,575* 
(ps). °54 Fairlane (8) Victoria, $830*; 
Crest 4-dr., $850°. ‘53 Custom 2-dr., 
$650°; club coupe, $650. ‘52 Custom 2- 
dr., $465*, $325. '51 Hardtop, $300. 

FRAZER—’51 4-dr., $130. 

KAISER—’'54 Manhattan 4-dr., $615°*. 

MERCURY—'57 Monterey 2-dr.. $2,200°. 
‘55 Custom 2-dr., $1,000°; station 
wagon, $1,360°. ‘54 Custom Hardtop, 
$1,015*°; 2-dr., $740. ‘53 4-dr., $685°. 

NASH — ‘55 Statesman 4-dr., $900. '54 
station wagon, $520. '53 Hardtop, $415. 

OLDSMOBILE—'53 (98) Hardtop, $730* 
(ps); (88) Super 4-dr., $775°. 

PACKARD—'54 Clipper 2-dr., $570°. °53 
Clipper 4-dr., $400°. 

PLYMOUTH—'54 Plaza club coupe, $700*. 
‘51 Cranbrook club coupe, $330, $240. 
PONTIAC—'55 Chieftain Hardtop, $1,010*. 
"53 station wagon, $650°; Chieftain 4- 

dr.. $490. "52 Hardtop, $300°. 


STUDEBAKER — '55 Commander station 
wagon, $1,075. 
LOS ANGELES 


(Harold Henry's Los Angeles Auto 
Auction. Sale every Tuesday and Thurs- 
day. Prices are for sale of July 18 and 23.) 
BUICK—'56 Special Riviera, $1,675*, $1,- 

605°. ‘55 Super Riviera, $1,650° (ps), 

$1,450° (ps); RM Riviera, $1,510* (ps); 

Special Riviera, $1,410°, $1,280° ‘54 
RM Riviera, $1,215* (ps); 4-dr.. $740; 





Super Riviera, $1,095* (ps), $1,070*; 
4-dr., $780. ‘53 Super 4-dr.. $495*, 
$455". 

OADILLAC—'57 sedan de Ville, $5,300* 
(ps); (62) coupe de Ville, $5,025° (ps), 
$4,385° (ps), $4,735° (ps); conv., $4,- 
740° (ps). °56 Eldorado Seville, $3,950° 
(ps); sedan de Ville, $3,700° (ps), §$3.- 
650° (ps); coupe de Ville, $3,650° (ps); 
(62) coupe, $3,250° (ps), $3,190° (ps). 
"55 conv., $3,025° (ps), $2,750° (ps); 
coupe de Ville, $2,950° (ps). "54 coupe 
de Ville, $1,375* (ps). ‘53 (62) coupe, 
$1,375° (ps); (60) 4-dr., $1,305° (ps); 
conv., $1,125° (ps). "52 (60) 4-dr., $825° 
(ps). "50 coupe de Ville, $610°; 4-dr., 

| $555. "49 4-dr., $340°. "48 coupe, $240°. 

| CHEVROLET — "S57 Two-ten (8) station 
| Wagon, $2,275*; 4-dr., $1,830°; Two-ten 
(6) 2-dr. station wagon, $1,995; Bel Air 
(8) conv., $2,210* (ps); station wagon, 
$2,100; One-fifty (6) 4-dr., $1,600°. "56 
Corvette, $2,650°; Bel Air (8) station 
wagon, $2,000°; sport coupe, $1,850*, 
$1,815*, $1,810° (ps); sport sedan, $1,- 
660°; 4-dr., $1,695°, $1,655°; Two-ten 
(6) 2-dr., $1,325, $1,290; One-fifty sta- 
tion wagon, $1,250°. "55 Corvette, $2,- 
275°; Bel Air (8) station wagon, §$1,- 
710°; sport coupe, $1,550°, $1,525°; 2- 
dr., $1,400°; Two-ten (8) station wagon, 
$1,540; sport coupe, $1,410°; Delray 
coupe, $1,255*, $1,250°, $1,175*; Two- 
ten (6) coupe, $1,255; 4-dr., $920. "S4 
Corvette, $1,675*; Bel Air conv., $980; 


(Continued on Page 46, Col. 1) 











$ : BLITZ 
Only FRAM Filters give your customers all BATTERY CHARGERS 


Are Money Makers For Any Shop 
because 





of these advantages: 
e Every cartridge individually engineered to car manu- 
facturer requirements. 
e@ Every cartridge sold on an unconditional money back 
guarantee. 


e@ Removes abrasives as small as .000039 of an inch; yet 
will not remove detergents. 

@ Cartridges metal-encased for greater safety and strength. 

e Air filter efficiency of 99.+%. 

e@ Carburetor air filters have a patented built-in gasket that 
absolutely prevents by passing of dirt and dust. 


These are but a few of the many reasons why over Pe ee 
30,000,000 vehicles now on the road are FRAM equipped. 





Fram Filters best! 
BLITZ ELECTRIC CO., lac. 


5718 Wentworth Ave., Chicage 21, tt. 





FRAM Corporation, Providence 16, R.1. ¢ Fram Canada Ltd., Stratford, Ont. 
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MISCELLANEOUS — ’56 Ford (8) %-ton 
pickup, $880. 
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MERCURY—’56 Montclair coupe, $1,800* 
(ps). °55 Monterey 4-dr., $1,395*. 
NASH—’54 Rambler Cross Country, $970; 








-_ — 
conv., $1,290*, $1,205*; 2-dr., $1,040*; 


(6), $1,000; Two-ten (8) Sport coupe, 
$1,245; 2-dr., $1,050. ’54 Bel Air 4-.r., 





* # 
4-dr., $730. $735*, $675*, $635; Two-ten club cou 
Used-Car Auction Prices MASON CITY, TA. | ocitiudlie sr os), nusay, s2.one| ¥ran,’ Lae” foi, “Woses"Detrs "eRe 
(Central States Auto Auction. Sale every (ps); (88) Holiday, $2,610* (ps). ‘56 coupe, $650. °53 Bel Air 4-dr., $575* 
Wednesday. Prices are for sale of July 31.) (88) 4-dr., $1,640*, °55 (88) 4-dr., $1,- (ps); club coupe, $800*; Two-ten 4- -cr., 
(Demand here is very strong for wag- 150, '54 (98) 4-dr., $1,365* (ps); (88)| $575, $535*, $510°, $470, $450, $375¢, 
(Contineeé trem © 45) ons. Consignments not up to demands Super Holiday, $1,300*. $345; 2-dr., $435. ‘52 SL Deluxe 2- ar., 
Pag with northwestern states buyers here ah oy Clipper 4-dr., $1,010*, ’53 Sane. ‘ose 51 SL Deluxe 4-dr., 
‘ . ‘ 4 : every week. 100 degree temperature -dr., $515*. Rk 1 Air club coupe, $250; 
Two-ten 4-dr., $825 , $705. 53 Bel Air — $250° ; -?.. $110; FL Deluxe 2-| slowed down activity.) PLYMOUTH—’56 Savoy (8) 4-dr., $1,150. Carryall, $170; SL Deluxe 2-dr. i 0, PLY} 
sport coupe, $705; 4-dr., $565; Two-ten , $195; 4-dr., $165 1CK—’ ’ , 7 , f . ’ 
4-dr., $625°, $615; club coupe, $595; ounvsLEn ss" NY a tg or By my -— gn why EF ied Nt 
One-fitty é $550 68 Gatien’ Wann. ; nT Deluxe 4-dr., $565* oy Riviera, $1,450* (ps); Century Rivi- 4-dr., $535*, $455, $390. CHRYSLER—’56 NY St. Regis club coupe, PON’ 
$550*, °51 club coupe, $245, ’50 station (pe); 3 ¥ 4-dr., $310 (ps); conv.’ $430*. $1,390*. °54 Super Hardtop, $1,010*, | PONTIAC — ‘56 Chieftain 4-dr., $1,645*| $2,000* (ps). 55 Windsor 4-dr., $1,219° top 
wagon, $350; 2-dr., $135. >-- $100°. OADILLAC—'55 Eldorado, $3,150" "(ps):| (8). ’56 Chieftain coupe, $1,305°. ’54| (ps). '54 Windsor 4-dr., $370*. ee 
cones ioe ~ on 4 " “a - , # owermnster 4-dr., $340* (62) coupe de Ville, $2, 765* (ps). '53 Chieftain 2-dr., $645*. ’53 Chieftain sta- | DeSOTO—’53 Fire Dome 4-dr., $300*, stu! 
CHR R~ mperial 4-dr., $4,875 ps). juxe 4-dr., $285*, '51 Cus-| (62) 4-dr., $1,060* (ps). '51 (62) 4-dr. tion wagon, $550. , cou 
ee 54,87 iam aiden : ° j DODGE—’53 Coronet (8) 4-dr., $230*; (6 
Ps perial dr., 5 $3,165*. °55 r., $190. $840°. MISCELLANEOUS — ’55 Chevrolet %-ton 4-dr., $155. ; , wit 
NY Hardtop, $1,925* (ps). 53 NY Hard-| DODGE—’54 Royal 4-dr., $745*. °53 Cor- | OHEVROLET—’57 Bel Air (8) 4-dr., $2,-| pickup, $920. '54 Ford F-600, $650; De- ‘D—57 MISC 
top, $630° (ps). "49 NY 4-dr., $175*,| onet 4-dr., $645; Meadowbrook 2-dr.,| 125%, $2,120; Two-ten (6) 4-dr.. $1,-| livery truck, $325. '53 Chevrolet %-ton| 0 ™ D>’57 Fairlane (8) conv. $2,245¢ pic 
DODGE—'56 Coronet (8) Lancer, $1,650;| $375*, $235. '51 Meadowbrook 4-dr.,| 640°. '56 Bei Air (8) sedan $1,600; | pickup, $635. (ps); 2-dr., $2,140° (ps); Main (6) 2- up, 
Custom Royal Lancer, $1,605° (ps), ’53 $200.50 Wayfarer 2-dr., $100. Two-ten (6) 2-dr.. $1,210. ° Bel Air ° dr., $1,405. °56 Country sedan (8) 9- 
Coronet (8) club sedan, $560, ’52 Coro- FORD—’56 Custom (8) 2-dr., $1,190. ’55 (8) Sport coupe, $1 270: 2-dr $1,230°: FLINT. MI pass., $1,675*; Fairlane (8) 2-dr., $1- 
net club coupe, $380°: 4-dr., $225°. Fairlane (8) Victoria 2-dr., $1,030*; 4-| Two-ten (6) 4-dr.. $855. °54 Two-ten ’ CH. we ey Oe 
FORD—'57 Thunderbird, $3,380° (ps), $3,-| 4%. $1,010; 2-dr., $1,010; Custom (8)| 4-dr., $760. °53 Bel Air 2-dr., §715*;| (Flint Auto Auction. Sale every Wednes-| Goniont io) dean, gobee ae Main (G 
230° (ps), $3.175* (ps): Fairlane (8)| ‘4-4F., $1,005, $1,000. 54 Ranch Wagon| Two-ten 4-dr., $660, $645*, $625; 2-dr.,| day. Prices are for sale of July 31.) on SS) 2S. Be oe ee (eee 
500 conv.. $3,000° (ps), $2,220* (ps);| (8), $910; Crestline (6) 4-dr., $700. '53| $585, $545, $460. 7 : = (There seems to be # scarcity of 1955 2-dr., 9636; 4-dr., 5000; Custom (8) 4- Aug 
Victoria, $2,250° (ps), $2,200*; Custom| Custom (8) 2-dr., $550, $440. '52 Main| CHRYSLER—’'55 NY 4-dr., $1,540* (ps).| amd. 1956 cars. There also is a sudden dr., $525; Country sedan (8), $890°. '53 | 
(6) 4-dr.. $1,600, °56 Thunderbird, $2,-| (8) 2-dr., $325. "50 Custom (8) 4-dr.,| ‘53 Windsor 4-dr., $675*. ‘52 NY 4-dr.,| demand for this type of merchandise SE ho, Ce. (Se Seen (5) mer 
805° (ps), $2,595°; station wagon, $1,-| ,, $125. $290°. : . | Leeks ike prices will remain geod duc | _2-°".,_ $935°. 50 Custom (8) 2-dr., $330. BUI 
840; Fairlane’ (8) Victoria, $1.668*; 4.| HUDSON—'52 Hornet (6) 4-dr., $320, DeSOTO—'55 Firedome (8) 4-dr., $1,295*,| to this demand. Sold 100 out of 146 | HUDSON—'S4 Super Wasp 2-dr., $190. cis 
r., $1,505* (ps); Custom station wagon, | KAISER—’53 4-dr., $225. $1,285°. ov" "| offerings.) LINCOLN—’51 Capri 4-dr., $165*. $2 
$1,620° (ps); Victoria, $1,485: 2-dr..| MEROURY — '56 Hardtop, $1,465*. ’52| DODGE—'sé Sierra station wagon, $1,-| BUICK—'56 Special 2-dr., $1,675*; 4-dr.,| MERCURY—'55 Montclair 4-dr., $1,150*. st 
$1,165, °55 ‘Thunderbird, $2,300°, $1.- Custom 4-dr., $400*. 875°. °55 Coronet (8) 4-dr., $1, 175°. '54 $1,580°. 55 Super 4-dr. Hardtop, $1,535* 54 Monterey 4-dr., $805*; Custom 2-cr., at 
850°; Fairlane (8) Victoria, $1,565* (ps), NASH—’53 Rambler station wagon, $610; Coronet station wagon, $755. ’53 station (ps); Hardtop Riviera, $1,405* (ps); $735*. °53 Custom 4-dr., $400. ’52 Cus- (Pp 
$1,350°; conv., $1,375; Custom (8)| ,.2-dr. station wagon, $550. wagon, $700*. °52 4-dr., $220°. Special 4-dr., $1,290*. '54 Special Rivi-| _ tom 4-dr., $165°. 45 
Ranch ‘wagon,’ $1,245; 4-dr., $955, '54| OLDSMOBILE—’55 Super (88) 4-dr., $1,-| FORD—'57 Thunderbird Hardtop, $2,950*.| era Hardtop, $1,035*. 53 RM conv., NASH—’55 Rambler station wagon, $930. $1 
Victoria, $860*; Custom (8) 4-dr., $795°;| 485°. "53 (88) 4-dr., $760*. '51 (98)| '56 Fairlane (8) 4-dr., $1,585°. 55 Coun-| $725*; Super 2-dr. Hardtop, 2 at $640*; "53 Statesman 4-dr., $370. co 
4dr, $750, $730, $725°, $635, $630; | ,, Hardtop, $275. °50 (88) 4-dr., $100°. try sedan, $1,080, $1,030; Fairlane (8)| Special 4-dr., $550; RM Riviera 2-dr.,| O-DSMOBILE—'57 Super (88) 4-dr., $2,- co 
Skyliner, $775. '53 station wagon, $800, PLYMOUTH—’56 Belvedere (8) Hardtop,| 2-dr., $995*. '54 Grest 4-dr., $785* (ps);| _$480* (ps). 410° (ps). ‘56 Starfire conv., $2,250° 20 
§745; Victoria, $630°: 4-dr. $610, g605,| $1:590; Savoy (6) 2-dr., $1,035. °53| Custom (8) 2-dr., $890*. '53 Custom 2- CHEVROLET — ’56 Two-ten (8) station| (PS); Deluxe (88) club coupe, $1,765; St 
$590, $525. "52 Victoria, $540*; 4-dr., Cranbrook club coupe, $455; 4-dr., $440; dr., $550; 4-dr., $595, $465; conv., $450; wagon, $1,700*; (6) 2-dr., $1,000; Bel (88) 2-dr., $1,500°. °55 Super (88) 4- Py 
$375, $360, $250, $200, ‘51 Victoria’| C®™bridge 4-dr., $440. '50 Special De-| Hardtop, $730. "52 Main 2-dr., $410. Si] Air (8) 2-dr. Hardtop, $1,550°; (6) dr., $1,430°. °54 Super (88) Holiday er 
$345, $335, $295. $275, $220; coupe, | plUxe 4-dr-, $215. Victoria, $425°; 2-dr., $150. 2-dr., $1,430°, $1,350; One-fifty (6)| Coupe, $1,175°. °52 Super (88) 4-dr., ‘5 
$145. °50 coupe, $535; 4-dr., $190; 2-dr., | "ONTIAC” "SS Chieftain (870) 4-dr., $1,-| HUDSON— "SS Hornet 4-dr., $1,025. "53 Jet} 2-dr., $1,115. ’55 Bel Air (8) station $475°. "51 Super (88) 4-dr., $140°, $100°, 3: 
$185, $120. '49 4-dr., $135, ; (860) 4-dr., $1,050. '50 2-dr., $220. 4-dr., $305. wagon, $1,555*; 2-dr. Hardtop, $1,285*; (Continued on Page 47, Col. 1) cAI 
KAISER—'52 2-dr., $155. "51 4-dr., $105. - 
LINCOLN—’57 Premiere coupe, $4,200° 













































































(ps), $3,970° 
$2,850° (ps), 


(ps). °56 Premiere coupe, 
$2,725° (ps). "54 Capri 
coupe, $1,440° (ps). ‘53 coupe, $850° 
(ps). °52 coupe, $545*°, $485°. 
Y—’57 Montclair coupe, $2,725* 
. "56 Montclair coupe, $1,900*° (ps); 
Monterey sedan, $1,730°; Custom Phae- 
ton, $1,670*. °54 Monterey coupe, $905; 
.. §$760* (ps). "53 coupe, $665°; 4- 
dr., $575°. °51 club coupe, $220°. °50 
coupe, $135. °49 4-dr., $140. 
NASH—'55 Rambler Cross Country, $1,- 
375°. ‘54 Rambler 4-dr., $750. ‘53 
Rambler conv., $350. °51 station wagon, 


$240, $225. 

OLDSMOBILE—'S7 (88) 2-dr., $2,300°. "56 
(98) Holiday, $2,040° (ps); 4-dr., $1,- 
950°, $1,820°. "55 (88) Super Holiday, 
$1,755° (ps), $1,650° (ps); 2-dr., $1,- 
010; (98) 4-dr., $1,600° (ps). "54 (88) 
Super Holiday, $1,490° (ps), $1,475* 
(ps); (98) 4-dr., $1,215° (ps). "53 (98) 
Holiday, $810°, $765°; (88) Super conv., 
$625*: conv., $610° (ps); 2-dr., $395°. 
"S2 Holiday, $385*. *51 conv., $295°. 

PACKARD—'48 Limousine, $250. 

Belvedere (8) Hardtop, 

4-dr., $1,860°; Savoy 
"56 Savoy (8) 

club sedan, $1,- 

4-dr., $1,125. "55 
"54 Belvedere 4- 

$315. °50 station 
wagon, 


25. 

PONTIAC—'57 Chieftain Catalina, $2,- 
255°. °56 Safari station wagon, $2,135° 
(ps), $2,100° (ps); Star Chief Catalina, 
$1,900° (ps); Chieftain Catalina, $1,- 
00°. °S5 Star Chief Catalina, $1,500°; 
coupe, $1,445° (ps); conmv., $1,295° (ps); 
Chieftain 4-dr., $1,255° (ps). ‘54 Chief- 
tain 4-dr., $640°, $585*. "53 2-dr., $610; 
Catalina, $570; 4-dr., $485, $425. ‘52 
Catalina, $500°, $390°; 4-dr., $375*. 

ER — °*S4 Champion coupe, 
$530. "53 4-dr., $395. = 2-dr., $145. 

WILLYs—'48 Jeepster, $185 

MISCELLANEOUS —’'57 Austin Roadster, 
$2,600; Volvo 2-dr., $1,725. "56 Metro- 
politan, $1,165; Volkswagen, $1,475. °55 
Chevrolet %-ton pickup, $1,035; Stude- 
baker \%-ton pickup, $880; Volkswagen, 
$1,225. '54 Chevrolet %-ton pickup, $750, 
$720; Minx conv., $825; MG, $1,225. 
"53 Chevrolet %-ton pickup, $700; Dodge 
%-ton pickup, $535. ‘52 Minx conv., 
$285. *51 Ford %-ton pickup, $345; GMC 
%-ton pickup, $420. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Aug. 1.) 
(Prices seem te be wavering. Probably 
early introduction of "58 mod- 


$1,470* ; 
(8) 

$895. 

sedan, 


BUICK — ‘57 Special conv., $2,600°. ‘54 
Super 4-dr., $1,075*. "53 Special Riviera, 
$7056* (ps); Super conv., $660° (ps). 


CADILLAC—'55 (62) coupe, $2,335* (ps). 
OCHEVROLET—'57 Bel Air (8) 4-dr. Hard- 
—., $2,210°. "55 Bel Air (8) 4-dr., $1,- 

: Two-ten (8) 4-dr., $1,000; One- 
arty’ (8) 2-dr., $735. "54 Two-ten 4-dr., 
$640. ‘53 Two-ten club coupe, $570; 2- 
’52 Bel Air 2-dr., 
., $260°, $240*, 
$130. ‘51 Bel Air, 
125. 


Special 2-dr. 
"50 SL Deluxe 


Suburban, 


TURNTABLES 
* 
Manufactered by 
7 
Macton Machinery Co. 
DYKE LANE 
Stamford 2, 


men who look | : 


FOR 
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(ps). '56 NY 4-dr., $1,750* (ps). 55 
Windsor Nassau, $1,675* (ps), $1,495* 
(ps); conv., $1,590° (ps); 4-dr., $1,465°* 


az a 
(ps); Imperial 4-dr., $1,625* (ps); NY 
Used-Car Auction Prices ide, ‘$100" (pe). “Si NY Hardtop, 
‘55 Firedome 4-dr., $1,200* (ps). 
"53 Firedome conv., $440*; Powermaster 
4-dr., $300*. ’°52 Firedome Hardtop, 
(Continued from Page 46) $330* (ps); 4-dr., $245* (ps). 


DODGE—’57 Custom Royal (8) 4-dr., $1,- 
PLYMOUTH—’55 Plaza club sedan, $785.; $4,725* (ps); coupe seville, $5,105* (ps); | 990* (ps). °56 Coronet (8) 2-dr., $1,- 








presents Floyd Ret- 
containing a leather 


’53 Cambridge 2-dr., $290. (62) conv., $4,500* (ps). "56 (62) sedan, 110°. ’55 Royal (8) Lancer, $1,215* (ps), 
oupe PON TIAC—’ 56 Chieftain (8) 2-dr. Hard- $3,605* (ps), $3,500* (ps); conv., $3,- $1,100*, $1,095". °54 Royal (8) 4-dr., 
2198 top, $1,600*. °55 Chieftain (8) 2-dr. 390° (ps); coupe, $3,225* (ps), $3,200*| $670*. '53 Coronet (8) 4-dr., $400*. 
Hardtop, $1,300*. (ps). °55 (62) coupe de Ville, $2,650* | roRD—’57 Fairlane (8) 500 Victoria, $2,- 
STUDEBAKER — 52 Commander club (ps); 4-dr., $2,450* (ps), $2,275* (ps); 045*, $2,000* (ps); Ranch Wagon, §$1,- 
coupe, $230*; $120. conv., $2,350* (ps); (60) 4-dr., $2,250* 800*, $1,490, $1,435*; Ranch Wagon, 
; (8) WILLYS—’55 in ‘$490°. (ps). ’54 (62) 4-dr., $1,980* (ps), $1,-| (ps)’ $2,575* (ps); Country sedan, $1,- 
NEOUS — ’54 Chevrolet %-ton 800* (ps); coupe, $1,830* (ps). "53 (62) 835. °56 Thunderbird Hardtop, $2,600° 
245° pickup, $655. °53 Chevrolet %-ton pick- 4-dr., $1,195*, $1,150* (ps); conv., $850*. $1,420*; Fairlane (8) Victoria, $1,520*, 
) 2 up, $570. "Bl (62) 4-dr., $645*, $320°; coupe, $1,275; conv., $1,495*, $1,450*; 2-dr., 
) 9. $595*. '50 4-dr., $215*. 49 4-dr., $200°.| $1'415*, $1,400*, $1,255, $780; ‘Custom 
$1- CHICAGO CHEVROLET—'57 Corvette, $2,850; Bel| (8) 2-dr., 1,200, $1,150; 4-dr., $1,190, 
(6) Air (8) conv., $2,190*; Sport coupe, $2,- $1,180, $1,000. '55 Fairlane (8) Victoria, 
"ea anee a. Auto —— 075* (ps); 4-dr., $2,000*, $1,985. '56| 2 at $1,335; Country sedan, $1,330; 
every ursday. ces are for sale 0 Bel Air (6) conv., $1,600*; Sport coupe, conv., $1,250*, 1,045; Ranch Wagon, s 
) 4 | ang. 1.) $1,595*; 2-dr., $1,525°; Two-ten (8) 4-| $1,130; 2-ar., 51.118, Custom (8) 4-ar..| Fhe “Red Book" Man— 
53 (Seid 327 cars out of 491 consign- dr., $1, 595° (ps), $1, 340, $1,240; Two-ten $1,000, $855; 2-dr., $1,000. °54 Country 
8) ments.) (6) 2-dr., $1,260, $1,150; 4-dr., $1,220;| sedan, $925; Crest’ (8) Victoria, $750*.| Eleanor Schaefer 
330, BUIOK—’57 Century 2-dr., $2,425*; Spe- Bel Air (8) 2-dr., $1,590", $1,245; One- "53 Custom (8) 2-dr., $590; 2-dr., $300;| mier a package 


cial 2-dr., 2,165*. °56 Super Riviera, fifty (6) station wagon, $1,525, $1,505. Main (8) 4-dr., $280, $275; Crest Vic- 
$2,240* (ps), $1,925*, $1,875*; Special "55 Bel Air (8) Sport coupe, $1,340* toria, $600. °51 station wagon, $400. 


briefcase as part of the festivities at the 


50°, station wagon, $2,124 (ps); Riviera, 2} (ps), $1,320*, $1,275°; 4-dr., $1,325*,| MUDSON—’55 Hornet 4-dr., $955*. °54| Ken Schaefer Auto Auction, Indianapolis, 
ar., at a dace et >. aL $1,275*; on ae ee aan Hollywood, $620*. celebrating Retmier's 25 years as the 
Sus- (ps). °55 era, ’ ps), 7 (6) conv., ’ > ’ 3. 4-dr., ; COLN—’53 Capri coupe, $755*. * 
455° (ps), $1,395° (ps); Super conv.,| Two-ten (6) station wagon, $1,315: 4-dr.,| MEROURY—'56 Montclair Phaeton, $2,-|'¢®ding salesman of Red Book. Oversee- 
930. $1,350* (ps); conv., $1,325*; Special} $1,050; Delray 2-dr., $1,190*, $910*;| 150° (ps); Custom 2-dr., $1,450, $1,425, | ing the presentation is Jack Kesler, man- 
conv., $1,350° (ps); 4-dr., $1,310*;| One-fifty (6) 2-dr., $800, $700; 4-dr.,| $1,245. ’55 Montclair coupe, $1,595* (ps), | ager, Schaefer auction. 
$2,- coupe, $1,250*. °54 Super Riviera, $1,- $740. '54 Bel Air conv., $970*, $950*; $1,480*,  $1,400°, $1,340*; Monterey 
50° 205*, $1,150*, $1,040*; 4-dr., $760° (ps); | 2-dr., $930*, $820*, $700; coupe, $820*;| coupe, $1,295*; 4-dr., $1,050*, $1,006*; 
5%; Special 4-dr., $980°. °53' RM conv., 4-dr.. 725; Two-ten station wagon, $950. Custom 4-dr., $1,195*. °54 Monterey Ambassador 4-dr., $1,270°; Statesman 
4- $720*: Riviera, $705*, $670*; Super Rivi- 53 Two-ten 2-dr., $685; Bel Air 4-dr., ——, $915*; 4-dr., $805*; Custom 4- Country club, $750°; Rambler Cross 
day era, $595*, $585*, $500*; conv., $575*.| $675, $525°; Sport coupe, $675, $565, $875* (ps). °53 Custom 4-dr., $690*; | Country, $1,135. , $550°. 
dr., "S52 Super conv., $345*; Riviera coupe, $535°. °51 4-dr., $280°*; Sport coupe, a coupe, $640*, $630*. OLDSMOBILE—’57 (98) Holiday, $3,195* 


ahead Know the name is 


CARTER 


owe, 








MODERN FUEL SYSTEMS 































































































—— brine on 
his. y’s Sainiins competitive situation you’ ve gat to keep 
BPS. Gal. Ao 2s arpa ode x €% 
ahead! CARTER keeps you covered from both angles. Leading — g 
tera independent manufacturer of complete, modern automotive fuel ‘e7 
systems... with sensational new CARTER engineering develop- ’ 
aS ments now taking final shapé for your future profits! =A 


- 










































designed to the low lines 
of America’s Newest Cars 
...mew CARTER AFB 
Four-Barrel Carbureter 











CARBURETOR 


° $280°. $250. NASH—’56 Statesman 4-dr., $1,300*; (ps). °56 (98) Holiday, 
CADILLAC—’57 (60) 4-dr., $5,150 (ps), | CHRYSLER—’57 Imperial 4-dr., $3,800* Rambler Cross Country, $1,750°. "55 $2,170* (ps); (88) Holiday, $2,075* (ps), 





$2,255° (ps), 


—— 
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$2,000*, $1,820°. '55 (88) Holiday, $1,- 
700* (ps); (88) Super Holiday, $1,525*° 
(ps). °54 (88) Super Holiday, $1,085*; 
conv., $1,075*; (88) 2-dr., $960° ; (98) 
4-dr., $1,055* (ps). '53 (88) 4-dr., $695*; 
2-dr., $695*, $680°; (98) 4-dr., $650° 
(ps); Holiday, $550*. ‘52 (98) 4-dr., 
$455*; (88) 4-dr., $345°. 

PACKARD—’55 (400) coupe, $1,510* (ps). 
’54 Clipper Hardtop, $975* (ps); 4-dr., 
$815*, $680°. °53 Clipper 2-dr., $330*. 

PLYMOUTH—’57 Savoy (8) 2-ar. $1,785*. 
’56 Savoy (8) station wagon, #, 690°, 2 
at $1,650°; Belvedere (6) Hardtop, $1,- 
590°; Plaza 4-dr., $1,050. 55 Plaza (8) 
station wagon, $1,215*; 2-dr., $860; 
Plaza (6) 4-dr., $500, $450; Belvedere 
(8) Hardtop, $1,100*; Savoy (8) 4-dr., 
$970, $910; 2-dr., $880. '53 4-dr., $335; 
2-dr., $275. "52 2-dr., $250. 

PONTIAC—’'56 Star Chief tonv., $1,830* 
(ps), $1,725*; Catalina, $1,790* (ps), 
$1,640°. '55 Star Chief Catalina, $1,330* 
(ps), $1,175*; Chieftain 2-dr., $1,130*. 
’54 Chieftain 4-dr., $630°. °53 Catalina, 
$735*, $630°; 4-dr., $475°. ‘52 4-dr., 
$250*; station wagon, $245*. "50 Cata- 





STUDEBAKER—’'56 Power Hawk, $1,345*; 
Commander 4-dr., $960. ‘55 President 
2-dr., $1,035*; Commander 2-dr., $875*. 
"52 4- dr., $250. 

MISCELLANEOUS— '57 Volkswagen coupe, 
$2,500; 2-dr., $1,750. ‘56 Volkswagen 
conv., $1,605. "55 Volkswagen sedan, 
$1,170. 


SEATTLE, WASH. 


(South Seattle Auto Auction. Sale every 

Wednesday. Prices are for sale of July 31.) 
(Definite shortage of cars. Lots of 
buyers went home empty handed, Sold 
139 out of 224 offerings.) 

BUICK—’57 Special Sport coupe, $2,545*. 
’56 Century station wagon, $2,345* (ps); 
Super 4-dr. Hardtop, $2, 100° (ps). °S6 
Special station wagon, $1,775*; 4-dr., 
$1,340° (ps); 2-dr., $1,095*; Century 
4-dr. Hardtop, $1,525* (ps); RM Sport 
coupe, $1,400° (ps). "54 Century station 
wagon, $1,495* (ps). ‘51 Super Sport 
coupe, $445°. 

OCADILLAC—'53 coupe de Ville, $1,540° 
(ps). 

CHEVROLET — '57 Bel Air (8) station 
wagon, $2,655*; Sport coupe, 2 at §2,- 
295°, $2,285°, $2,280°; Two-ten 4-dr., 
$2, 0i0*, $1,850, $1,830; Bel Air (8) 2- 
dr., $1, ‘950°. "56 Two-ten (8) 2-dr., $1,- 
640°, $1,500*; (6) 4-dr., $1,250; Bel Air 
(8) 2-dr., $1,575°. "55 Bel Air (8) 4-dr. 
station wagon, $1,620°; 4-dr., $1,456*; 
(6) 2-dr., $1,320°; Delray (8) $1,256, 
$1,150° (ps); (6), $1,195; Two-ten (6) 
4-dr., $1,230, $1,025, $970, $900; 2-dr., 
$990. "54 Bel Air 9 pass. station wagon, 
$1,150*; Sport coupe, $920° (ps). '53 Bel 
Air Sport coupe, $845° (ps); Two-ten 
4-dr., $745°; 2-dr.. $620°. ‘52 Bel Air 
Sport coupe, $545*; 4-dr., $435°. $430*, 
$350°. ‘51 Deluxe 4-dr., $230, $180. ’50 
Deluxe club coupe, $340. "49 Deluxe 2- 
ir., $215. 

CHRYSLER—'50 Windsor 2-dr., $120°. 
DeSOTO—'55 Fire Dome (8) Sport coupe, 
$1,595°. "49, $160, $120; conv., $100, 
DODGE-—'53 Coronet Sport coupe, §706*. 

"49 4-dr., $115. 

FORD — ‘57 Fairlane (8) conv., $2,385* 
(ps); 500 Victoria, $2,325* (ps); Custom 
(8) 4-dr., $2,095°. "56 Custom (8) Ranch 
Wagon, $1,710*° (ps); Fairlane (8) 4-dr., 
$1,620° 2-dr., $1,520°.; "55 Thunderbird 
Hardtop, $2,165; Fairlane (8) Victoria, 
$1,375, 1,355°; Custom (8) 4-dr.. §1,- 
075, $920. '54° Main (6) Ranch Wagon, 
$860. ‘53 Custom (8) Country sedan, 
$970; Victoria, $530; Custom (6) 4-dr., 
$600°; Main (6) 2-dr., $490. "52 Custom 
(8) 2-dr., $555°. "51 Deluxe 4-dr., $235*, 
$210°. ‘49 Custom 4-dr., $195*. 

HUDSON—'S4 Hornet 4-dr., §710*. "48 4- 
dr., $125. 

LINCOLN—’'54 Capri Sport coupe, $1,310* 
(ps). "49 4-dr., $115*. 

MEROURY—'5S Montclair conv., $1,520° 
(ps); Sport coupe, $1,495°. "53 Monterey 
4-dr., $540°. ‘51 4-dr., $160. "49 4-dr., 
$150. 

NASH—'55 Statesman 4-dr., $1,060°. ‘51 
sattion wagon, $195*. 

OLDSMOBILE—'56 Super (88) 4-dr., $2,- 
080° (ps). "55 (88) Sport coupe, $1,575*. 
"54 (98) Sport coupe, $1,575* (ps). ‘53 
Super (88) conv., $925*; 4-dr., §720* 
(ps). "50 (98) 2-dr., $140°. "49 (98) 
Sport coupe, $150*. 

PACKARD —’55 Constellation, $1,450° (ps). 
"52 (200) 2-dr., $360°. 

PLYMOUTH—’56 (8) station wagon, $1,- 
720; Savoy (8) 4-dr., $1,450°, $1,400*; 
(6) 4-dr., $975°. '55 Belvedere (6) 4-dr., 
$1,195*; Plaza (6) 4-dr., $795. "54 Bel- 
vedere (6) 4-dr.. $650°. ‘53 Cranbrook 
4-dr., $400. °51 Concord 4-dr., $185. "50 
Concord 4-dr., $145. °48 2-dr., $125. 

PONTIAC — ‘53 Chieftain Deluxe 2-dr., 
$610°; 4-dr., $495. ‘51 Deluxe 4-dr., 
$195°. ‘50 4-dr.. $135°, $120°. 

STUDEBAKER—’'57 President 4-dr., §$1,- 
995°. "52 Commander 2-dr., $245°. ‘51 
Commander 4-dr., $190°. ‘50 Land 
Cruiser, $125*; Champion 2-dr., $115. 

MISO EOUS — '56 Chevrolet %-ton 
pickup, $1,450; Ford %-ton pickup, §1,- 
020. '55 Chevrolet chassis and cab, $ 
%-ton pickup, $885. "54 Chevrolet \-~- -ton 


(Continued on Page 52, Col. 3) 
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Over 50 Percent 
Of Dodge Trucks 

* 
Sold with V-8s 

DETROIT.—V-8 engines now 
power 54 percent of all the Dodge 
trucks sold, and are gaining steadily 
over six-cylinder engines, it is re- 
ported by John Naughton, director 
of truck and fleet sales. 

The first V-8 offered on a Dodge 
truck was a 145-horsepower engine 
which set & new world endurance 
mark in 1953 for 
trucks by carry- 
ing a half-ton 
pickup 50,198 
miles in 50 days, 
Naughton re- 
called. 

Although only 
2.5 percent of all 
Dodge trucks sold 
that year were 
powered by the 

Ze Power-Dome V-8 
4. B. Naughton engine, the num- 
ber rose to 38 percent in 1954 and 
to 50 percent in 1955, he added. In 
1956 there was a slight decline to 
46 percent due to the fact that 
several large fleet orders were for 
six-cylinder engines, but the upturn 
in V-8 engines was resumed this 
year, he said. 


Naughton said that the 54 per- 
cent figure for V-8 engines during 
the first half of 1957 probably will 
be exceeded when sales figures for 
the full year are compiled. 

Gains for automatic transmis- 
sions in Dodge trucks also were 
reported by Naughton. Although 
automatic transmissions have be- 
come available only in recent years 
in other than light duty trucks, 4 
percent of all Dodge trucks sold in 
1956 had automatic transmissions, 
he said. This figure rose to 5.6 per- 
cent during the first six months of 
1957. 

During the same time, Naughton 
said, 9% percent of all Dodge half- 
ton trucks have been sold with 
automatic transmissions. 


U.S. Rubber Net 
> 
Off Slightly 

DETROIT.—Net profit of United 
States Rubber Co. for the first six 
months of 1957 was $18,140,234, com- 
pared with $18,659,106 in the same 
period last year. 

Included in this year’s net profit 
is $3,500,000 from the sale of the 
company’s wire and cable business 
to Kaiser Aluminum and Chemicai 
Corp. on Feb. 1. 

Net sales for the first half came 
to $451,298,696, compared with $464,- 
095,454 in the first half of 1956, In 
the first half of each year, net 
profit was 4 percent of sales. 
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The following advertised - delivered 
prices include the suggested base fac- 
tory list prices, Federal excise ta 
amounts and suggested dealer delivery- 
and-handling charges. Not included are 
variable items passed on to the retail 
buyer, such as State and local taxes, 
transportation charges and optional 
equipment. 


Century—4-dr. sed., $3,234; , 
$3,354; 2-dr. hardtop, $3,270; conv., 
598; 4-dr. 2-seat hardtop stat. wag., $3,- 
706. Super—4-dr. hardtop, $3,681; 2-dr. 
hardtop, $3,536; conv., $3,901. Roadmaster 
—4-dr, hardtop, $4,053.33; 2-dr. hardtop, 
$3,944.33; conv., 066.33. Roadmaster 
“75°’—4-dr. hardtop, $4,483.33; 2-dr. hard- 
am'¢ Power steering standard on Super, 
$4,373.33. (Dynafiow standard on Cen- 
oo. Super, Roadmaster and Roadmaster 
Roadmaster and Roadmaster ‘‘75.’’ 
brakes standard on Roadmaster ‘‘75.’’) 


CADILLAC — Series 62 — 4-dr. hardtop, 
$4,780.96; 2-dr. hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., 
$5,292.96; Eldorado Seville 2-dr, hard- 
top, $7,285.96; Eldorado Biarritz conv., 
$7,285.96; Eldorado Brougham 4-dr, hard- 


Imperial 
Matic, power steering, power brakes stand- 
ard.) 


CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $100.) One-fifty— 
4-dr, sed., $2,048.32; 2-dr. sed., $1,996.32; 
util, sed., $1,885.32; 2-dr. 2-seat stat. wag., 
$2,307.32. Two-ten—4-dr. sed., $2,174.32; 
2-dr. sed., $2,122.32; club cpe., $2,162.32; 
4-dr. hardtop, $2,270.32; 2-dr. hardtop, 
$2,204.32; 2-dr. 2-seat stat. wag., $2,- 
402.32; 4-dr, 2-seat stat. wag., $2,456.32; 
4-dr. 3-seat stat. wag., $2,563.32. Bel Air— 
4-dr, sed., $2,290.32; 2-dr, sed., $2,238.32; 
4-dr. hardtop, $2,364.32; 2-dr. hardtop, 
$2,299.32; conv., $2,511.32; 4-dr. 2-seat 
stat. wag., $2,580.32; 2-dr. 2-seat Nomad 
stat. wag., $2,757.32. Corvette—Hardtop 
cpe. or conv. (V-8 only), $3,465.32. 
CHRYSLER — Windsor — 4-dr. sed., $3,- 
088; 4-dr. hardtop, $3,217; 2-dr. hardtop, 
$3,153; 4-dr. 2-seat stat. wag., $3,575; 
Saratega—4-dr. sed., $3,718; 4-dr. hard- 
top, $3,832; 2-dr. hardtop, $3,754. New 
VYorker—4-dr. sed., $4,172.50; 4-dr. hard- 
top, $4,258.50; 2-dr. hardtop, $4,201.50; 
conv., $4,638; 4-dr. 2-seat stat. wag., $4,- 
745.50, 300-C—2-dr. hardtop, $4,929; conv., 
$5,359. (TorqueF lite, power steering stand- 
ard on Saratoga and New Yorker. Torque- 
Flite, power brakes standard on 300-C.) 


CONTINENTAL — 2-dr. hardtop, $9,- 
966. (Turbe-Drive, power steering, power 
brakes standard.) 

DeSOTO — Firesweep — 4-dr. sed., $2,- 
777.25; 4-dr. hardtop, $2,911.75; 2-dr. hard- 
top, $2,835.75; 4-dr, 2-seat stat. wag., 
169.25; 4-dr. 3-seat stat. wag., $3, io. 25. 
Firedome—4-dr. sed., $2,957.75; 4-dr. hard- 

2-dr. hardtop, $3,084.75; 
conv., 


486.75; 4-dr. hardtop, $3,670.75;  2-dr, ‘hard- 
top, $3,613. 75; conv., $3,890.25; 4-dr. 2-seat 
stat. wag., $3,981.75; 4-dr. 3-seat stat. 
wag., $4,123.75. 2-dr. hardtop, 
$3,996.75; conv., $4,272.25. (ToerqueF lite 
standard on Fireflite and Adventurer. Power 
brakes standard on Adventurer.) 
DONGE—Coronet 6—4-dr. sed., $2,451; 
2-dr. be 370.25. 
sed., $2,558.50; 2-dr. 
hardtop, $2,665; 2-dr. iy ; 
conv., $2,841.50. Reyal V-8—4-dr. " sed., $2,- 
711.50; 4-dr. hardtop, $2,818; 2-dr. hard- 
top, $2,768.50. Custom Reyal V-8—4-dr. 
sed., $2,881; 4-dr. hardtop, $2,991; 2-dr. 
hardtop, $2,920; conv., $3,146. Station) 
Wasgons—2-dr. 2-seat Suburban, $2,861; 
4-dr. 2-seat Sierra, $2,946; 4-dr 3-seat | 


* | top, $5,293.50; 





Sierra, $3,073; 4-dr. 2-seat Custom Sierra, 
$3,087; 4-dr, 3-seat Custom Sierra, $3,215. 
FORD—/(Prices are for 6-cyl. models. 
For V-8s, add $99.98.) Custom—4-dr, sed., 
$2,041.88; 2-dr, sed., $1,990.60; bus, 2-dr., 
$1,878.64. Custom 300 — 4-dr, sed., $2,- 
156.56; 2-dr. sed., $2,105.28 
4-dr. sed., $2,286.36; 2-dr. sed., $2,235.08; 
4-dr. hardtop, $2,357.44; 2-dr. hardtop, $2,- 
292.80, Fairlane 500—4-dr. sed., $2,332.68; 
2-dr. sed., $2,281.40; 4-dr. hardtop, $2,- 
403.76; 2-ar, hardtop, $2,339.12; conv., $2,- 
505.32; retractable hardtop cpe, (V-8 only), 
$2,942.05. Station Wagons — 2-dr. 2-seat 
Ranch Wagon, $2,300.72; 2-dr. 2-seat Del 
Rio Ranch Wagon, $2,397.32; 4-dr. 2-seat 
Country sedan, $2,451.32; 4-dr, 3-seat Coun- 
try sedan, $2,556.08; 4-dr. 3-seat Country 
Squire, $2,683.64. Thunderbird — hardtop 
cpe. (V-8 only), $3,408.12. 
HUDSON—Hornet Super V-8—4-dr. sed., 
$2,820.80; 2-dr. hardtop, $2,910.80. Hornet 
Custom V-8—4-dr. sed., $3,010.75; 2-dr. 
hardtop, $3,100.80, (Power brakes standard 
on Custom.) 
IMPERIAL — Imperial — 4-dr. sed., $4,- 
837.50; 4-dr, hardtop, $4,837.50; 2-dr. hard- 
top, $4,735.50. Crown—4-dr.; sedan, $5,406; 
4-dr, hardtop, $5,406; 2-dr. hardtop, $5,- 
268.50; conv., $5,597.50. LeBaron—4-dr. 
sed., $5,742.50; 4-dr., hardtop, $5,742.50. 
Limousine prices not available. ( ue Flite, 
power steering, power brakes standard.) 
LINCOLN—Capri—4-ar. sed., $4,794; 4- 
dr, hardtop, $4,794; 2-dr. hardtop, $4,649. 
Premiere—4-dr. sed., $5,293.50; 4-dr. hard- 
2-dr. hardtop, $5,148.50; 
conv., $5,381. (Turbe-drive, power steering, 
power brakes standard.) 
MERCURY — Monterey — 4-dr. sed., $2,- 
644.80; 2-dr. sed., $2,575.80; 4-dr. hardtop, 
$2,762.80; 2-dr. hardtop, $2,692.80; conv., 


$3,004.80. Montelair—4-dr. sed., $3,187.80; | 


4-dr. hardtop, $3,316.80; 2-dr. hardtop, $3,- 


235.80; conv., $3,429.80. 


Turnptke Cruiser— 
4-dr. hardtop, $3,848.80; 2-dr, hardtop, $3,- 
757.80; Pace Car conv., $4,102.80, Station 


Wagons — Commuter — 2-dr. 2-seat, $2,- 
902.80; 4-dr. 2-seat, $2,972.80; 4-dr. 3- 
seat $3,069.80. Voyager — 2-dr. 2-seat, 
$3,402.80; 4-dr, 3-seat $3,569.80. Colony 
Park 4-dr. 3-seat, $3,676.80. (Mere- 
O-Matic standard on Montclair, Turnpike 
Cruiser, Voyager and Colony Park. Power 
steering and power brakes standard on 
Turnpike Cruiser.) 


NASH — Super V-8—4-dr. 
sed., $2,820.80; 2-dr. hardtop, $2,910.80. 
Am Custom V-8—4-dr. sed., $3,- 
010.75; 2-dr. hardtop, $3,100.80. (Power 
brakes standard on Custom.) 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard- 
top, $2, 932. 47; 2-dr. hardtop, $2,854.47; 
conv., $3,182.47; 4-dr,. 2-seat stat. wag., 
$3,202.47; 4-dr. 2-seat hardtop, stat. wag., 
$3,313.47. Super 88—4-dr. sed., $3,030.47; 
2-dr. sed., $2,968.47; 4-dr. hardtop, $3,- 
257.47; 2-dr. hardtop, $3,180.47; conv., $3,- 
447.47; 4-dr. 2-seat hardtop, stat. wag., 
$3,541.47. Series 98—4-dr. sed., $3,740.55; 
4-dr, hardtop, $4,012.55; 2-dr. hardtop, $3,- 
936.55; conv., $4,216.55 (Jetaway Hydra- 
Matic, power ‘steering, power brakes stand- 
ard on Series 98.) 


PACKARD CLIPPER—4-dr. sed., $3,212; 
4-dr. 2-seat stat. wag., $3,384. (Flighto- 
matic standard.) 

PLYMOUTH—(Prices are for 6-cyl. mod- 
els. For V-8s, add $100.) Plaza—4-dr. sed., 
$2,054.75; 2-dr. sed., $2,008.50; bus. cpe., 


dr, sed., $2,147.25; 4-dr, hardtop, $2,317.25; 
2-dr. hardtop, $2,229. Belvedere—4-dr. sed., 
$2,309.75; 2-dr. sed., $2,263.50; 4-dr, hard- 
top, $2,418.50; 2-dr. hardtop, $2,348.50; 
conv. (V-8 std.), $2,638. Fury—2-dr. hard- 





$1,898.75. Savoy—4-dr, sed., $2,193.50; 2-| 





— 


top, $2,925.25. Station wagons—2-dr. 2-seat 
Deen $2,330.25; 2-dr, 2-seat Custom, §2,. 
440; 4-dr, 2-seat Custom, $2,493.75; ‘4dr, 
3-seat Custom, $2,648.75; 4-dr, 2-seat 8 
$2,621.75; 4-dr, 3-seat Sport, $2,776.75. 


PONTIAC — Chieftain — 4-dr. sed., $2, 
527.39; 2-dr, sed., $2,463.39; 4-dr. hardtop, 
$2,614.39; 2-dr. hardtop. $2,529.39; 2-dr, 
2-seat stat, wag., $2,441.39; 4-dr. 3-seat 
stat. wag., $2,898.39, Super Chief—4 -dr, 
sed., $2,664.39; 4-dr. hardtop, $2,793.39; 
2-dr, hardtop, $2,735. 39; 4-dr. 2-seat siat. 
wag., $3,021.39. Star Chief—4- dr. deluxe 
sed., $2,839.39; 4-dr, custom sed., $2,896.39; 
4-dr. hardtop, $2,975.39; 2-dr. hardtop, $2,- 
901.39; conv., $3,105. 39; Bonneville conv. 
(fuel injection), $5,782. 39; 2-dr. 2-seat 
Safari stat. wag., $3,481.39; 4-dr, 2-seat 
Safari stat. wag., $3,636.39. (Hydra-Matie, 
power steering, power brakes standard on 
Bonneville.) 


RAMBLER — Deluxe Six — 4-dr, sed., 
$1,961.45. Super Six—4-dr. sed., $2,122.65; 
4-dr, hardtop, $2,207.65; 4-dr. 2-seat stat. 
wag., $2,409.65. Custom Six—4- dr. sed., 
$2,212.65; 4-dr. 2-seat stat. wag., $2,499.60, 
Super V-3—4-dr. sed., $2,252.60; 4-dr, 2- 
seat stat. wag., $2,539.65. Custom V-8—-4- 
dr, sed. $2,342.65; 4-dr, hardtop, $2,427.65; 
4-dr, 2-seat stat, wag., $2,629.65; 4-dr. 2- 
seat hardtop stat. wag., $2,714.60, Rebel y- 
8—4-dr. hardtop, $2,785.90, 


STUDEBAKER—Scotsman 6—4-dr. sed., 
$1,826; 2-dr. sed., $1,776; 2-dr. 2-seat 
stat. wag., $1,995. Champion 6—4-dr, cus. 
tom sed., $2,048.99; 4-dr. deluxe sed., $2,. 
170.79; 2-dr, custom sed., $2,000.59; 2-dr, 
deluxe sed., $2,123.09. V-3— 
4-dr. custom sed., $2,173.29; 4-dr. deluxe 
sed., $2,295.09; 2-dr. custom sed., $2,123.59; 
2-dr. deluxe sed., $2,246.09, President v-8 
—4-dr, sed., $2,407.29; 2-dr. sed., $2,357.99, 
President Classic —4-dr. sed,, $2,538.82. 
Station Wagons—2-dr., 2-seat Pelham 6, 
$2,381.59; 2-dr. 2-seat’ Parkview V-8, $2,- 
504.69; 4-dr. 2-seat Provincial V-8, $2560. 72; 
4-dr. 2-seat Broadmoor V-8, $2,665.97. 
Hawks—Silver Hawk 6 cpe., $2,141.59; 
Silver Hawk V-8 cpe., $2,263. 17; Golden 
Hawk V-8 2-dr. hardtop, $3,181. 82, (Over- 
drive standard on Golden Hawk, Heater 
standard on Scotsman.) 


New Commercial Car Registrations, 
All States for Six Months, 1957-1956 


by 
are released here weekly, as 
compiled by R L. Polk repre- 
sentatives in state capitals. 


Truck registrations states 


Mack 


Stude- 
baker 


Reo White | Willys | Misc. 







































































37 States Previously "57 27| 13075) 160) 2085) 13486! 2674) 4165) 632 1097} 282) = 597| 9 «977|—S ss 781! + 39050 

Reported for June 56 Zi| 14612] —_199|_—-3175|_12856| 3941/5361] 639 188} 439|— 79/4] _—-478|_-43702 

California "57 2905 | 21) 514) 2845) 476) 383) 2p By 43) 53; 166] 409|—«7870 

"56 2910; 5|_—A9|—-2732|_—B10] bs | 38} 68} 114) = 257; «= 397] = 8693 

Georgia "57| 632) 5| 62) = 114 149 30) 3 * 23 33 14, 1826 

56) et HM] 25| iW 33 22 9} 2102 

lowa 57) 5 " | 406) 4 178 ij 3) 5 8) "i 24) «1121 

‘S| | 45] SC |S 213 1 3| 10 9 6 4] 1208 

Kentucky ‘57 | | 444 4 s| At 108) 133) j | 7 is 26) 8) 1238 

56 | 513} 2 67} «399 143|_——*132| 7| 4| 18 8 38) 4) 1335 

Lovisiana "7 615) 3 61 553| 8 109) 12] | 9 8) 17 1487 

56) 663) 2| 63} 524) 126 iit} 5 10 i 10} 2 H 1560 

Massachusetts ‘57)| 3 3%) 4 & 315; 77 159 20) 3 7 35 77 4! 1099 

56 10} 431} 15) 227] 492|_—sdtb2 191 55) 10 10 57 50 33) 1743 

Missouri "7 671 6 58 ae 10? 172 8 ‘| 6) 16 16 12)” 15% 

"56| 77 2 102) oi} 219] 4 16 24 5 21| 1728 

New York "7 4| 1256) 23 333; 1239, S89 $3 108: 32) 28 * 154 197| 4171 

‘56 62| 1299) 9| 498) — 1267) 402} — 583) 44} 39] = 40} ~—tS2]_—— st 105) 4741 

Pennsylvania S7 10; 945) 18} 295; «1102; = 265) «487 137) 7 49; «ta 128 77| 3622 

56) 7| 1068) 20) 434) —«1046| 291 457 72 . 32 5 137 33| 3720 

South Carolina 57 | | 659) | 25; 242) 35 43) " | 3 5 5 9) 1037 

‘56 a oe <) ) 3 6 6 2} 43 

Texas ‘57 | | 2335 3) 186; 218! a3 a7i 50) i 28 100 73 573! 

56) | 2565 12} 201|_—«1936| 389) 8 65/ 12 45 108 48 | isl ors 6014 

Washington "57 | | - 3| 75| 446) —Ss«:34 126 26 i 19 is 79; 6i|~—=«éL487 

56) _ 382 5 160) 259 172 134 18 2 8 9 39) 2| 1217 

All States Reported ‘57| 44| 247%) 267|-3849/ 24529| 4651/7015) 1084) 175 | 1078) 1741, 1675) 71335 

For June ‘S6| 100) 26547) ~—301| +5760) 23418) 6943| 8964) 1084) ~—3I1 711; 1324) = 1892) ~—«1146) 78501 

Year 57] | 145840; *1719| +=-24231| 13555! | = 6567|  «1196| +—-3789| —«6775| ‘10707 422812 
To Date 56) 153257} 2030) 29431| 134407) 43326] 54681; 6578) 1545) 5021| 8089) 10586 $5201 456007 





“The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
to the extent of the registrations received a Seen at the time the report is published. 


| exercised to insure accuracy of this re 


R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.’’"—R. 


New Passenger Car Registrations, All States for Six Months, 1957-1956 
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Correspondent George L. Glaser Writes ... 





AUTOMOTIVE NEWS, AUGUST 12, 1957 


Auto Letter from Europe 


OLOGNE, Germany.—While the| parking space and paid a little less 
U. S. readily accepts European| for the cars when I bought them. 


cars in large numbers, American 


However, I traded comfort, ease 


autos are still hampered here by| of driving and endurance, 


high import duties and other re- 
strictions. 

In addition, American cars start 
at engine displacement levels which 
make them noncompetitive with 
most European cars. 

The projected European common 
market with a population of 160 
million will make a number of 
changes in the auto picture and 
should pave the way for an increase 
in imports of U. S.-made cars. 

Cars produced in any country 
in the common market must be 
competitive with others made in 
the market, as all tariff barriers 
are expected to be eliminated. 
United Europe is expected to be 

able to export more than the in- 
dividual countries have. 

One company that is bound to 
profit from the European market 
is GM’s Opel, since it has always 
stressed integrated production and 


modern machinery. 
e = t 


Ventilation Through Roof 
TR intakes and outlets on the 
roofs of sedans are under dis-| 
cussion in Europe where sliding | 
roofs and fold-back roofs are popu- | 
lar. The aim is draftfree ventilation 
without destroying the strength of 
the roof. 
Since cars are low, these ven- 
tilating slots could add to roof 


decoration. 
> > 


> 

Self-Contained Garage 

COMPACT, self-contained ga- 

rage, the Lilibox, is being made) 
in Germany. It holds just the car,/| 
which is driven in on rails. The! 
driver gets out of the car and ga-| 
rage through a sliding door on the) 
side. 

While the garage was. designed 
for European cars, models big 
enough for American cars are being 
produced. | 


Auto Valhalla 
OSE who want to find antique 
cars in operation can visit Ma- 
jorea in the Mediterranean where 
these old forefathers are still in 
operation. 





Intercontinental Road 
A HIGHWAY from beyond the 
Arctic Circle in Norway to the 
southern tip of Africa is under dis- 
cussion. The 3,000-mile roadway 
would put Central Africa in close} 
touch with Europe. | 
If the highway ever is built, I) 
expect it will lead to a boom in| 
sales of air conditioners for buses, | 


trucks and cars. 
> 7” . 


Lloyd Survey 
A CUSTOMER survey by the 
Lloyd factory at Bremen has 
indicated small-car owners want 
some changes made in future cars. 
They want luggage space that 
opens from the outside, front win- 
dows that can be lowered, no draft 
wings in the front window, softer 
springing, steering column gear 
shifting and four-speed transmis- 
sions. 





Watch These Charts 


ATCH out for the charts which 
try to prove how much can be 
saved by buying a small car. 

These comparisons leave out the 
comfort and safety of the Ameri- 
can car. They also leave out the 
durability of the American car 
which can be driven many miles 
between repair stops. 

I have owned several European 
cars. I used less gas, could find a 





Volkswagen Sales Up 


23 Pct. in 1956 


WOLFSBURG, Germany.—The 
Volkswagen automobile works 
has reported that its marks- 
volume sales rose 23.8 percent 
last year to a new record of 1,- 
188,168,327 marks ($425,584,062). 

Some 395,690 cars were pro- 
duced. 





The steering gear on my 
present car lasted 17,500 miles, 
my camshaft and valve lifters 
much less. I have had one Euro- 
pean car on which the steering 
got stuck and a push rod broke 
and fell into the crankcase. 

I do appreciate certain features 





Macmillan to Open 
London Motor Show 


of many European cars. However, 
the marvels have limits, too. If I 
were a car dealer in the U. S., I 
would not bank too heavily on im- 
ported jobs. 

By the way, what do you think 
European customers dream about? 
When they dream about owning a 
new car, they want an American 
car. 


+ = 

New Loewy Car 
- HIS Paris studio, Raymond 
Loewy is designing a new sports 
car to be built on a BMW chassis. 
The car will be produced especially 


* 









LONDON, Engliand.— Prime 


for sale in the U. S. 


Minister Harold Macmillan will e ow ® 


officiate at the opening cere- 
monies of the 42nd annual Lon- 7 Ludwig Loewe plant in Ber- 
don Motor Show at noon, Oct. 16. 

The show, which will be held at 
Earls Court, will run through Oct. 
26. It will be closed Sunday, Oct. 


20. 





a 


Camshaft Lathes 


lathes which are semiautomatic. 


claimed for the lathes. 


lin is specializing in camshaft 


The cutting tools are said to be ; . 
maintained at the e angle dur-| * replaced without pulling hubs. 
ing a job and high accuracy is 





Brake Drums on the Outside— 


One of the features of a five-ton truck produced at the modern MAN plant in 
Munich, Germany, is a wheel setup with the brake drums on the outside. Linings can 


| The AUTOMOTIVE NEWS ALMANAC is a year-round friend. Use it often for 
| statistics, buyer information and personnel data, 








...and you'll sell cars faster...make at least 


an extra $1,040 profit this year! 


HERE’S HOW IT WORKS. You know that most people 
would like a radio in the car they buy. Yet most likely, 
a fourth of the cars you have right now aren’t equip- 
ped with radios. 

You can sell these cars faster (and at a higher price) 
simply by telling prospects these two things: 

You can give them a new Motorola® Car Radio for as 
little as $39.95 and add it to their regular car payments. 

You’ve got a Motorola Car Radio that fits their 
dash perfectly and it can be installed in a matter of 
minutes. 

It usually takes less than five minutes to close the 
deal on a Motorola Car Radio. And if you sell just one 
a week, your profit will be at least $1,040 a year. But 
most car dealers do a lot better than that! 

Car radio sales rose 30% last year. And this year, 
the new transistor-powered Motorola Car Radios are 
selling even faster! 

Transistors last the life of the car. They replace the 
20 parts that cause 75% of the-trouble in other car 


radios. They cut battery drain by 50%, or more! And 
they end ali mechanical noise and vibration. 

So get all the facts on the extra profits you can make 
with Motorola Car Radios. There’s no obligation. Just 
mail this coupon today! 


—— Se allanetieenimaeiamaiammametanataednenstaetemtamiaeiaen 


r 
Motorola, Inc., Dept. AN-8 

| 4545 W. Augusta Bivd., Chicago 51, Illinois 

! 

Attn.: Car Radio Department 

| 

] Please give me all the facts about my profit opportunities in the 
Motorola Car Radio business. Thank you. 

| Name 

| Firm 

| Address 

| 
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29 States Take Action... 





AUTOMOTIVE NEWS, AUGUST 12, 1957 


Compensation Laws Revamped 


NEW YORK.—Laws governing 
unemployment and workmen’s com- 
pensation were revamped in at least 
29 states during 1957. In some 
states, laws on both subjects were 
revised. 

Meanwhile, in the field of wage 
and hour laws, Vermont passed 
a new regulation and a Des 
Moines ordinance has been at- 
tacked in the courts. 

The Vermont law sets the mini- 
mum wage at 75 cents an hour and 
contains a wide range of exemp- 
tions, none of them in auto retail- 
ing. wer minimums are provided 
for learners, apprentices and the 
handicapped. 

The Des Moines ordinance pro- 
vides that those doing city work 
for more than $500, pay the pre- 
vailing wage in the area. A con- 
tractor has challenged it in a suit, 
claiming the law is unconstitutional. 

Highlights in the changes in 
workmen's compensation laws are: 

Higher benefits in Alabama, Cali- 
fornia, Illinois, New Hampshire 





Oklahoma's Greatest Media 
In Circulation, In Prestige 
And In Buying Infivence 


and Oklahoma (for certain claims). 
Rates were reduced in Kentucky by 
an average of 6.7 percent while a 
rate increase was being considered 
in Oklahoma. 

Illinois set up a five-member 
commission empowered to investi- 
gate any fees charged against 
provisions of the act, 

The Michigan Supreme Court 
took a more liberal view of pro- 
tection in a pair of rulings, One 
ruling broadened the meaning of 
accidental injury and the other 


Police Car Rented 


At $185 Per Month 


BRENTWOOD, Pa—The City 
Council has accepted the bid of 
Powers Motor Sales, Inc., to rent 
a Mercury four-door sedan to the 
police department for $185 a 
month. 

The fee includes servicing and 
replacement of the car every 30,- 
000 miles. 
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threw out the distinction for in- 
juries arising out of preexisting 
physical troubles. 

The New York Legislature twice 
passed increases in benefits, but 
both bills were vetoed by Gov. 
Averell Harriman. There was dis- 
agreement on other changes in- 
cluded in the vetoed bills. 

A rate reduction of about 2.6 per- 
cent was approved by the state 
insurance superintendent. 

Important changes in unemploy- 
ment compensation laws included: 

Benefits were increased in Cali- 
fornia, Illinois, Michigan and Wis- 
consin. 

Increased benefits were ap- 
proved by a legislative committee 
in Alabama while liberalized 
terms for benefit eligibility were 
turned down by the Massachu- 
setts Legislature. 

A plan to increase benefits in 
New York met the same fate as 
the bill to increase workmen’s 
compensation benefits. 


A study was released in Utah 


RELIGION 
MEDICINE, Cl 


Put Your Automotive 
Story in the Spotlight 
of Oklahoma's 

Birthday Celebration! A 


ee Beast 

OP ae ele le 1k 
COMMERCE — OCTOBER 13 

CITIES OF OKLAHOMA—OCTOBER 20 

TRANSPORTATION 

FINANCE—OCTOBER 27 

SCHOOLS 


Oh alias 
OKLAHOMA CITY—NOVEMBER 





Legislature included a measure 
prohibiting the sale of automoi:ve 
seat belts or harnesses without 
prior State approval. 

* + *~ 


Referendum Planned 


On Maine Fee Boosts 


Plans to seek a referendum vote 
on driver’s license and car-truck 
registration fee increases enacted 
by the 1957 Maine Legislature were 
announced by Stanley R. Tupper, 
attorney for the Maine Car and 
Small Truck Owners’ Assn. 

The increases were enacted to 
raise about $1 million in additional 
annual revenue to aid in paying off 
a proposed $24 million state high- 
way bond issue being submitted to 
Maine voters at an election Sept. 
9. Tupper said his group believes 
there will be sufficient funds avail- 
able to pay off the proposed bonds 
without the fee increases and that, 
if needed, the fee boosts should 
have been levied against heavy ve- 
suggesting that tax rates for un-| hicles. 
employment payments might be *_ * * 
reduced but no action was taken Gas-Tax Hike in Works 
on @& —- a A bill to increase the state gaso- 

7 line tax from 5 to 6 cents a gallon 
Limits on Belts was passed by the New Hampshire 
Bills enacted by the Pennsylvania} House and sent to the Senate. 


= * - 
Bills to Raise Loan Limits 
Vetoed in Pennsylvania 

Gov. George M. Leader vetoed 
two Pennsylvania bills which he 
said would have raised interest 
rates for those who buy on in- 
stallment plans. 

One of the measures would have 
increased from $2,000 to $3,500 the 
ceiling on loan company trans- 
actions in which interest may ex- 
ceed 6 percent. The other would 
have boosted from $3,500 to $5,000 
the individual installment loan limit 
on which banks may exceed the 6 
percent interest rate limit. 





In 85 countries, the law requires 
a motorist to drive on the left 
side of the road. 





The Wisconsin Legislature de- 
feated a bill to permit cities, towns 
and villages to license cars and 
trucks, The bill would have au- 
EDITIONS thorized a $10 fee for cars and a 

: ws maximum $25 fee for trucks. 
AGRICULTURE * a 

Brake Fluid Bill Gains 

The Alabama House Judiciary 
Committee has reported favorably 
a bill to prohibit sale of brake fluid 
other than approved types. The 
sponsor said it was favored by au- 
tomotive wholesalers as a safety 
measure. 


Durand Advanced 
By General Tire 


AKRON.—Appointment of Alex- 
ander F. Durand as manager of 
new distribution for General Tire 
is announced by L. L. Higbee, trade 
sales manager. 


TRAVEL 


HEALTH 
VIC CLUBS— 


Oklahoma’s 50th Anniversary as a 
state offers you a unique advertising 
opportunity to tell the story of the auto- 
mobile’s place in Oklahoma's past, 
present and future. 


Five sparkling editions of The Sunday 
Oklahoman on successive Sundays will tell 
the story with the October 27 issue 
highlighting transportation and the auto- 
motive story. These editions will be read, 
kept and referred to by business leaders, 
bankers, wholesale and retail trade 
executives — a regular Sunday audience 
of a quarter-million families — plus a 
bonus audience of 50,000 to 100,000 addi- 
tional readers throughout America. 


Your public relations, product or service 
story belongs in the Semi-Centennial Edi- 
tions! Make your space reservations now! 


Published by 

The Oklahoma Publishing Co. 
Represented by 

The Katz Agency 


Durand’s new duties are added 
to his responsibilities as director of 
sales training. He will continue to 
headquarter in Akron. 

Joining General Tire in 1949 as 
a territory manager, he was soon 
promoted to car dealer sales man- 
ager for the New York division. 
Appointed Boston division passen- 
ger tire sales manager in 1955, he 
was named sales training director 
last year. 


City Taxes Service Stations 


Which Sell Used Autos 


AIKEN, 8S. C.—City Manager R. 
Powell Black has instructed the 
city license inspector to collect an 
automobile dealer’s license fee from 
local service station operators who 
sell used cars or make them aban- 
don the practice. 

The Automobile Dealers Assn. 
claims unfair competition in allow- 
ing service station operators to sell 
ears without a license while the 
operators contend that they sell the 
cars as a public service to their 
customers and not to make a profit 
for themselves. The license fee for 
conducting such business is $110 
@ year. 


Courtesy Gets Contract 


CHICAGO. — Courtesy Motor 
Sales, Inc. (Ford) has been 
awarded a contract for 109 of the 
126 new automobiles being pur- 
chased by the Chicago police de- 
partment. Courtesy’s bid of $173,306 
was reported to be $11,166 below 
the next lowest bidder. 








wa a ee a ewer 


a _-. « 











ire 












Highways 





A complete calendar of 45 
courses to be offered in its 1957-58 
traffic training program has been 
announced by the Traffic Institute 
of Northwestern University, Evans- 
ton, Ill. 

Beginning with a nine-month 
traffic police administration course 
which starts Sept. 19, the schedule 
lists dates and details of other 
short term courses, as well as con- 
ferences, seminars, and clinics to 
be conducted by the Institute 
through December, 1958. 

Ray Ashworth, director of the 
Traffic Institute, explained that the 
curriculum is designed primarily 
to provide professional training for 
street and highway authorities 


with management responsibilities. 
+” * * 


Money Difficulties Stall 
Oklahoma Turnpike Plans 


Prospects for early financing and 
construction of Oklahoma’s pro- 
jected toll road from Oklahoma 
City to Lawton were killed when 
investment bankers said funds ear- 
marked to back the project were 
not sufficient. 

The Legislature has approved 
setting aside $504,000 a year from 
highway department funds to back 
the revenue bonds in the event that 
tolls were not enough to meet pay- 
ments on the road. 


Tests for Drivers 


Over 36 Urged 


A law to require all Kentucky 
motorists over 36 years of age to 
take driver’s tests has been advo- 
cated by Don Sturgill, State safety 
director. 

He explained that the present 
law requiring tests has been on the 
books only 20 years, Many persons 
who secured licenses more than 20 





American Airlines | 
Joins Hertz in | 
Coast Tour Plan | 


LOS ANGELES.—Hertz Rent A} 
Car System and American Airlines | 
have joined in offering five air-auto 
tours of the West Coast. 

The customer pays for a rental) 
car when he buys his airline ticket | 
to either Los Angeles or San Fran-| 
cisco. When he arrives at one of | 
the California cities, he picks up 
his car and spends from two to 
seven days driving to the other city 
from which he flies home. 

Different routes are planned for 
each of the tours with the seven-| 
day program going by way of Reno, 
Nev. 

American Airlines also announced 
that it will use DC-7s for aircoach 
service between here and Chicago 
beginning Aug. 20. One flight in 
each direction each day is planned. 

American has been using DC-7s| 
in aircoach service between here 
and New York and Washington. 


Mass of Glass 


Bigger Backlights Called 
Aid to Safety 

TOLEDO. — Motorists are con- 
scious of the great gains in comfort 
and visual efficiency provided by 
larger windshields but probably do 
not realize the boon to safety of 
the larger backlights, says Harold 
M. Alexander, general manager of 
development and research of 
Libbey-Owens-Ford Glass Co. 

“The big curved backlight in the 
1957 Chevrolet is more than three 
times the area of the flat backlight 
in the model of 1937,” said Alex- 
ander, “That means much to driv- 
ing safety for the driver has a 
better knowledge of what goes on 
behind him with much less physical 
or visual effort.” 

Likewise, he pointed out, the 
current Buick backlight is 50 per- 
cent larger than its counterpart of 
nine years ago. 

Curvature introduced into wind- 
shields and backlights, along with 
greater areas of glass, has made an 
important contribution to safety 
through reduction of blind spots, he 
said. These trends also have helped 
in improving automotive styling and 
appearance, he said. ’ 











& Safety 


years ago never were tested, he 
said, since the law applied only to 
new applicants. 

Sturgill also believes that all 
drivers should have physical and 
eyesight examinations every four 





76 Austin 5-Tonners 
Sold to Chinese Reds 


LONDON.—Austin Motor Co. 
has announced sale of 76 five-ton 
long-wheelbase trucks to Com- 
munist China, The contract— 
worth approximately $250,000— 
was negotiated by Austin’s Hong 
Kong distributors, Metro Motors 
Ltd, with the Chinese National 
Transport Machinery Import 
Corp., of Canton. 

Powered by a four-liter engine, 
the vehicles are being supplied 
in chassis form with left-hand 
drive, and are fitted with heavy- 
duty equipment for use on un- 
developed roads. 
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years and that the age for a be- 
ginner’s driver’s license should be 


raised from 16 to 17. 
* + ~ 


U. S. Law Sought to Curb 
Highway ‘Litterbugs’ 

Control of highway littering by 
Federal law has been advocated by 
the American Assn. of State High- 
way Officials, according to the Chi- 
cago Motor Club. 

In Illinois it costs more than $1 
million a year to clear refuse from 
the highways, the club said, and in 
Indiana it costs about $750,000. Na- 
tionally, the total bill is about $50 
million. About 40 states have 
litter laws, the club said, with pen- 
alties ranging from $1 to $1,000. 


* * * 


Safety Congress to Meet 


The 45th annual National Safety 
Congress and Exposition, will be 
held here in Chicago Oct. 21-25. 
Sessions on industrial safety are 
scheduled for the Conrad Hilton, 
Congress, Morrison and La Salle 
hotels; traffic safety, Congress; 
commercial vehicle and transit 
safety, La Salle; farm safety, 
Hamilton; school safety, Morrison, 
and home safety, Conrad Hilton. 





Trades Airplane for Thunderbird— 


A veritable trading post is Robert Lee, Inc. (Ford), Cleveland, under the direction 
of Joe Lee. Salesmen, not spurring a good trade, have taken in such assorted items 
as diamonds, watches, real estate lots, a violin, motorcycles, bicycles, horses, boats, 
rifles and outboard motors. Here; Harry Worden, left, delivers a new Thunderbird 
to Mr. and Mrs. Walter J. Mackey or North Olmsted, O. In trade, Worden took the 
1940 Stinson airplane. Worden, a salesman for only six months, soon found a buyer 
for the plane. 











460:-1-2 


A modern Formula that may help improve your PROFIT picture 


As a General Motors Dealer, you have an opportunity to use 
the special services of GMAC...services that may help add extra 
profit from additional time-sales business. 


The GMAC representative for your territory can show you how 
this can be done. He talks sense and he talks facts—and he 
can provide the proof to back him up. 


His story can be important to you—especially in today’s market. 


NY 


GMAC 


S| GENERAL MOTORS ACCEPTANCE CORPORATION 4 
| 


— 


TIME PAYMEN 


p 


THE GMAC THRIFT-GUARD PLAN 
available to General Motors Dealers in 
CHEVROLET * PONTIAC + OLDSMOBILE 
BUICK * CADILLAC 
new cars, and used cars 


of all makes. 















GENERAL MOTORS ACCEPTANCE CORPORATION 
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MISCELLANEOUS—’56 Volkswagen us, 
$1,500. "55 Ford (6) %-ton pickup, $345, 


WAREHOUSE POINT, CONN. 


(Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of July 31.) 
(Sold 154 cars out of 209 consign- 
ments.) 
BUICK — ’56 Special 4-dr., $1,680°. '55 
Century 4-dr, $1,375* (ps), $1,250°. '54 
pickup, $780. ’53 Chevrolet %-ton pick- | DeSOTO—'S4 Sportsman 2-dr., $660*. ‘53 RM conv., $1,175* (ps); Special 4-dr., 
$680. '50 













* 


(Continued from Page 47) 


r 
+ ahaa RN 


up, J Dodge %-ton pickup, $305. Firedome conv., $350 (ps). $975*, $850. °53 Special Hardtop, $610*, 
49 Dodge %-ton pickup, $300. DODGE —/’53 Coronet (6) 4-dr., $375; $380*, $300. ‘52 Super Hardtop, $475; 
Meadowbrook 4-dr., $270. '52 Wayfarer RM 4-dr., $250*, 51 Super 4-dr., $250*, 

NEW YORK CITY 2-dr., $200. "51 Coronet 4-dr., $215; 2- $185*, $145*. 
dr., $140. CADILLAC—’'55 (62) conv., $3,300* (ps). 
(Skyline Auto Auction. Sale every Tues- | FORD—'56 Main (6) 4-dr., $1,040; Cus- "54 (62) 2-dr., $1,910* (ps). °52 (62) 
day. Prices are for sale of July 30.) tom (6) 2-dr., $1,185, $1,060. 55 Custom conv., $825° (ps). 51 Customized coupe, 


Market about high as it will be (8) station wagon, $1,110; Main (6) 2- $1,375*. '50 (62) coupe, $775*, $685* 
win clean cars on goed demand but in dr., $700. °54 Custom (6) 4-dr., $645; | CHEVROLET—’'56 Bel Air 4-dr., $1,625*; 
short supply. Older models show strength 2-dr., $625. '53 Custom (8) 4-dr, $710; Two-ten 4-dr., $1,300*, $1,235, 4 at $1,- 
must 


a area be clean, Sold (6) 2-dr., $510; Crestline (6) 2-dr., $460. 175, $1,030. °55 Bel Air Hardtop, $1,- 

" = bt 135 Sautnes.) "52 Custom (6) 2-dr., $365. 325°, $1,300°, $1,095*; Two-ten 2-dr., 
BUICK—’56 Special 4-dr., $1,770* (ps). | HUDSON—’54 Hornet 4-dr., $615*. $1,150*, $1,040, $875, $870; station wag- 
"54 Special conv., $1,060*. °53 Super 2-| KAISER—’53 2-dr., $165. on, $685*. °54 Bel Air 4-dr., $900, $750; 
ar. $540*, $525*. "52 Special 2-dr.,| MERCURY — ’56 Custom station wagon, Two-ten 2-dr., 710; One-fifty§ station 
$415*. ‘50 Special 2-dr., $135*. $1,820*, $1,710* (ps). °55 Custom station wagon, $700. 53 Bel Air Hardtop, $750, 
CADILLAC—’52 (62) 4-dr., $800* (ps). wagon, $1,220*. '52 Custom 4-dr., $300*. $690, $625, $615, $580; Two-ten Hard- 
’51 (62) 4-dr.. $600*. °49 (62) conv., ’51 Monterey 4-dr., $120. top, $560, $525; One-fifty station wagon, 
$265*. “ NASH—’53 Statesman 4-dr., $405. $535. °52 2-dr., $340, $335, $325, $300. 
CHEVROLET — ’°56 Two-ten (6) station | OLDSMOBILE —'54 (88) Holiday 2-dr., "51 2-dr., $290, $260, $225°. °50 4-dr., 


wagon, $1,275*; 2-dr., $1,210, $1,205, 2| $1,200*; Super conv., $1,250* (ps); 4-| $190*, $170*, $165*, $160. 

at $1,175, $1,150; 4-dr., $1,295*, 2 at dr., $1,090* (ps). '53 Super (88) conv., | DeSOTO—'54 Custom 4-dr., 640*. "53 Cus- 
$1,190, $1,185, 2 at $1,175, $1,160. °55 $550*. °51 (98) 2-dr., $190; Super (88) tom 4-dr., $325*. °50 station wagon, 
Bei Air (8) conv., $1,350*; 2-dr., $1,- 4-dr., $170*. $135*; 4-dr., $130°. 

085; Two-ten (6) 2-dr., $870, $865, 2 at PLYMOUTH—’56 Custom station wagon, | DODGE—'53 Coronet station wagon, $475*, 
$845; 4-dr., $845, $840; station wagon, $1,510. '55 Plaza 4-dr.. $925*. °51 Cran- $410*, $385*, $300. 

$700 (police); One-fifty (6) 2-dr., $785, brook conv., $300; club coupe, $155; 4- | FORD—’57 Custom Country sedan, §2,- 
$760, $715; sedan delivery, $450. ‘54 dr., $100; Concord 4-dr., $190. 295° (ps); Fairlane (8) 500 Hardtop, 
One-fifty Carryall, $510; station wagon, | PONTIAC—’53 Chieftain (6) station wag- $2,135*. °56 Fairlane (8) Victoria, $1,- 
$510; Two-ten station wagon, $810. °53 on, $510; Star Chief 4-dr., $565°. "50 600*; Custom (8) 4-dr., $1,250. "55 Cus- 
Two-ten 4-dr., $500; Bel Air conv., $480; Chieftain conv., $185. °49 club coupe, tom (8) Country sedan, $1,425*; Ranch 





$200,000 Chrysler in St. Louis— 


During “Forward Look Week" in St. Louis, a $200,000 Chrysler model studded with 
1,563 diamonds, 1,764 rubies and 3,119 saphires totaling 483 carats was put on dis- 
play at Mermod-Jaccand-King jewelers. The stones were pressed into a soft wax 


i mod ‘ “Forwa ” i 4-dr., 25; One-fift station wagon, $180. Wagon, $1,110, $1,040, $1,035; 4-dr., 
ae 2 Se = a, Se Seeneee em, © rd Look” hairdo and a| 2.98 ,fDituse t_dr- $425. "50 Deuxe | STUDEBAKER—'SS Champion 2-dr., $435.| $365°: ‘Fairiane (8) Victoria, $1,230, $1. 
Forward Look” hat for the ladies were all a port of the Chrysler Corp. dealer pro- 2-dr., $160. ’53 Champion 2-dr., $260, ‘51 Com- 205*. °54 Custom (6) 4-dr., $850: Main 
motion. OHRYSLER—’55 Newport 2-dr., $1,490*. mander 4-dr., $140*. (6) 2-dr., 2 at $630, $600, $585, $400; 





Main (8) sedan, $500, $425, $420. ‘53 
Custom (8) Victoria, 600°, $575*, $520*, 
$460; Main (8) 4-dr., $420, $410, 2 at 
$350. "52 Custom (8) 4-dr., $465*, $360, 
$300. "51 Victoria, $280, 230, $165, $155. 
LINCOLN—’51 Cosmopolitan 4-dr.. $215*. 
MEROURY—’56 Custom Hardtop, $1,695*, 
$1,635*. °55 Monterey conv., $1,180* 
(ps). °54 Monterey Hardtop, $1,035* 


(ps). "53 Custom 4-dr., $450, $340. ‘51 

4-dr., $185, $125. 
NASH —’S Statesman 4-dr., $370. ‘53 
Statesman 4-dr., $290°. "51 4-dr., $100. 
OLDSMOBILE—’'56 (98) Hardtop, $2,000*° 
"53 (88) 4-dr., $660°. "51 (88) 4- 


(ps). 
dr., $175*; (98) 4-dr., $175*. 
PACKARD—'55 Clipper Hardtop, $1,375* 


(ps). 
PLYMOUTH—'55 Savoy 4-dr., $935. "54 
Belvedere conv., $310° (ps); Savoy sta- 


tion wagon, $615. ‘53 station wagon, 
$475. °51 Hardtop, $190. "50 2-dr., $115. 
PONTIAC—'56 Chieftain 2-dr.. $1,300. '55 
Chieftain 2-dr., $1,275*, $1,055*, $950°. 
*"S4 Chieftain station wagon, $960° (ps), 


$730°. ‘53 Chieftain station wagon, 
$400*. °52 conv., $360°; 4-dr., $295°. ‘51 
station wagon, $340*, $300, $175*. 
WILLYS—’51 station wagon, $300, $135. 
MISCELLANEOUS—'55 Chevrolet cab and 
chassis, $750. °54 Chevrolet cab and 


chassis, $550. "49 Dodge %-ton pickup, 
$115. 
* * . 


for automobiles 5 denied til ae 


ST. LOUIS 
St. Louis Auto Auction Barn. Sale every 
Tuesday and Friday (July 23 and 26). 
Quality of automobiles good. Sold 187 cars 


out of 302 consignments. 
* * * 


WINDSOR, VA. 

Windsor Auto Auction. Sale every Thurs- 
day (Aug. 1). Had a very good sale today, 
with a very high pereentage of cars sold. 

* * 


INDIANAPOLIS, IND. 

Ken Schaefer Auto Auction. Sale every 
Thursday (Aug. 1). Demand still strong 
here as prices remained steady today with 
a of the consignment changing 

ds. 


in anew car... 
in a used car... 


stainless steel 
sells and re-sells 


The Stainless Steel trim, molding and vital parts 
that add style and beauty to a car, inside and out, 
are features that help make the sale. 


Stainless Steel has wide customer acceptance. It’s 
easy to clean and keep clean. It’s a tough, solid 
metal that will not corrode or dent and 

stands up to gravel, ice, salt and water. 

The finish never fades and parts are easy to 
replace. Stainless Steel lasts the life of the car. It sells 
in a new car and it re-sells in a used car. 












* * * 
W. PEABODY, MASS. 
Peabody Auto Auction, Inc. Sale every 
Thursday (Aug. 1). Had a fast moving 
sale and prices were steady. Clean cars are 
still in great demand. 


Colorado Delays 
Vehicle Checks 
Until Next April 


DENVER.—Gov. Steve McNich- 
ols has announced that Colorado 
1957 motor vehicle safety inspec- 
tions will be good until Apr. 30, 
1958. 

Coming in the wake of efforts by 
the state to put more stringent new 
inspection regulations into effect, 
the action means that Colorado 
motorists will skip an inspection 
which would have been due Nov. 
30 this year. Motorists thus will be 
saved more than $1 million in in- 
spection fees, officials said. 

Inspection problems were cre- 
ated in Colorado by the enactment 
earlier this year of a new law rais- 
ing the inspection fee from 50 cents 
to $1.50 and setting May 30 and 
Nov. 30 as the new deadlines for 
inspections, instead of Jan. 1 and 
July 1. 

Because all inspection stations 
had to be relicensed under the new 
law, there was not sufficient time 
to conform to the May 30 deadline, 
and hence extensions to July 22 
and later to Aug. 5 were made. 

If the law had been followed 
strictly, motorists would have been 
subject to another inspection and 
another fee in just a little over two 
months later. 

M L S c j ——— oe see | strict a 
pretation o e semi-annu - 

CLOUTH SOTEEL UWORPORATION antosneees ot Stainless Bpection requirement of the law, by 

an arbon eels calling the first 1957 inspection “an 
Detroit, Michigan sucaiuehed taapatian 
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Bulletin Board 


Steel Cabinets 


A bulletin on steel cabinets for 
use in shops, plants or offices—four 
pages, free. Penco Metal Products 
Division, Alan Wood Steel Co., 200 
Brower Ave., Oaks, Pa. 

* + = 


Black Top Seal 


A bulletin describing Black Top 
Seal, protective coating for asphalt 
surfaces, is announced by Monroe 
Company, Inc., 10703 Quebec Ave., 
Cleveland 6, O. 

= 


* * 


Motor Starters 


A bulletin on motor starters and 
contractors-—12 pages, free, Allis- 
Chalmers Mfg. Co., Milwaukee 1, 
Wis. 


e.2, 2 | 


Electrical Specifications 


The 1957 edition of the Electrical 
Specifications Handbook — $1.25. 
Automotive Electric Assn. 16223) 
Meyers Rd., Detroit 35, Mich. 

* * = 
Truck Trailers 

Four new catalog pages cover- | 
ing the latest additions to the 
Volume Van line of truck trailers— 
free. Fruehauf Trailer Co. 10940) 
Harper Ave., Detroit 32, Mich. 

> = * 





Waterbury Catalog 
Waterbury Companies, Inc., has} 
published a catalog of eyelets, fer-| 
rules and terminals for which tools | 
are available. Write Raymond Veil-| 
lette, Waterbury Companies, Inc., 
Waterbury 20, Conn. 
= > 





Motoring in Europe 
An illustrated booklet filled with 
information and travel tips on 
motoring in Europe has been issued | 
by Auto Europe, Inc, 25 W. 58th | 
St., New York City. 
> 
Mufflers and Pipes | 
ae 
A catalog listing replacement | 
mufflers and pipes for cars, trucks | 
and tractors—76 pages, free. Merit | 
Mufflers, 619 Smith St, Toledo, O. 
7 
Plastic Molding | 
A brochure describing facilities | 
for compression, transfer and injec- | 
tion plastic molding and associated 
operations of mold-making, engi- 
neering, research and assembly— 
free. Waterbury Companies, Inc.,| 
Waterbury 20, Conn. 
> > | 


* 


Industrial Trucks 
A condensed guide of industrial 
trucks and attachments—12 pages, 
free. Hyster Co., 2902 N. E. Clack- 
amas St., Portland 8, Ore. 
> * - 
Copper Cleaning 
A bulletin giving details of a new 
process for cleaning rolled or drawn 
copper and brass products—free. 
Becco Chemical Division, Food| 
Macinery & Chemical Corp. Buf- 
falo, N. Y. 
” * - 
Engineering Firm 
Practical advice on selection of| 
an engineering firm is available in| 
a newly revised brochure offered 
by Teller Co., Butler, Pa, 
* * * 
Merchandising Units 
A new brochure illustrates over a 
dozen merchandising units for 
presenting merchandise. Reflector- 
Hardware Corp., Dept. FP, 1400 
25th Avenue, Melrose Park, Il. 
oe * 


For Air Conditioners 
A new circular by Thor Power 
Tool Co., Prudential Plaza, Chicago, 
describes tools and accessories 
particularly suited for 
cooling units. 
, 


installing 


. * 


Power Derrick Series 


A brochure describing operating 
features of the Series 6800 power 
derrick — four pages, free. J. H. 
Holan Corp., 4100 W. 150th St, 
Cleveland, O 

* * * 


MoPar Parts 
A booklet, “Sell on Service,” 
covering the fastest-moving Mo- 
Par parts and listing parts num- 
bers, model applications, factory 
retail prices, installation time, 
recommended installation steps 


Philadelphia 3, Pa. 





and practical service operations 
for the general repairman—51 
pages, free. MoPar Division, 
Chrysler Motors Corp., Advertis- 
ing Department, Box 1718, Detroit 
31, Mich. 


* * 7 


Shurclose Caps, Plugs 
Shurclose Seal Co., 3000 E, Grand 
Blvd., Detroit, Mich. has issued a 
four-page catalog on Shurclose 
caps and plugs. 
= = +” 


Rubber Products 


ASTM Standards on Rubber 
Products, $7, American Society for 
Testing Materials, 1916 Race St., 


* . +. 


Fire Extinguishers 
“Methods of Testing Small Fire 
Extinguishers,” National Bureau of 
Standards Building Materials and 
Structures Report 150, 9 pages, 15 





;cents. Superintendent of Docu-| 








PACKARD 
ELECTRIC 


| Chicago 18, Il. 
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ments, U. S. Government Printing 
Office, Washington 35, D. C. 


Product-a-F low 


Six-page bulletin describes an ex- 
pandable bench system, called 
Product-A-Flow. Products for In- 
ane 1530 Summer St., Stamford, 

nn. 


+ > = 


Calibrator-T ester 


A four-page brochure details per- 
formance characterics and specifica- 
tions on Skidmore-Wilhelm Mfg. 
Co. impact wrench calibrator and 
tensile tester. Skidmore - Milhelm 
Mfg., Co., 442 S. Green Rd., Cleve- 
land 21, O. 

> = * 


Drafting Shortcuts 


A booklet showing 59 shortcuts 
to speed drafting and computation 
work — 34 pages, free. Frederick 
Post Co., 3650 N. Avondale Ave., | 


« * + 


Materials Preservation 


A report of the proceedings at a 
joint military-civilian symposium 
on preservation of materials and 
equipment, “Symposium on Preser- 
vation for Mobilization Require- 
ments” — 524 pages, $8. Office of 











Honest Hers 


USED CAR: 


K. Bowe 


“Tell me, what happens to all 
the cars that young, wild married 
couples turn in?” 





Technical Services, U. S. Depart- 
ment of Commerce, Washington 25, 


D. C. 


. 


Centrifuse Brake Drums 


A 20-page brochure describing 
the performance characteristics of 
Centrifuse brake drums has been 
made available by the Automotive 


~ 


~~, 


53 


division of Motor Wheel Corpora- 
tion, Lansing, Mich. 


* * * 


Industrial Tire Use 
A 36-page illustrated guide book 
on industrial tire use has been pub- 
lished by B, F. Goodrich Tire Co., 
Akron, O. 


* * * 


Atomic Aftermath 
“Fhe Effects of Nuclear Weap- 
ons,” a handbook providing the 
latest knowledge of weapons effects 
—579 pages, $2. Superintendent of 
Documents, U. S. Government 
Printing Office, Washington, D, C. 
+ os * 


Silastic Brochure 
Properties of Silastic silicone 
rubber—six pages, free. Dow Corn- 
ing Corp., Midland, Mich. 
+ * = 


Cash-Stasher Safe 

“Cash-Stasher Safe’—Catalog 
LL-5487, free. Reliable Distributing 
Co., 12614 Superior Ave., Cleveland 
12, O. 

+ ” + 

Power Transmission Data 

Power transmission handbook— 
free. Ohio Gear Co., 1333 E. 179th 
St., Cleveland, O. 
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Click— snap! Here’s new car wiring that... 





WIRING 
HARNESS 


It takes just a few simple Packard 
Electric harness units to completely 
connect a new car’s electrical system. 


Each unit is designed 


stallation, with all the terminals 


attached. As many as 


wires connect instantly through 
mistake-proof multi-connectors con- 
ceived and built by Packard Electric. 


Packard Electric is 


largest producer of automotive wir- 


...goes on in seconds, without mistakes! 


for easy in- 


16 separate 
trical systems. 


the world’s 


ing harnesses. This volume produc- 
tion and years of Packard experience 
help auto makers save millions of 
dollars a year. What’s more, Pack- 
ard Electric alone makes every vital 
part needed to wire automotive elec- 


With big thermo-plastic equip- 
ment and a complete plant for rubber, 
metal and wire working, Packard 
Electric has the facilities and the 


talents to produce lower cost, higher 
efficiency wiring for the automotive 


and other 


wire-using industries. 


Branch Offices in Detroit, Chicago 
and Oakland, California. 


Packard 


Warren, Ohio 


Electric 


cross 


’ “Live Wire” division of General Motors 








Eaton Unit Builds its $2.3 million expansion program 
KENOSHA, Wis. — Dynamatic | *"nounced last year. The division 
division of Eaton Mfg. Co. has| ™4kes adjustable speed drives, 
started construction of a new office| couplings, brakes and dynamom- 
building here as the final phase of | eters. 





Public Relations 


Have you a STRONG BACKGROUND in a LARGE CORPORATION 
PUBLIC RELATIONS department? Is a $10,400 to $12,000 BEGIN- 
NING SALARY with EXCELLENT NEARBY ADVANCEMENT opportu- 
nities interesting to you? Are you STRONG in your TRAINING 
and EXPERIENCE in WRITING, in good PRESS RELATIONS, General 
PUBLIC RELATIONS, and ABILITY to COORDINATE and SUPERVISE 
large amounts of DETAIL in connection with MANY DIFFERENT 
ACTIVITIES which are going on the year around? Age 26-35. 
ALL REPLIES STRICTLY CONFIDENTIAL. Write or phone Dept. T. 


DAN BECK, Executive Selection Specialist (Dept. T) 
958 Maccabees Bidg. TEmple 11-55-1 








Automotive News 


ALMANAC 


EXTRA COPIES AVAILABLE 


Order one now for your: 


@ SERVICE DEPARTMENT 
@ SALES DEPARTMENT 
@ ENGINEERING STAFF 
@ LIBRARY 
Supply is limited so order today 


$250 per copy 
Automotive News 


2666 Penobscot Bidg. Detroit 26, Mich. 














GET RID OF POISONOUS 
GAS FUMES 


With a Tested and Approved 





EES | SYSTEM 


6 Systems to suit your needs. Over- 
head and underfloor models install 
easily in present or new buildings. 
Every NATIONAL System comes with 
motor and blower unit, ducting, and 
car service extensions—a complete 
“packaged kit"—ready to install. 
There is a qualified NATIONAL man 
near you. Write today for literature 
and prices. 





"Te NATIONAL SYSTEM 
of GARAGE VENTILATION, INC. 





Technical 


Gajda and Regan Named 


Snyder Vice-Presidents 


Snyder Tool & Engineering Co., 
Detroit, has named Leo P. Gajda 


Bruce M. Regan manufacturing 
vice-president. 

Regan has been with the com- 
pany for 27 years. In 1950, he was 
named manufacturing manager. 
Gajda received his early produc- 
tion training in Henry Ford Ap- 
prentice School. He joined Snyder 
in 1934 and worked his way from 
the shop into the engineering de- 
partment in 1938. 


+ * 


|Metz Named Controller 
(Of Rubatex Division 


Charles R. Metz jr., has been 
appointed controller of the Rubatex 
division, Great 
American Indus- 
tries, Inc., Bed- 
ford, Va. 

Metz joined 
Rubatex in 1957 
after serving nine 
years with Fire- 
stone Tire & Rub- 
ber Corp., Akron, 
as cost analyst. 
He is a member 
of National Assn. 
of Cost Account- 





Cc. BR. Metz, jr. 


| ants. 

| oe > > 

Gilchrist Joins Tidewater 

| _ Tidewater Oil Co. has named 
John R. Gilchrist, retired Air Force 

major general, to the new post of 

|administrative vice-president for) 

| organization planning and develop- 

| ment. 





‘Parker Appliance Division 
Adds Three Engineers 


The tube and hose fitting division 
of Parker Appliance Co., Cleveland, | 
has added three men in its en-! 
gineering department including the 
appointment of Rebert W. Phillips 
as staff engineer. 

John E. Szitar jr. has been named | 
special project engineer and Robert 
G. Rasmussen was appointed to the 
technical service staff. 


* 7 > 
Dodge Appoints Jordan 
Engineering Director 

Paul Jordan, plant engineer at 
Dodge Mfg. Corp., Mishawaka, Ind., 
since 1943, has been appointed en- 
gineering director 
according to 
David Firth, en- 
gineering vice- 
president. 

In his new posi- 
tion Jordan will 
\direct all en- 
gineering and de- 
velopment work 
at Dodge, report- 
ing to Firth. As 
plant engineer he ~ 
has been respon- Paul Jordan 
sible for the company’s buildings 
|}and equipment. He has been with 
Dodge since 1935, and served as a 
member of the engineering depart- 
ment before becoming plant en- 
gineer. 


Bushroe Named Manager 


Frank J. Bushroe has been named 
manager of the Ford stamping 
plant in Chicago Heights, Ill. He 
succeeds J. B. Kendall, who has 
been reassigned to the Dearborn 
headquarters. 

* 











* > 


Hoover Promotes Carpenteir 


And Russ in Die Casting 


Hoover Ball & Bearing Co., Ann 
Arbor, Mich. has announced the 
promotions of Eugene Carpenteir 
and Howard L. Russ. 

Carpenteir has been appointed 
chief engineer of all Hoover die 
casting divisions. Russ has been 
made director of purchases for all 
die casting divisions. 

+ * © 


Borg-Warner Picks Conway 


In Manufacturing Services 

Tom Conway has been appointed 
director of manufacturing services 
for Borg-Warner Corp. Since 1954, 
he had been general works mana- 
ger for Lycoming division of Avco 
Corp. 

Conway was with Chevrolet from 
1931 to 1948, rising to master mech- 





Zeigler Succeeds Lincoln 
|As Saginaw Chief Engineer 
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Personnel 


anic. From 1948 until 1954, he was 
general manager of the four plants 
comprising the Hi-Q division of 
Aerovox Corp. 


+ * * 


engineering vice-president and| Drader Retires; Served 


Michigan Tool 41 Years 


Joseph C., Drader, a vice-president 
of Michigan Tool Co. Detroit, has 
retired after 41 years’ service. He 
was appointed general manager in 
1939 and was elected a vice-presi- 
dent in 1941. 

Drader had been heading the 
company’s research work in the 
gear development field. This work 
will be carried on by Harry Pel- 
phrey, director of engineering re- 
search. 


* a aa 


Waukesha Promotes Hahn 


To Manage Production 


Clarence W. Hahn has been 
named production manager of Wau- 
kesha Motor Co. 
He has been as- 


| Technologists’ As- 





sociated with the 


company since) 
1944, when he} 
started in the| 
production de-| 
partment. 

Since that time) 
he has been ac-| 


tive in all phases 
of production 
work, including 

Cc, W. Hahn inventory, inven-| 
tory control, stores control, order-| 
ing and scheduling of materials,| 
and final production scheduling. He | 
succeeds Glenn R. Evans, retired. 

> > > 





| 
j 
| 
| 





Philip B. Zeigler has been ap- 
pointed chief engineer of Saginaw | 
Steering Gear division, General | 


| 


| 


i 
| 


i 
| 





C. W. Lincein 


P. B. Zeigler 
Motors Corp., to fill the vacancy 
left by C. W. Lincoln, who has been 
appointed technical assistant to the 
general manager. 

Zeigler became affiliated with | 
Saginaw in 1941 as a time study en-| 
gineer. In 1943, he was named me-| 
thods engineer, and the following 
year process engineer. During the 
next five years, he progressed to 
staff engineer, and in 1952 he was 
named assistant chief engineer in 
charge of hydraulic steering me- 
chanisms. 

> oo 


Call Appointed Deputy 


Of Army Tank-Auto Center 


Col. William A. Call has been 
appointed deputy commander of the 
Army’s Ordnance Tank-Automotive | 
Command here. 

He succeeds Col. Elmer M. Webb, | 


who retired after 30 years of mili- 
tary service. 
+ * * 


Flintkote Names Hoiberg 


To Research Position 


Dr. Arnold J. Hoiberg has been 
appointed assistant research direc. 
tor of Flintkote 
Co. 

Hoiberg is con- 
sidered an au- 
thority on asphalt 
technology and 
has many publi- 
cations and pat- 
ents in his name. 
He is a former 
president of the 
Asphalt Paving 





Dr. A. J. Holberg 
make his headquarters at the Flint- 
kote research laboratory in Whip- 
pany, N. J. 


sociation. He will. 


Deakyne Joins Parker 


Dean J. Deakyne has been ap- 
pointed sales engineer by Parker 


| Appliance Co., Cleveland. Deakyne 


is assigned to the metropolitan New 


York area. 
* * 


Eichelsbach Appointed 


George Eichelsbach jr. has been 
appointed manufacturing vice-presi- 
dent of McCulloch Motors Corp., 
Los Angeles. 


Gould Appoints Kelly 
Industrial Sales Manager 


Gould - National Batteries, Inc., 
has appointed John 
P. Kelly general 
sales manager of 
the industria] di- 
vision. 

Kelly joined 
Gould in 1945 and 
has most recently 
been Detroit re- 
gional manager. 
He will now make 
his headquarters 
in Trenton, N., J. 
Kelly is a gradu- 
ate of Villanova College. 

. > > 


ASTE Appoints Bacik 

The American Society of Tool 
Engineers has named Richard J. 
Bacik to the new post of conven- 
tion manager. A member of the 
ASTE staff for five years, Bacik 
will coordinate programs at the 
semiannual and annual meetings. 





4. P. Kelly 


> . > 
B-W Appoints Spieth 
Walter E. Spieth, previously 
manufacturing vice-president of 
Reo Motors, Inc. has been named 
master mechanic of Coote & Jor- 
gensen, Ltd., Australian subsidiary 
of Borg-Warner Corp. 
> > > 


Chrysler Ups DiCicco 


John J. Di Cicco has been ap- 
pointed director of pre-production 
planning and analysis on Chrysler 
Corp.’s manufacturing staff. He will 
report to Charles B. Gorey jr., di- 
rector of the corporate manufac- 
turing staff. 

> > > 


Conveyor Hinge Section 


A conveyor hinge section which 
is said to operate with 10 pounds of 
lifting effort through the use of a 
coil-spring counterbalance has been 
developed by Rapids-Standard Co., 
Inc., 807 Rapistan Building, Grand 
Rapids 2, Mich. 





All-Weather Air Intake System— 

A thermostatically controlled carburetor air intake system designed to provide 
quicker warmup for truck gasoline engines has been developed by White Motor Co. 
in conjunction with Air-Maze Corp., Cleveland. The unit combines an automatic all- 
weather induction system and an oil bath air filter in one compact, integral assembly. 
This design also eliminates unnecessery hoses and reduces the possibility of air leak- 
age to a minimum. The intake unit adapts to all weather conditions automatically. 






































































































olberg 
‘lint- 
Vhip- 


ap- 
rker 
kyne 
New 


been 
resi- 
Orp., 


nc., 
ohn 
eral 
- of 
di- 


and 
itly 


yer. 
ake 
ers 


ju- 





D=- 
nm 
or 
ll 
i- 


ae 


et aes « 


pally 




















oo a New York City house- 
wife pays a quarter for a quart 
of milk, 13 of her pennies go for 
getting the bottle to her, long after 
Bossie had yielded it up. Lo, the 
poor cow. It’s trucking and han- 
dling that really gets the cream— 
in dollars in our big cities. 

Yet, when that housewife buys a 
$100 dress—and some of them do, 
with a little help—she pays only 12 
cents of it for distribution. One of 
the reasons is that garments in 
New York, and in other congested 
places, are carried on racks in hand- 
trucks. 

And look at the bright yellow 
orange, kissed by the sun—or at 
a loaf of bread. It actually costs 
more to get an orange from a 
wholesale market to a consumer’s 
refrigerator a couple of miles 
away than it cost to grow the 
fruit in California—or, excuse it, 
please, in Florida—and ship it 
3,000 miles to New York. 


It costs more to transport a loaf 
of bread from a city baker to a 
local home than it does to grow 
the grain, grind it into flour, mix 
the dough, bake the loaf, and wrap 
it up. 

Why? 

A big item is traffic congestion. 
Wages are high in New York, and 
naturally you pay drivers and han- 
diers while they’re crawling or 
standing, head to tail, in a traffic 
jam. Truckers tell me that a live 
payroll for dead-still trucks plus 
insurance boost trucking rates “in 
order to break even.” And, as any 





Big Expansion 
Abroad Set by , 
Clark Equipment | 


SAN FRANCISCO.—Clark Equip- | 
ment Co. has embarked on a pro- 
gram of overseas expansion that 
will give the com- 
pany manufactur- 
ing facilities in 
almost every in- 
dustrialized mar- 
ket in the free 
world, George 
Spatta, president, 
told the Security 
Analysts of San 
Francisco last 
week. 

The program 
will give Clark 
equity interests in 10 overseas 
plants within the next year, Spatta 
said. In addition, licensing arrange- 
ments have been negotiated with 
four other manufacturing organiza- 
tions in which Clark will not have 
an equity participation, he said. 

Commenting on Clark’s record 
second-quarter earnings in excess 
of $3 million and sales in excess of 
$42 million, Spatta said third quar- 
ter results are not likely to keep 
this pace because of traditional sea- 
sonal factors such as plant vaca- 
tions. 

Gains over 1956 have been made 
by the industrial truck division, 
Spatta reported. He said the auto- 
motive division is “the only division 
operating at levels below those of 
a year ago.” He attributed this to 
a four-week strike in the company’s 
transmission plant early in the 
year, and, more recently, to a weak- 
ening in orders for transmissions 
from manufacturers of highway 
trucks and farm implements. 





George Spatta 





S. D. Vehicle Department 


Gets Separate Status 


SIOUX FALLS, 8S. D. (UTPS)— 
South Dakota has set up a separate 
motor vehicle department to have 
charge of all motor vehicle regis- 
trations, collection of fees, issuance 
of driver's permits and motor 
vehicle compensation. 

First director will be Sam Adams 
of Sioux Falls, who once worked as 
a dealer inspector for the state. 
Formerly the motor vehicle work 
was handled as a part of the secre- 
tary of state’s office. 


good businessman knows, “break- 
ing even,” is making a nice profit. 
* * . 


In Terms of Clutches 


7. stops mean that city 
trucks use up a clutch every 
18,000 miles. In the country, a 
clutch lasts anybody’s truck for 
40,000 miles. 


Close to a billion dollars a year 
in the automotive delivery of goods 
can be charged up to traffic con- 
gestion in New York City alone. 
One thoroughly informed expert 
broke it down for me this way: 

Extra fuel, $75 million; traffic- 
caused repairs, $70 million; another 
$350 million can be charged to time 
lost in wages, and $100 million to 
the loss of retail sales. Other traffic 
losses that auditors post in their 
books make up the year’s billion. 

Oh yes, do you eat tuna? If you 
do, 38 percent of the retail price 
you pay goes for local transporta- 
tion costs—in big cities. And if you 
figure the wholesale and retail 
overhead, plus city-to-city delivery 
those nonfish, nonfishermen costs 
of a tuna come to 78 percent of 
your retail price. 

Sure, New York will always be 
the worst congested city, because 
it’s massed principally on two 


islands that have to build up in 
the air, leaving too little space 

on the ground. for the world’s 

number one industrial commu- 
nity. 

Yet in the face of growing urban- 
ization all over the country, we’d 
better do some pretty sound plan- 
ning if every other big city is not 
to go the expensive-haul way of 
their big sister. 

The Citizens’ Safety Board of 
New York is moving to relieve the 
traffic problem—because the traffic 
problem has already driven some 
industries away. New York’s big- 
gest industry is the garment indus- 
try. And the CSB’s latest project 
plans a World Fashion Center. 

This would be a 40-story office 
tower plus an 1,800-seat theater, 
restaurants, and shops—practically 
in the heart of Manhattan. It would 
straddle a proposed crosstown ex- 
pressway, and trucks to and from 
New Jersey and New York’s four 
other boroughs could reach it with- 
out traveling on any other Man- 


hattan street. 
* + a 


More Will Be Needed 


Bo a trade tower like the pro- 
posed World Fashion Center— 
even for each manufacturing in- 
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“You'll be happy to know, Herly, 
the large increase you've made 
in sales has enabled me to give 
myself a nice, big, fat raise in 
pay.” 





dustry—would solve only part of 
the problem. Every time I sit out 
a traffic jam, I gaze up at new sky- 
scraper office buildings on just 
about every corner. 

Many are building basement gar- 
ages, but the horse - and - buggy - 
width of the streets will have less 


55 


chance than ever to get widened 
for today’s streams of cars in their 
parallel caravans, now that streets 
are being relined with soaring new 
buildings. 


Doesn’t it all boil down to this? 
Unions, manufacturers, and truck- 
ers are too smart to keep fighting 
every proposal that doesn’t par- 
ticularly favor their individual in- 
terests. My guess is that they won’t 
continue a stalemate of warring 
interests long enough to find that 
industry in their city has folded 
its tent and silently stolen away. 

They don’t want to find that 
the traffic problem has finally 
solved itself in New York be- 
cause traffic has dispersed to the 
less congested, less expensive 
country. 

P. S. In Europe and our own 
West I’ve looked down ghost streets, 
deep-rutted, years-idle, abandoned. 
A vein of gold or silver petered out 
—so sandy winds swept their dusty 
way between standstone cliffs, 

History gives us many reasons. 
Success never gets caught napping 
or wrangling. And lots of times the 
reason for an empty street has 
simply been the housewife’s bottle 
of milk and loaf of bread outpriced 
themselves. 
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get fan mail like this? 


HE ANSWER’S RIGHT in Criss & Shaver’s 

letter. This big West Virginia ready-mix 
outfit—one of the biggest in the country—fully 
appreciates the way their GMC’s give them 
“the lowest operating costs per cubic yard of 
any vehicle we have operated in the past 
twenty-seven years.” 


Money-making performance like that is bound 


to impress any truck user—and to send him 
right back to his GMC dealer the next time 
he’s in the market. Criss & Shaver, for exam- 
ple, just purchased 14 new GMC W634’s. 

That’s no rare case, either. All over the coun- 
try, GMC Money-Maker trucks are making 
staunch GMC fans of their users. It’s one of 
the big reasons it’s great to be a GMC dealer! 


GMC TRUCK & COACH—A General Motors Division 
THE BETTER YOU KNOW GMC—THE BETTER THE TRUCK BUSINESS LOOKS 
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New 


Need 


to obtain them yourself. 
DOLLARS ADDITIONAL PROFITS. 


Mail your check today. 


10600 Puritan Avenue 


STEEL TUBING 


SERVICE STEEL 


DETROIT, MICHIGAN 


Manager 
Assistant Parts — 


Salesmen—New 
Salesmen—Used Car 
Salesmen—Combination 


All taken from our research with currently operating dealers all over 
the nation. Mostly incentive type. It would cost: you hundreds of dollars 
THEY WILL MAKE YOU THOUSANDS OF 


DEALER PRICE .............0-00-00+.-. ONLY $17.95 


Put them to work immediately. 
Also write us about our annual “Research Management Service" 


Retail Research Specialists 


Compensation Plans? 


We've got them for you, galore. Yes, you can now have your choice— 
or make up a combination plan of your own from the more than 70 
plans which we can furnish you, covering the following positions: 


Assistant Service Manager 
Service Sale: 


Detroit 38, Mich. 
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Representatives for PITTSBURGH TUBE COMPANY 
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News to Note... 


PITTSBURGH.—Jones & Laugh- 
lin Steel Corp. announced that it 
has reached an agreement to pur- 
chase certain property of Louis 
Berkman Co, at Louisville. 

The property will be used by 
J & L for installation of flat-rolling 
equipment for its stainless steel 
division, according to Avery C. 
Adams, J&L president. 


> ? * 
Gardner-Denver Acquires 


Two New Factories 


QUINCY, Ill. — Gardner - Denver 
Co, has acquired two new plants to 
expand its facilities for the produc- 
tion of portable air compressors, 
tools and construction and mining 
equipment. 

In Grand Haven, Mich., Gardner- 
Denver acquired a plant from Cam- 
field Mfg. Co., which adjoins the 
main plant of the Keller Tool di- 
vision Gardner-Denver. In Rio de 
Janeiro, Gardner-Denver purchased 
a factory in a new outlying indus- 
trial district of Brazil's capital city. 

« > * 


Construction Under Way 
On Seiberling Unit in Dallas 

DALLAS.—C onstruction has 
started on an office and warehouse 
building for Seiberling Rubber Co. 
in the Brook Hollow industrial 
district here. 

The 25,000-square-foot structure 
will warehouse tires, tubes, retread 
materials, automobile mats, bat- 
teries and tire-repair materials for 
Texas and parts of Louisiana and 
New Mexico. 

> > * 
°58 Plastics Exposition 
Awarded to Chicago 


NEW YORK. — The plastics 
industry will hold its eighth na- 
tional plastics exposition, November 
17-21, 1958, in Chicago at the Inter- 
national Amphitheatre. 

At the same time, a national plas- 
tics conference will be held in Chi- 
cago at the Hotel Morrison, which 
will also be headquarters for the 
plastics industry during that week. 

. > 


Fisher-Norwalk Grows 


NORWALK, O.—An expansion 
project which is expected to provide 
jobs for 100 additional workers is 
announced by Carl A. Foos, mana- 
ger of Fisher- Norwalk Co. The 
company, engaged in manufacture 
of carpets and floor coverings for 
auto manufacturers, plans an eaddi- 
tional new plant of some 25,000 
square feet on the G. S. Stewart Co. 
property, which it has just pur- 
chased. 


o 7” 
Aladdin in London 

DETROIT.— Aladdin Rent-A-Car 
System announced that Ritchie's 
Car Hire, Ltd. has been awarded 
an Aladdin franchise for London, 
England. Richard Waskin, Alladin 
president, said, “This marks the 
first step in our efforts to have an 
agency in every major European 
city.” 

. > > 
24 Chevrolet Trucks 
Sold to S. C. County 

ANDERSON, S. C.—County Su- 
pervisor J. T. Ashley reports that 
24 trucks were purchased for An- 
derson County road work. 

Ashley said 17 of the trucks were 
purchased from Welborn Chevrolet 
in Honea Path and seven from 
Williams Chevrolet in Anderson. 

+ = - 


Sales Office Opens 
LOS ANGELES.—Riverside Alloy 
Metal division, H. K. Porter Co., 
Inc., has established a sales office 
at 6424 E. Fleet. It is headed by 
John L. Merrill, West Coast dis- 
trict manager. 4 


Bullenere Moves 

WEST CHESTER, Pa. — Bally- 
more Co. manufacturer of hy- 
draulic lifts, mobile work platforms 
and safety ladders, has moved to 
new quarters at Lincoln and Gar- 
field avenues here. The firm for- 
merly was located in Wayne, Pa. 


Navy Buys Computer 
WASHINGTON. 


Auto World in Brief 


— The U. S.| years’ service with the company 
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quired a $3.5 million Remington- 
Rand Univac-Larc electronic digital 
computer. Remington-Rand said 
the device can do about 100,000 mul- 
tiplications a second and can “dup- 
licate in about two minutes the 
lifetime work of a man using a 
standard desk calculator.” Delivery 
of the Larc is expected by the end 
of 1958. 
+ 


Chrysler Plant Cited 


For 1956 Safety Record 

DETROIT.—The National Safety 
Council’s highest industrial safety 
award—the Award of Honor—has 
been presented to Chrysler Corp.'s 
Nine Mile press plant in Warren 
Township near Detroit. 

In a letter to Plant Manacer Roy 
Blasiola, Ned H. Dearborn, presi- 
dent of the National Safety Council, 
cited the stamping facility “for its 
outstanding safety performance in 
1956.” During 1956, the Nine Mile 
press plant logged 1,931,727 man- 
hours without a disabling accident. 

* = + 
Firm Diversifies 

BUFFALO.—Tube Manifold Corp., 
which makes automotive parts, has 
added a new. product for use in 
auto air springs. Despite the slack 
in the auto industry, volume at 
Tube Manifold is 40 percent ahead 
—~ - year, a company spokesman 


> > > 


U. S. Lime Products Begins 


Work on Nevada Plant 

NEW YORK. — United States 
Lime Products Corp., a subsidiary 
of Flintkote Co. has begun con- 
struction of a new plant at Arro- 
lime, Nev., near Las Vegas, for the 
manufacture of oxygen steel- 


making lime flux, according to 1. J. 
Harvey jr., Flintkote chairman. 

The new plant will have a capac. 
ity in excess of 400 tons of lime 
products per day. Harvey said a 
substantial portion of it will be 
shipped to Kaiser Stee] Corp., Fon. 
tana, Calif., for use in Kaiser’s new 
oxygen steel-making furnaces, now 
under construction, 

- * > 


Police Buy Dodges 

GREENVILLE, Tex.—The Hunt 
County sheriff’s department has 
purchased five Dodge pursuit cars 
from Charles E. Pickens, Pickens 
Motor Co. (Dodge-Plymouth). The 
officers formerly had used 1955 
models of another make. 

> * as 


Yale Opens Branch 


PHILADELPHIA. — Yale Mate- 
rials Handling division, Yale & 
Towne Mfg. Co., has established a 
sales and service sub-branch at 
3057 Madison, S. E., Grand Rapids, 
Mich., to serve the western part of 
the state. 


* > * 


100 Chevys for N. C. 


RALEIGH, N. C.—North Carolina 
has ordered 100 new Chevrolets to 
build up its motor pool of state ve- 
hicles to 275. They are expected to 
arrive and be added to the fleet 


around Aug. 15. 
> > > 


Hutchinson Sentenced 


DUI .UTH, Minn—William A. 
Hutchinson, a used-car dealer here, 
has been sentenced by a Federal 
judge to serve 1% years in prison 
and to pay a $5,000 fine for evad- 
ing income —_ 


Jacks Heads — 


CAMDEN, Ark.—Lioyd Jacks, an 
automobile dealer, has been in- 
stalled as president of the Camden 
Rotary Club, succeeding Russell 
Becker. 


> > 


> 
Schroder Named 
CLEVELAND, O.—Republic Steel 
announces appointment of Fred E. 
, Greenville, S. C., to han- 
dle sale and distribution of Republic 
materials handling equipment. 





White’s President Bauman 
Mark ks 35 Years with Firm 


By Sanford Markey 
Staff Correspondent 
CLEVELAND.—John N. Bauman, 
president of White Motor Co., has 
rounded out 35 years with the com- 
pany confident that the day will 
come when gas turbines become 
practical for use in trucks. 
But, he added at 
marking his 35th anniversary 
with White, “before gas turbines 
arrive, we will see an 


eoseree horsepower and more 
use of fuel.” In the 

ona five years, he said, improve- 
ments in the diesel engine have 
greater 

popularity for this power plant. 
The intense development, he said, 
of the gas engine is going on all 


the time and holds great promise 
for the future. 

Even as the company spokesman 
made his prediction, White an- 
nounced the immediate availability 

* 





35-Yeer Pin— 


John N. Bauman (left), of 
White Moter Co., receives a pin for 35 


Navy’s Bureau of Ships has ac-; Robert Black, chairman. 


of two new types of high-torque- 
capacity, single-reduction rear axles 
for trucks. Identified as the_124C 
and 134C models, they are among 
the first axles of this type specifi- 
cally engineered with reserve torque 
capacity to meet the maximum re- 
quirements of present high output 
gas and diesel engines. 

The large single-reduction gear 
combination incorporated in these 
models provides a high-torque 
capacity drive unit capable of pul- 
ling loads upward of 76,800 pounds 
in mountainous terrain, White said. 

Bauman headed company sales 
for a period in which White's sales 
rose from $20 million to $180 
million in 1955. Thus, he says, he is 
able to understand the salesman’s 
plight when the production force 
can’t meet delivery dates. 

The 58-year-old president said, 
“I grew up in the sales end, and I 
think the most difficult thing I have 
had to learn as president is to exer- 
cise more patience. Sales is a fast- 
changing, dynamic kind of thing. 
You can’t miss an opportunity. 

“You just can’t move that fast 
in the research, engineering de- 
velopment and manufacturing 
end of the business. You have to 
change—be more patient and 
more thorough. The finished prod- 
uct has to be perfect.” 

As evidence of what can be pro- 
duced, White has built for the Ven- 
ezuelan Government the world’s 
largest trailer-mounted 
power plant. It is a 1,250-KW, 
diesel-powered giant capable of 
producing enough electricity for a 
town of 10,000 people. 

The unit was designed and built 
by White’s diesel engine division 
at Springfield, O., for Venezuela’s 
development of the petro-chemical 
industry. The station is mounted 
on a 16-wheel trailer which may 
be leveled to provide a proper oper- 
ating base. 

The truck, trailer and diesel- 
electric generation plant constitute 
an 80-ton combination. 
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In Move for Territory Protection... 


State Branch Units 


Sought by ADSA 


(Continued from Page 2) 


eral Motors and Chrysler Corp. to 
NADA’s proposals for “area of 
gervice responsibility” bonuses. 

Horner said it was planned to 
seek bonus plans this fall when 
new-model prices were determined. 

Senator Mike Monroney’s state- 
ment that the ADSA plan seemed 
Jegal was seconded by Thomas E. 
Bennett, a former trial attorney 
for the Justice Department. 

Bennett was engaged by the 
directors of the ADSA to make 
a study of the organization’s 
plans, forms and agreements, as 
well as the selling agreements, 
bonus plans and rebates of the 
three major manufacturers. 

Bennett has had access to a large 
file of information dealing with 
antitrust laws and discriminatory 
practices and as a trial lawyer for 
the Justice Department, has had 
experience along these lines in try- 
ing actual court cases. 

Bennett released this statement 
to AuTomotive News: 

“The Owner Assurance Service 
Plan now being advanced by the 
Authorized Dealer Survival Assn. 
is perfectly legal. 

“Incident to evaluation of such 
plan, I have examined dealer con- 


8 Autos Called 
Factor Supporting 
2nd-Half Optimism 


CHICAGO. — Although the in- 
dex of industrial production at 
midyear had declined about 3 per- 
cent since December, there are 
many factors which support the 
optimism with which several fore- 
casters view the second half, ac- 
cording to the Federal Reserve 
Bank of Chicago. 

One such factor is the auto up- 
surge which is due as the 1958 
models are introduced, the bank! 
said in the August issue of Busi- 
nes Conditions. Autos also should 
get an assist from the paying off of 
1955 installment contracts, the 
bank said. 

Other encouraging factors men- 
tioned were a residential construc- 
tion boost, a retail sales “revival” 
and a rebuilding of inventories. 

The bank also listed three rea- 
sons why it expects the demand 
for money to continue strong in 
the months ahead. First was the 
fact that autumn is typically a 
period of upsurge in the credit 
needs of seasonal borrowers. 








Auto-Lite Addition— 


An addition to the Auto-Lite line of 
Power Tip Spark Plugs has been an- 
nounced by Electric Auto-lite Co., To- 
ledo. Called the Auto-Lite Standard Spark 


_ Plug with Power Tip, it incorporates the 
' same dual-heat range design that was 


i 








_ of cars 


first introduced by Auto-Lite in 1955 on 
its Resistor Spark Plug with Power Tip. 


In effect, with this addition, the Power 


Tip design is available to most makes 
with overhead-valve engines, 
either in the Resistor or Standard Spark 


» Plug, according to Auto-Lite. 


tracts of the major automobile 
manufacturers, as to both parts 
and vehicles. I find that the first 
two points of this plan in sub- 
stance are already incorporated in 
the contracts reviewed. These 
points are: 

“1. Manufacturer to designate 
area of sales and service respon- 
sibility to each authorized dealer. 

“2. Authorized dealer to assume 
the responsibility of providing 
adequate capital, premises, per- 
sonnel, parts stock, tools and 
machinery to assure owners of 
all cars or trucks of the make he 
represents proper and satisfac- 
tory service. 

“The test of this plan as to 
legality rest on evaluation of the 
third point, which is: 

“3. Manufacturer agrees to pay 
dealer an overriding bonus of 5 
percent of the factory list price for 
all new cars and/or trucks sold by 
the dealer to resident of, and that 
will be in general use, in the area 
manufacturers has specifically des- 
ignated to the dealer as his respon- 
sibility for the development of sales 
and providing service. 

“The legality of this proposal is 
sustained under Section 13 of Title 
15, United States Code. Stated 
simply, the question presented is: 
Is this plan discriminatory? 

“Several kinds of discrimination 
are prohibited by operation of this 
Section 13. Insofar as here per- 
tinent, this Section 13 requires that 
each manufacturer make available 
to his dealers the same services or 
facilities as well as merchandise | 
on proportionately equal terms. See 
Skinner v. U. S. Steel Corp., 233 
F.2d 762 (C.A. Ala. 1956); and 
Naifeh v. Ronson Art Metal Works, 
Inc., 117 F. Supp, 690, affirmed 218 
F.2d 202. 

“The real purpose of this plan | 
is to facilitate maximum long 
range development of identifiable 
trade territories by representa- 
tives of each automobile manu- 
facturer, without restricting the 
rights of purchaser, dealer or 
manufacturer. The advantages of 
the plan are equally and reason- 


Obituaries 


A. J. Cunningham, 79, 
Early Auto Manufacturer 


ROCHESTER, N. Y.—Augustine 
J. Cunningham, 79, builder of the 
Cunningham car, died July 31. He 
was president of James Cunning- | 
ham & Son, 119-year-old firm that | 
has manufactured everything from | 
horse-drawn carriages to automo-| 
biles, tanks and planes. 

Mr. Cunningham built his first 
automobile in 1910, but continued 
making carriages for five years “in | 
case the horseless vehicles prove | 
to be a fad.” The firm now produces 
aircraft parts. 

* 








H. T. Gooch, Director 


Of Missouri Dealers 


TROY, Mo.—Harry T. Gooch, a 
Chevrolet-Buick-Oldsmobile dealer, 
died Aug. 4. 

Mr. Gooch was active in the or- 
ganization of the Missouri Auto- 
mobile Dealers Assn. and served as 
its president in 1948. At the time of 
his death, he was a member of the 
association’s board of directors. 

” 7” * 


Howell C. Howard 
DALLAS.—Howell C, Howard, 63, as- 
sistant Dallas regional manager for Chev- 


rolet, died July 23. He was a native of 
Minneapolis. 
* * 
Dave Neal 


LOVINGTON, N. M.—Dave Neal, 51, 
who founded Neal Motor Co, 11 years ago, 
died here July 25. 

* * * 


John H. Yates 
NORMAL, Ill.—John H. Yates, 57, an 
automobile dealer here, was killed Aug. 1 
when his car overturned and landed in 
a ditch flanking Route 51, four miles south 
of Bloomington, Il. 
* * * 


F. Ray Peterson 

LONGVIEW, Tex.—F. Ray Peterson, 55, 
assistant to the president of R, G. LeTour- 
neau, Inc., died July 29 of a heart attack. 
He was a close associate of R. G. Le- 
Tourneau for 31 years, helping to design 
many of the machines which LeTourneau 
now manufactures. 
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ably available to all of a manu- 
facturer’s authorized dealers, 
hence, the plan is not discrimina- 
tory. 

“The fourth point, which merely 
provides the mechanics for imple- 
menting the plan, is: 

“4. Overriding bonus to be paid 
at regular intervals upon the dealer 
furnishing affidavit listing the 
names and addresses of persons or 
firms to whom new cars and/or 
trucks were sold by him within the 
area designated to him as his re- 
sponsibility by the manufacturer. 

“The plan’s simplicity, both as to 
substance and procedure, assures 
that on being placed in operation, 
it can function without such modi- 
fication as might throw it into the 
fringes of illegality.” 

Paul Reed 
the Oklahoma Automobile Dealers 
Assn., called Bennett's decision| 
“very gratifying to the ADSA board | 
of trustees and the charter mem-| 
bers as well as the hundreds of | 
new members.” Reed, of Sulphur, | 
is a charter member of ADSA. 

Horner told Automotive News| 
that ADSA was answering 150 in-| 
quiries a day. He said practically 


every card had some comment) - 


about the need for a bonus plan. 

Norton said that the volume 
had so much exceeded ADSA 
officers’ expectations that now it | 
had decided to accept as associ- 
ate members those who do not 

wish to pay dues in advance. | 

He said associate memberships 
may be accepted with as little as 
$10 down. 

Original members subscribed 
from $100 to ‘$250 depending on 
their volume and all funds are 
being used in the educational pro- 
gram for dealers all over the na- 
tion, Norton said. 

Some typical remarks written on 
cards of inquiry are: 

“I read your story in AUToMmoTive 





Want to project 





Two Portland Dealers 


Conduct Sales Circus 


PORTLAND, Ore.—Two com- 
peting Chrysler dealers — Ralph 
Hoyt Motors and Imperial Motors 
—have conducted a joint Chrysler 
sales circus. 

The promotion was kicked off 
by a breakfast meeting of both 
sales staffs. Valuable prizes were 
given to salesmen and customers. 





News. Your work is appreciated. I 
hope NADA supports you. There is 
room for ADSA alongside NADA.” 
—H. B. Burnett (Chevrolet), El- 
dorado, Ill. 

“Have been a Ford dealer for 36 
years, but if there isn’t something 
done to protect my business, I 


(Ford), president of| want to retire.”—John H. Clark 


(Ford-Mercury), Maysville, Ky. 

“Top drawer and we like it.”— 
W. H. Mitchell jr.. West End 
Chevrolet, Waltham,’ Mass. 

Ray Brandenburg (Chevrolet) 
Washington Court House, O., said: 
“I’m interested in any plan that 
will help give me a _ reasonable 
profit.” 

“I have doubts about the legality 
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of the plan but I’m all for it.”—J. 
M, O'Mara (Pontiac), Hutchinson, 
Kans. 

“Congratulations on your good 
work.”—Jack DeWitt (Oldsmobile), 
Fort Smith, Ark. 

“Will help organize Missis- 
sippi.”"—H. W. McLeod (Dodge- 
Plymouth), Greenwood, Miss., 
vice-president of the Mississippi 
Automobile Dealers Assn. 

W. H. Baker, (DeSoto-Plymouth), 
Greenville, N. C.—‘“Sounds O.K. to 
me.” 

Isadore Keil (Chrysler), Wil- 
mington, Del., former NADA di- 
rector for Delaware, said: “I have 
always advocated closed territory.” 

John B. Foley (Ford), Water- 
bury, Conn., wrote: “I agree with 
plan and hope you put into effect 
before it is too late.” 

“Something must be done by 

the dealers themselves, and this 


may be it.” — Hewan Morris 
(Lincoln - Mercury), Springfield, 
Mo. 


“What ‘you all’ are fighting got 
so bad I had to give up Nash after 
14 years and take on foreign cars.” 

-Paul R. Lauritzen (Simca-Isetta), 
Richmond, Va., an NADA director. 








SOME DEALERS HAVE 100% ABSORPTION FIGURES! 
{National Average is 65°) 


We gvarantee to increase your service absorption figures and fill your shop with cus- 
eliminate non-productive 


temer paid labor . . . 
your profits 


For as little as $70.00 up per month, we can install 
onpegh pm Andean tye AY 
con think . 


program 
tell you how te correct them .. . 
service manager of details, so that 
follow-up, so that they can have 8 hours a day to sell... 


of cars... 


a complete service 
will anolize your 


entire service per 
- « free service 


and get away from single-item repair orders. 


if your monthly service volume is $7,000 or more, and you do not have a service 
desk or tower control, write us and heer our story ... we promise some new slants 


—without obligation, of course. 


Flash - A - Call Service Contro 


2170 South Canaiport Avenve 
Dept. AN-161, Chicago &, Hil. 





NEW CAR SALES in Cleveland 


for the 


You'll find many important clues in the 
Plain Dealer Automotive Report. Our 
market research department counted new 


ear sales by MAKE, 


DEALER and by ECONOMIC SECTOR 


of the market. 
You can quickly see that 


You sell two great — 
RETAIL MARKETS 
in the Plain Dealer 











(Source, Sales Manag 


"58 models? 


by MODEL, by 


detailed report ... 
most new car sales, 


CLEVELAND 26 ADJACENT TOTAL 
COMMODITY CUYAHOGA COUNTY COUNTIES (000) 
(000) (000) 

Total Retail Sales 2,247,897 1,999,804 4,247,701 
Retail Drug Sales 85,930 55,457 141,387 
Automotive 382,082 390,920 773,002 
Gas Stations 120,031 157,081 277,112 
Furniture, Household Appliances 124,695 102,572 227,267 


t Si 





of Buying Power, May 10, 1957) 


in Greater Cleveland, were made in economic 
sectors where families have the most buying 
power. These are the areas where the Plain 
Dealer is the most widely read. 

If you haven't received your copy of this 
write, wire or phone The 
Cleveland Plain Dealer. 


Cleveland *214 billion 
26 adjacent counties $2 billion 


TOTAL $44 billion 












*Akron, Canton and Youngstown’s Counties are not included in above Sales. 


The Cleveland Plain Dealer 


Represented by Cresmer & Woodward, Inc., New York, Chicago, Atlanta, San Francisco and 
Los Angeles. Member of Metro Sunday Comics and Magazine Network. 
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In 


Survey of Consumer Finances... 





°56 Car Sales Put at $23 Billion 


CLEVELAND. — How much do 
Americans pay for their automo- 
biles, and what methods do they 
use to pay for them? 

According to the 1957 Survey of 
Consumer Finances, reported by 
the Federal Reserve Bank of Cleve- 
land, consumers bought $23 billion 
worth of new and used cars last 
year. About one-third of the buyers 
paid cash or tradein plus cash, and 
the rest used some form of credit. 


vate sales of older cars, the con- 
sumers’ net outlay was put at 

about $15.8 billion. 

It was found that about 80 per- 
cent of new-car buyers either 
traded in or sold a car in connec- 
tion with their 1956 purchases. 

About 50 percent of used-car 
buyers were in this category. The 


Auto Show Dates 
Listed for Europe 


NEW YORK. — Europe’s auto 
show season gets under way Sept. 
19 when the 38th International Au- 
tomobile Salon opens in Frankfurt, 
Germany. 

Following the Frankfurt show 
are the International Automobile 
and Motorcycle Show in Paris 
(Oct. 3-13); the 42nd International 
Motor Show in London (Oct. 16- 
26); the 39th International Motor 
Show in Turin, Italy (Oct. 30-Nov. 
10), and the Scottish Motor Ex- 
hibition in Glasgow (Nov. 8-16). 

Shows scheduled to begin after 
the first of the year are Copen- 
hagen, Denmark (Feb. 28-March 
8); Geneva, Switzerland (March 13- 
23), and Helsinki, Finland (May 9- 


study surmised that the number| average price of $800 and a net 


was smaller because many used-car 
buyers are younger and are enter- 
ing the market for the first time. 

According to the bank report, 

the average price purchasers re- 
ported paying for a new-car last 
year was $3,070, but it admitted 
that this probably overstates the 
effective market price because of 
overallowances for tradeins. 

The net outlay—purchase price 
less tradein allowance — was 
about $2,010 for a new car, the 
researchers said. 

Used-car purchasers reported an 


San Francisco 
Eyes First Place 
For Auto Show 


SAN FRANCISCO. Largest 
auto show in America is the target 
of the expanded San Francisco In- 
ternational Auto Show which 
moves from the San Francisco 
Civic Auditorium to the Cow 
Palace Nov. 29-Dec. 8. 

The Cow Palace, site of the last 
Republican National Convention, 
provides the exposition with floor 
space permitting the show to in- 
clude imported cars, trucks, com- 
mercial vehicles and accessory ex- 
hibits in addition to increased 
space for domestic car displays. 

The Cow Palace covers 67 acres. 
Free parking for more than 5,000 
cars is provided on the grounds. 

The building’s center arena, 
larger than a football field, will be 
occupied by 38 automobiles, the 
finest offering from each of the 
domestic and imported car lines in 
the exposition, presented in 
America’s first salon showing by a 
major show. The full lines of all 
cars will occupy the even larger 
north and south halls. 


Ratings Bureau Is Opposed 
In Mass. Insurance Row 


BOSTON.—Creation of a state- 
operated bureau to gather statistics 
upon which auto rates are based 
is opposed by State Insurance Com- 
missioner Joseph A. Humphreys, 
he told a special commission prob- 
ing compulsory vehicle insurance 
rates. The present rating board is 
underwritten by the casualty in- 
surance firms collecting informa- 
tion from their own files. 

Humphreys, an all-day witness at 
the first public hearing of the leg- 
islative commission, said a state 
rating board would be a duplication 
of effort and expense and its high- 
priced machinery would be used 
only during a short period each 
year. During questioning by com- 
mission. counsel George Leary, the 
insurance chief said his representa- 
tives are permitted to sit in on de- 
liberations of the private rating 





i 
Edsel Signs Turner— 

William H. Turner, seated, right, presi- 
of Turner & McBeath, Inc., Boston, 
oan Edsel franchise while Malcolm 
seated, left, Edsel Boston district 
manager, and Willard Sharpe, part- 
in the dealership, look on. Dealership 
facilities, which have a total floor space 
ee ee ae weaiire a endow 
showroom of 7,000 square feet and a 


F 


bureau, but cannot participate in 
them. 


Humphreys said he has sole re- 
sponsibility for setting compul- 


He explained that 67.6 percent of 
the rate is to pay claims and set up 
a 10-year reserve for claims. The 
remaining 32.5 percent is for ex- 
penses. The state agency, he said, 
is generally within 1 percent in its 
estimates of projected losses of a 
company, he said. Examiners also 
go into insurance files to check on 
claims figures supplied by the rat- 
ing bureau, he said. 

Since becoming commissioner in 
1953, he said, all claims have been 
checked. Previously, Humphreys 
said, examiners did not go into 
claims of under $500. 


lenged the testimony of the 
Massachusetts Rating Bureau. 

“IT am not going to presume to 
place myself in the mind of the 


E Supreme Court as to why they said 


that,” Humphreys told the com- 
mission. “The commissioner does 
not challenge the bureau. He 
merely uses their figures or not as 
he sees fit.” 

Under questioning, 
estimated that companies writing 
compulsory vehicle insurance would 
receive about $58 million in pre- 
miums under the rates he estab- 
lished for 1957 last year. 

About $19 million of this amount 
would be kept by the companies for 
expenses and profit, he agreed, with 
the remainder being used by pay 
claims and set up a reserve against 
pending claims. Following a deci- 
sion by the State Supreme Court, 
Humphreys amended the rates this 
year to give the companies another 
estimated $8 million in premiums. 


outlay of about $620. 

Turning to credit buyers, the sur- 
vey contended that about 90 per- 
cent of persons who purchased a 
new-car on time traded in another 
vehicle. 

The trade took care of the down- 


payment in about half these cases, | © 


while the other credit purchasers 


made additional cash payments| 7] 


averaging $600. 

The average credit buyer of a 
new car incurred an installment 
debt of about $1,730 last year with 
a maturity of more than 25 months, 
the survey said. 

The frequency of credit use 
was about the same for used- 
car buyers. The average debt in- 
curred was said to be less than 
$500 with an average maturity of 
a little more than 13 months. 

“This year,” the survey said, 
“there is some evidence that a 
slightly smaller proportion of new- 
car sales are being financed with 
credit. 

“However, the average size of 
the installment loan appears to be 
more than 10 percent larger and 
tends to have a slightly longer 
maturity. Loans for used cars also 
are running somewhat larger this 
year than last.” 

The survey found that install- 
ment debt outstanding on automo- 
biles is growing less rapidly this 
year than in 1955 and 1956 be- 
cause repayments have risen more 
sharply than the increase in ex- 
tensions for loans on new and 
used cars. 

“As a result, the researchers 
said, “the volume of auto loans 
has risen only about two-thirds 
as much this year as in the first 
part of 1956. At midyear, nearly 
$15 billion in auto loans was out- 

” 


Z- 

About 14 million consumers had 
some auto debt outstanding early 
this year, the survey asserted, with 
the bulk of it concentrated among 
those in the $4,000-$10,000 income 
group. Auto debt was lowest in the 
lower income groups. 

It also was found that 96 per- 
cent of consumers in the over- 
$10,000 income group owned a car 
early in 1957, and 37 percent owned 
two or more cars. 

At the other end of the scale, 
only 28 percent of consumers with 
incomes of less than $1,000 owned 
a car. 

The survey concluded: “Next 
to a house, an automobile is the 
biggest item purchased by the 
average consumer. Buying a car 
on time seems to have become 
an accepted consumer habit, with 
few buyers taking on debts they 
cannot carry. 

“If consumer income continues 
to improve in the future as it has 
in the past several years, it would 
seem safe to predict continued 
high levels of auto sales and a 
rising volume of credit to finance 
their purchase.” 


Pollard on Airport Board 


LOS ANGELES. — Martin Pol- 
lard, 61, Sherman Oaks, veteran 
auto dealer in the San Fernando 
Valley, has been named to the 
airport commission by Los An- 


Sass 


Avis Beauties— 





These lovely, blond counter girls are on hand to greet the weary traveler who 
rents a car from Avis Rent-a-Car System in Cleveland. According to Edwin M. Roth, 
general manager, no other car rental operation in the country can lay claim to such 


a bevy of beauties. 


Dealers 


Tell Me 





(Continued from Page 3) 


times can’t afford to maintain it 
and it becomes a lemon in the ter- 
ritory. Another type of winner 
may recognize he can’t afford to 
maintain it so he sells it at a dis- 
count to someone who is a prospect 
for a car from you. 

Not long ago, I read a bulletin 
from a chain dealer operation urg- 
ing its managers and employes to 
go to church. How hollow that 
seems—to go to church merely to 
get business rather than to render 
service to your Creator. 

A dealer may be an active mem- 
ber of many civic or luncheon 
clubs. If his motive is only to im- 
prove his public relations, it may 
backfire. 

One of the heartbreaking 
things for a dealer is to be active 
in such groups, the members of 
which go sémewhere else for 
their automobiles. 


I have a friend who is a dentist. 


He dislikes having members of his 
social or civic group phone for an 
appointment. When it comes time 
to bill them, the dentist makes a 
concession on account of the ac- 
quaintance. At the same time, the 
club member thinks he has been 
taken advantage of through that 
friendship and is sure the dentist 
had added to his usual fee. 
= > > 


Sell ‘Owner Benefit’ 


HIS holds true of the dealer 

who pays for a page ad in the 
local newspaper for all the local 
drives. He signs his name as a 
contributor. As a result, the public 
thinks there must be a lot of profit 
selling automobiles. 

A dealer might be well and 
favorably known to every resi- 
dent in the community. He might 
have lived in the town all his 


a lot of money in their town to 
make sure local personal trans- 
portation will be maintained 
promptly and efficiently. 

The public never has been made 


geles Mayor Norris Poulson. His/|to realize that there is a difference 
between dealers. That some dealers 


term runs until 1961. 





Chrysler to Produce ‘Aerial Jeep'— 

An artist's conception pictures Chrysler Corp.'s prototype “Aerial Jeep” employing 
two ducted propellers. Chrysler is one of three firms awarded Army contracts for 
the design, construction and testing of flying research vehicles. Ultimate goal is to 
provide the Army with a general utility vehicle having the. versatility of the con- 
ventional Jeep but being capable, as well, of hovering and propelling itself above 


the ground. While using the ground for protection, the 


free from land travel restrictions. 


“ Aerial Jeep” id be 


add a plus value to every car they 
sell. That the plus value in a new 
car and used car might mean the 
difference between none and $100 
expense on that car every month 
for as long as they own it. 

So, in our field, attempting to 
build good public relations is en- 
tirely a question of selling our 
institution, rather than the in- 
dividual, and what it means in 
terms of owner benefit. 

A reputation cannot be built 
overnight. It can’t be done by iso- 
lated gestures such as giving away 
a car or making a big contribution 
to a local drive. 

I don’t want to discourage 
dealers in their generosity. They 
are wonderful. I, also, urge them 


dership in religious, civic, 

nal and social life of the com- 
munity. 

But remember, good public rela- 
tions for any business is running 
that business on a high plane and 
then getting full credit for it. So 
cultivate favorable public impres- 
sions of the integrity and efficiency 
of your organization and its rela- 
tionship to the social and economic 
welfare of your community. 


Wisconsin Bans 
False Ads, ‘Chain’ 
Sales, ‘Bushing’ 


MADISON, Wis. — Gov. Vernon 
W. Thomson has signed a bill out- 
lawing false automobile advertis- 
ing, “chain” car sales and “bush- 
ing” in car deals. 

The law gives the state the 
power to suspend the license of a 
dealer or salesman for any of the 
three practices. 

“Chain” sales were under attack 
because the buyer who agrees to 
solicit business for a dealership in 
return for discounts on his car sel- 
dom can obtain enough business to 
pay for his car. 

“Bushing” was defined as upping 


'|the selling price of a car after a 


customer has agreed to buy it at a 


a certain price. Increases are now 


banned after the customer has 
made an initial payment, either 
with a tradein or money, and has 
signed a purchase order which is 
subject to subsequent acceptance 
by the dealer. 


: | Cleveland Forge Firm 
‘| Aequired by Porter 


NEW YORK.—H. K. Porter Co. 
Inc., has acquired Cleveland Hard- 
ware & Forging Co., Cleveland, 
manufacturers of drop forgings 
and automotive and commercial 
hardware and die castings. 

The 76-year-old firm will be 
known as the Cleveland division of 
H. K. Porter. Herbert E, White, 
president of the forging concern, 
will be in charge of the new Porter 
division as general manager. 
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)0,000 Checks to Auto Idle... 


SUB Payouts Exceed 












By Frank Gawronski 
Staff Writer 


ED AUTO WORKERS’ 
first step toward the guaran- 
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d annual wage—supplemental 
gnemployment benefits (SUB)—has 
gelebrated its second birthday. 


Tt was in 1955 that 
the first pact was 
negotiated with 
ford Motor Co. To- 
day, the UAW says 
more than a million ; 
of its members in auto, agricul- 
tural implement and aircraft plants 
are covered by similar agreements. 

The first year of the program 
was devoted to building up the 
trust funds from which the pay- 
ments would be made. Actual pay- 
ments didn’t start until a year ago. 

In the year just ended, more 
than $5 million was paid to un- 
employed workers, and more 
than 300,000 weekly benefit 
checks have been issued. 

Under present agreements, SUB 

tees a laid-off worker 65 
percent of his normal take-home 
pay during his first four weeks of 
layoff, and 60 percent for the next 
22 weeks. 


Trust Funds Low 


pag maximum payments 
are guaranteed only when the 
trust funds are at their maximum 
size. To date, none of the funds 
has reached anything near that 
amount. The closest, as of June 30, 
was the General Motors fund with 
57.02 percent. Chrysler Corp.’s fund 
has reached 42 percent, as of May 
1, while Ford’s fund has topped 49 
percent, as of June 1. 

The three largest funds, GM, 
Ford and Chrysler, had more 
than $116 million in the till since 
the plan was adopted two years 
ago, but had paid out only $5.5 
million. 

GM has contributed $71.9 million 
to the fund and has paid out $2.5 
million. Ford has put more than 
$29 million into the plan and has 
made payments totalling $1,007,624. 
Chrysler’s fund has reached $15.1 


LABOR 
FRONT 





million, while payments have) 


amounted to $1.9 million. 

UAW fiscal experts say this 
proves the benefits could be in- 
creased at the current rate of com- 
pany contributions. This is ex- 


pected to be one of the topics.of| 
|industry pattern set by Goodyear 


1958 contract negotiations. 
Complete figures are not avail- 


able on the average size of weekly) 


benefit checks, but it is known 
that the figure at Ford is $14.94. 


” > * 


Salesmen Sign Up 


EANWHILE, in Toronto, Jack 

Robinson, an official of the 
Teamsters Toronto Central Con- 
ference, said that more than 200 of 
the city’s 3,000 car salesmen have 
signed union cards in an organiza- 
tional drive. 

According to Robinson, Local 
930 has been certified by the On- 
tario Labor Relations Board as 
bargaining agent for employes 
at Weston Motors, Ltd., and has 
applied for certification at eight 
other dealerships. 

Robinson said the union is bar- 
gaining for a contract that will 
“clean up the many evils of this 
industry.” 

The union is asking a guaran- 
teed minimum weekly salary plus 
commissions, full pay for attend- 
ing motor shows or exhibitions, 


N. M. Dealers Bemoan 


Long Wait for Titles 


ALBUQUERQUE, N. M.—Al- 
though there has been some im- 
provement in recent weeks, auto 
dealers and finance men say the 
state’s auto title processing ma- 
chinery still lags far behind cur- 
rent orders. 

One dealer said that in four 
years, he never has seen a title 
come through in less than a 
month. Several dealers told of 
April-May purchasers who have 
not received titles, while others 
spoke of unfilled requests dating 
back to January. 

















$5 Million in Year 


workmen’s compensation and other 
benefits. 

The Albert Lea (Minn.) Auto- 
mobile Dealers Assn. has started 
contract negotiations with the 
Auto, Aircraft Workers Local 
867, representing 77 shop em- 
ployes at 10 dealerships in the 
area. 

The association, represented by 
Elmer Matthies (Buick), Les Knud- 
sen (Chevrolet) and Jack Tyrholm 
(Ford), will hold its second bar- 
gaining session with the union 
Wednesday (Aug. 14) in St. Paul. 

* = + 


Fewer Go on Strike 


EWER workers were on strike 

during the first six months of 
this year than in any similar period 
since World War II. 

According to the Department 
of Labor, a total of 2,075 strikes, 
involving 744,000 workers, oc- 
curred during the first half of 
1957. The number of man-days 
lost was 7,570,000, lowest in more 
than a decade. 

Time lost because of strikes dur- 
ing this period was estimated at 
0.13 percent of all hours worked in 
nonfarm industries. 

The number of strikes and work- 
ers involved declined between May 


and June. Approximately 220,000 
took part in 600 strikes during 
June. 


On the factory front, production 
was resumed last week for the 
first time since June 6 at the Mon- 
roe Auto Equipment Co. in Mon- 
roe, Mich., following ratification of 
an agreement between the com- 
panv and UAW Local 878. 

‘Under this agreement, the com- 
pany is permitted to move some 
machinery from the Monroe plant 
to its factory in Hartwell, Ga. 
When the company attempted to 
move this. machinery in June, 
the union obtained an injunction 
blocking the action and the plant 
has been closed since that time. 
The firm has agreed to increase 
its production of shock absorbers 
at the Monroe plant from 80 to 
90 percent. 

Seiberling Rubber Co. became 
the sixth company in the rubber 
industry to settle with the United 
Rubber Workers on a 15-cent 
hourly pay increase. 

The contract covering 1,500 
workers at the firm’s plants in 
Akron and Carey, O.. follows the 


Tire & Rubber Co. when it came to 
terms with the union late last 
month. 





Beauty at Work— 


Hannerl Melcher, Miss Austria in the 
recent Miss Universe beauty pageant, 
tries her hand at sewing a clear plastic 
seat cover. Aiding here in the project is 
N. G. Zink, sales manager of the Long 
Beach (Calif.) plant of Howard Zink 
Corp. The firm sponsored Miss Austria's 
float in the Miss Universe international 
beauty parade. 
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“| were able to just break even. 





Volkswagen Interior— 


The Volkswagen interior for 1958 features a restyled dashboard, an American-type 
gas pedal and new brake leverage requiring less foot power. Doors in all models 
are covered by synthetic leather instead of fabric. 


Is N. Y. Over-Dealered? 


No Trend in Market 


By Ed Brown head runs him in the city, and his 
Staff Correspondent customer aggravation is only about 
NEW YORK. — “There doesn’t| half as much trouble for him in 





the suburbs. 

Although the gross profit in 
both establishments is about 
equal, the suburban deal natur- 
ally turns up a superior showing 
to the tune of about $6,000 at the 
end of the month. 

Manhattan, as a borough, has 
come in for some very close scru- 
tiny within the past few months 
by several of the top factory people 
in the Big Three. It is known that 
these companies have had market- 
ing specialists in the city checking 
every source of marketing informa- 
tion available to them. 

Great concern has been expressed 
over whether or not the county of 
Manhattan in partciular may not 
be over-dealered. Dealers them- 
selves in this small borough have 
been trying to make this point 
with factory officials for several 
years, but to no avail. 

But when 1957 did not shape 
up as factory officials had ex- 
pected it to in this borough in 
particular, action was begun to 
determine the root causes of the 
malady which has afflicted Man- 
hattan. 

No action has been taken by any 
factory to date, but Manhattan 
dealers feel encouraged by the an- 
nouncement that Edsel has signed 
one dealer for the borough of Man- 
hattan, as against the six to eight 
dealers each who are trying to eke 
out an existance in some other 
lines. They feel this is the fore- 
runner of things to follow. 

It is fairly certain that every 
Manhattan dealer who might be 
offered a decent suburban deal 
gladly would make the move. Thus, 
if the factories should deem it wise 
to limit their dealer body in Man- 
hattan, little trouble is foreseen in 
getting dealer cooperation. 

Suburban dealers themselves, al- 
though complaining of low gross 
profits, appear to be enjoying fa- 
vorable business. July passed as a 
profitable month for the majority 
of suburban dealers, although some 
did qualify that by stating it was 
a profit under a thousand dollars. 

The next three months are 
looked on by the greatest ma- 
jority of dealers as a bad period 
during which they expect to lose 
some of the profit they may have 
been fortunate enough to have 
assembled during the past six or 
seven months. 

No one looks forward to the next 
few months with much enthusiasm, 
although several dealers do predict 
that 1958 will be a good volume 
and (they hope) profit year. 

They base their opinions on their 
discussions with customers who are 
reserving their purchases until 
_ One dealer added this opin- 
on: 

“A lot of 1955 three-year paper 
will be going by the boards in 1958, 
and a lot of people will just begin 
to get some equity in their cars at 
that time, and I suspect they will 
return to the market in full force. 
I think '58 can and will be a good 
year for most of us.” 


seem to be any pattern forming 
in the present market,” according 
to Joseph W. Farlow, executive 
vice-president of the Automobile 
Merchants Assn. of New York. 

“Some of our members reported 
having a wonderful July, while 
others found themselves in a period 
of slowing sales,” he advised. 

In essence, this is what has ac- 
tually happened to the market. No 
two dealers, even though they may 
share the same areas of respon- 
sibility, seem to be faring alike. 

In Manhattan which has recently 

come. in for close scrutiny by 
several factories, because it is ad- 
mittedly the toughest segment of 
one of the country’s toughest mar- 
kets, some dealers were able to 
chalk up a July that topped all 
others on their records. 

Other dealers in Manhattan 
termed July just a fair month, 
while still others in that borough 
claimed that it was one of the 
worst months in their memory. 

Spreading out from the hub o 
Manhattan, dealers appeared to 
have a fair July on the average. Cer- 
tainly, business was not running at 
top steam during the month, ex- 
cept in a few isolated cases. Within 
the confines of the city, most deal- 
ers reported a fair month, with the 
greatest majority advising they 


One such dealer, with a dealer- 
ship in one of New York’s five 
boroughs and another in the sub- 
urbs, was wistfully comparing the 
operations of both at the end of 
July. His dealership in the suburbs 
sold a volume double that of the 
dealership within the city. His 
operating expenses in the suburbs 


Union President 
Rips Tire Makers 
On Price Boost 


AKRON. — The president of the 
United Rubber Workers last week 
assailed the price increase in his 
industry. Tire makers didn’t have 
to hike prices 3 percent to cover 
the recent 15-cent-an-hour wage 
boost, he said. 

L. S. Buckmaster said increased 
productivity reduced the actual 
wage cost to the companies to a 
point where “it would take even 
less than a 1 percent price increase 
to cover it.” 

Goodyear, Goodrich and Firestone 
have added 3 percent to tire prices 
and 2 to 6 percent to other rubber 
products since the wage contract 
was signed. U. S. Rubber had not 
followed suit by late Thursday, but 
is expected to announce similar 
boosts 


“Actually,” Buckmaster said, 
“wage increases have been trailing 
behind price boosts for the last 
decade, and our union has been 
engaged in a ‘catching-up’ effort to 
maintain a decent standard of 
living for our members.” 





ed 
With Boost in 
Loan Authority 


WASHINGTON. — Following a 
tense period in the fortunes of the 
Small Business Administration, a 
measure continuing its life for an- 
other year was approved by both 
House and Senate just as the 
agency had begun to take on the 
appearance of a corpse. 

Due to a break in the legislative 
logjam created by Senator Wayne 
Morse, Oregon Democrat, Congress 
was enabled to put the actually ex- 
pired SBA back in business offici- 
ally, legally and technically, 

Friends of the agency—many in 
number — acted quickly, when the 
opportunity came, to continue its 
life for another year with a lending 
authority increased from $455 mil- 
lion to $530 million. 

The SBA had been caught in the 
civil rights maneuvering and the 
outlook for the agency and its 1,200 
employes was pretty bad for a few 
days. When its expiration date was 
reached July 31 without renewal 
action, the White House issued an 
appeal asking the stranded workers 
to stay on the job until Congress 
could find the opportunity to ex- 
press its real wishes. 

The House already had voted in 
favor of continuance on a perma- 
nent basis, but accepted the Sen- 
ate’s compromise measure calling 
for only a year, with the promise 
of fuller consideration next year. 

Many auto dealer loan applica- 
tions were caught in the uncertain 
logjam which threatened to end 
everything. These will be processed 
as quickly as possible, according 
to an SBA spokesman. 

Comment on the Senate floor was 
generally favorable to the SBA, 


SBA Salvag 





Willys Appoints 
Two in Export 


TOLEDO.—Election of Sydney W. 
Taylor and L. Keith Covelle jr. as 
vice-presidents of Willys-Overland 
Export Corp. has been announced 
by S. A. Girard, president. 

Taylor and Covelle are associated 
with Willys Motors, Inc., parent 
company of the export corporation, 
and their new positions will be 


SS 





L. K. Covellle jr. S. W. Taylor 
added responsibilities. Taylor is en- 
gineering vice-president and Covelle 
is executive assistant to Girard. 

Taylor will be chief engineer of 
the export corporation and will be 
responsible to the various overseas 
organizations on technical prob- 
lems. Covelle’s new duties will be 
concerned with technical and policy 
matters between the export cor- 
poration and the parent company. 


SSS SS 





Dealer-Factory Meetiags— 
Concluding a series of dealer meetings 
which began this spring, M. C. Patterson, 
Dodge president, and L. F. Desmond, 
president, 
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Many Undecided on Cross-Selli 


Drive... 





Okla. Dealers Split on ADSA 


Eprror’s Note: This is the last 
in a series of articles on cross- 
selling and the proposed plans to 
control cross-selling. 

By Joseph M. Callahan 
Staff Writer 

ee CITY. — A survey 

of Oklahoma dealers about the 
“Oklahoma plan” to control cross- 
selling revealed that some were 
strongly in favor of it, some were 
against it and some had questions 
about it. 

Under the Oklahoma plan, 
which was instituted by the Au- 
thorized Dealer Survival Assn., 
a factory would add 5 percent of 
the retail price to the dealer’s in- 
voice for a car. This sum would 
be refunded to the dealer on each 
vehicle he registered in his as- 
signed territory. 

One of the plan’s strongest sup- 
porters is R. T. Scott, a veteran 
Chevrolet dealer in Oklahoma City 
and a charter member and treas- 
urer of ADSA. 

Asserting that one of the worst 
evils of cross-selling is that a sales- 
man now has no incentive to “beat 
the bushes,” Scott said, “With this 
plan in operation, we would be able 
to force our people to sell in our 
territory. 


o 


R example, I’m about to let 
four good salesmen go because 
all they can do is sit around the 
salesroom—they’re just clerking. I 
can’t demand that they go out and 
sell because it’s not worthwhile for 
them.” 

Scott also said the ADSA plan 
would eliminate the stimulator 
dealers that crop up around metro- 
politan areas as the sales competi- 
tion between the factories quickens. 

He “The whole idea of 


for the factory.” 
Jim Reynolds, a Ford dealer in 
nearby Norman, home of the Uni- 
versity of Oklahoma, was equally 
concerned about cross-selling, but 
he wasn't so convinced that the 
ADSA plan was the answer. 

> > > 


Veteran Has Questions 
EYNOLDS, who has been a 
dealer 10 years and was a Ford 
factory traveler for the previous 
25 years, said, “Cross-selling is a 
big problem for all dealers. There 
are lots of shoppers. I suppose we 
sell as many cars into Oklahoma 
City as they pump into Norman. 
“But the Ford dealers don’t 
hurt us. Its those wild GM 


He said dealers are not cutting 
prices as much as people think, 
but that the dealers do make an 
occasional “wild deal” for the 
word-of-mouth advertising they 
get. 

> * > 
OST dealers,” he declared, “will 
give a better deal to the man 
out of town—but I’m just the op- 
posite. I give the best deal to my 
neighbor. 
“We have a new building here 


big 
added to Adm. Bell’s already sub- 
stantial salary.” z 


fringes of Oklahoma City do 


75 to 80 percent of their business 
in Oklahoma City, he said this 
plan would work a hardship on 
them. 

“But,” he said, “it wouldn’t be 
too unfair. Many of these fellows 
have just been deliberately in- 
stalled by the factory. After all, 
they are supposed to serve their 
communities, not the countryside. 

“If one of these fellows wants to 
be a big volume dealer, the factory 
should put him in a larger town.” 


Reynolds said his volume was up 
13 percent so far this year and his 
profit was down 0.4 percent. He 
blamed this decline on the in- 
creased volume and the fact that 
nearby Chevrolet dealers were sell- 
ing cars for $1,778. 


“When I get on a deal with 
these fellows,” he said, “Ill try 
to take it. I hope Chevrolet has 
a better car next year.” 
Reynolds, who does a substantial 
fleet volume, wondered how the 
ADSA plan would affect this busi- 
ness. He suggested that sales to 
factory-approved national] fleet ac- 
counts be counted as sales in a 
dealer's territory. 
> * . 
AY NEWMAN, of Smith- 
Newman Sales (Cadillac- 
Oldsmobile)) Norman, said he 
wasn't bothered too much by 
cross-selling. He added that he 
didn’t think the factories would go 
for the ADSA plan because “you'd 
need a police force to enforce it.” 
He predicted, “They (the fac- 
tories) will study it for the next 
10 years. If enough dealers feel 
some action should be taken, then 
it should be worked out through 
NADA. 
“This plan has a lot of un- 


Justice Departmen 
He said the plan would be im- 
practical if it were operated like 
territory security which he termed 
a “farce” in which nobody ever 
collected. 
> . 7 


Big Dealers Pinched 


was cause of all this moaning,” 
he continued, “is that the big 
dealers are up to their neck in 
overhead and they’re not making 
any money. 

“This idea originates with the 

big-city dealers who want to 
chew up the little dealers, The 
large dealers already have the 
advantage of selling financing 
and insurance.” 

Newman said it was ridiculous to 
expect an outlying dealer to refuse 
to sell to a buyer from Oklahoma 
City who has had a bad experience 
with his dealer. 

He continued, “We have very 
little cross-selling in the Cadillac 
line because the factory doesn’t al- 
low so many cars out and because 
they want to know where each car 
‘goes, If you have a limited number 
of cars, you’re going to get the 
maximum profit from every one. 

. . > 

Chevrolet kicks out 150 
cars to a dealer, he either has 
to cross-sell them or eat them. I 
think the problem is mainly one 
of distribution. The factories 
should study the past sales and the 

sales potential of each dealer. 
“One thing about this plan is 


Jack Clark, a leading supporter 
of the ADSA plan and a Dodge- 





Bus Firm Experiments 
With Air Conditioning 
RICHMOND, Va.—Vi rginia 





Plymouth dealer in Oklahoma City, 

said that bootlegging, except dur- 

ing early 1957, never hurt Chrysler 

Corp. dealers but that cross-selling 

has been very injurious to them. 
* * * 


‘The Only Solution’ 
E EXPLAINED, “Because of 
the increasing popularity and 


supply of Chrysler Corp. cars, the 
cross-selling dealers have been 


reaching out farther and farther | | 


with their ads and ‘pitches.’ 
“Cross-selling isn’t a new thing 
with us, but it’s getting progres- 


sively worse. About one third of | ’ 


the Chrysler Corp. cars sold in 
Oklahoma City are purchased out 
of town. 

“The disturbing thing is that 
nobody really has the advantage 
in cross-selling. Tho fringe deal- 
ers cut the profits of the metro- 
politan dealer and the metropoli- 
tan dealer cuts the profit of the 
fringe dealer. 

“We tried to beat this thing by 
opening a small dealership our- 
selves on the fringe of Oklahoma 
City. But it didn’t pan out and we 
folded it up. All a dealership like 
this has to sell is price and that’s 
not enough. The only solution is 
something like this ADSA plan.” 

> * > 


UESTIONING the effect this 

plan would have on his firm’s 
substantial fleet business, Clark said 
it would do so much good he would 
be in favor of it even if it did re- 
duce his fleet sales. He said that 
his volume was up-a third this 
year but that profits were down 
slightly. 

Clark, 33, is the NADA make 
member for Dodge in Oklahoma, a 
vice-president of the Oklahoma Au- 
tomobile Dealers Assn., a former 
member of the Dodge Dealer Coun- 
cil, a member of the Oklahoma 
Motor Vehicle Commission and a 
member of the Young Presidents 
Organization. 

Paul Reed, a Ford dealer in 
Sulphur, Okla. since 1924 and 
president of the Oklahoma Auto- 
mobile Dealers Assn., also is 
strongly for the ADSA 

He declared, “I'm not bothered 
too much with cross-selling, but its 
very harmful to other dealers out 
here. Something must be done and 
the ADSA plan appears to be more 
legal than the NADA plan.” 
> * > 


D. C. Base Suggested 


L. LEDTERMAN, a former 

* NADA vice-president and 
vice-president of Greenlease Led- 
terman (Cadillac - Oldsmobile), 
Tulsa, said, “The plan suggested 
seems feasible, legal and equitable. 
However, you need the support of 
trade journals who will herald the 
purpose of the association to all 
authorized retail dealers through- 
out the country. 

“I am personally of the opinion 
that if satisfactory response 
from the dealers is evidenced, 
the association as such should 
consider headquarters in Wash- 
ington, which is the pivotal point 
for creating interest.” 

Here are some initia] reactions 
to the plan which the ADSA re- 
ceived from several dealers around 
the country: 

Francis Wasley (Buick), Bristol, 
Conn., wrote, “This is definitely 
the only solution possible—please 
keep going.” 

Carroll Bennett (Pontiac), Great 
Falls, Minn., said, “Something has 
to be done immediately; otherwise 
there is no alternative as to whe- 
ther or not we stay in business.” 

> * * 


“os program,” commented Max 
Meadors, Buick - Chevrolet 
dealer in Clovis, N. M. 

Ray Anderson, a Chevrolet dealer 
in Snyder, Okla, wrote, “Makes 
sense to me—want to know more.” 

Cc. B. Smith, a Dodge-Plymouth 
dealer in Austin, Tex. asserted, “I 
have talked to several dealers and 
most feel that something must be 
done quickly.” 


Swenson Heads Board 


PHILADELPHIA. — Alvin A. 
Swenson sr., president of Alvin A. 
Swenson, Inc. (Ford), and a direc- 
tor of Frankford Trust Co. 21 years, 
has been elected chairman of the 
bank’s board. 


25 Years With DeSoto— 








Mer 


Marra Bros. Motor Co. (DeSoto-Plymouth), Olean, N. Y., receives a silver tray GENI 
commemorating 25 years of successful operation as a DeSoto dealership. Taking 


part in the presentation are, from left, Albert Marra; R. E. Carlin, DeSoto Syracuse 
assistant regional manager; Joseph Marra; Anthony Marra, and M. E. Wickham 


DeSoto Syracuse district manager. 


Ford Su 


Smog Tests 


LOS ANGELES.—Ford Motor Co. 
has supplied the Air Pollution Con- 
trol District with preliminary 
models of automobile smog ar- 
resters for study. 

Both General Motors and 
Chrysler have studies under way, 
but nothing is ready for testing. 

Supervisor Kenneth Hahn stated 
that he had received these two 
reports in the smog battle in an- 
swer to letters he had written en- 
gineers of the “Big Three.” 

It was clear, he said, that none 
of the 1958 model cars would have 
any smog reducers, and that en- 
gineers could not say when such 
devices will be installed. Hahn said: 

“The automobile industry has an 
obligation to the people of Los 
Angeles County to do everything 
in its power to control this major 
source of smog.” 

Dr. Francis M. Pottenger jr., 
chairman of the Los Angeles 
County Medical Assn., who has re- 
cently returned from conferences 
with automotive engineers in De- 
troit, said he did not find the auto- 
motive industry “dragging its feet” 
in regard to the smog problem. 

Pottenger stated that, now that 
it is generally admitted that 
motor vehicles are responsible for 


W. Va. Dealers 
To Hear Yarnall, 


Somerville, Bayne 


CHARLESTON, W. Va.—Two ex- 
perts on factory-dealer relations 
and a former NADA president 
headline the program arranged for 
the convention of the Automobile 
Dealers Assn. of West Virginia. 

The three-day convention will 
begin Aug. 25 at the Greenbrier 
Hotel, White Sulphur Springs, W. 
Va. 

Principal speakers will be Frank 
H. Yarnall, Chicago Chevrolet 
dealer who headed NADA in 1955; 
R. C. Somerville, assistant to 
Chrysler Corp.'s dealer relations 
vice-president, and Joseph E. 
Bayne, of Ford Motor Co.’s Dealer 
Policy Board. 


Standard-Triumph 
Names Sales Chief 


NEW YORK.—Guy Fox has been 
elected vice-president in charge of 
American sales 
for Standard-Tri- 
umph Motor Co., 
according to Alan 
F. Bethell, presi- 
dent. 

Fox was with 
General Motors 
for 18 years be- 
fore joining 
Standard - Tri- 
umph Oct. 1, 1956 J 
as eastern sales pel 
manager. He now Guy Fox 
will direct national sales through 
the firm’s more than 400 American 
retail outlets. 
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ies New Device... 


Under Way 


the one remaining major source 





of air pollution which has not | 


been controlled, he feels sure 
that the automotive industry is 
sincerely trying to solve its part 
of the smog problem. 


| 
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One major problem, he said, is | CHE 


to produce a smog control for cars 
that is economical. Engineers hope 
to turn out one that will cost not 
more than $25. 

Pottenger said that he saw mock- 
ups of two devices, one a fuel cut- 
off that worked off the manifold. 


Briley Succeeds 
Marker at Helm 
Of Auction Assn. 


DENVER.—Joe Briley, co-owner 
of the Greater Chicago Auto Auc- 
tion, was elected chairman of the 
board of the National Auto Auction 
Assn. at its annual summer meeting 
here last week. 

Briley succeeds Carl Marker, of 
Fort Wayne, Ind. who resigned 
following sale of his auction to 
another Fort Wayne group. 

At the same time, Harold Henry, 
owner of the Los Angeles Auction 
was named to Briley’s place on the 
board. 

The auction meeting, attended by 
the largest group of auction owners 
ever registered for a parley, was 
presided over by Tim Anspach, 
Albany, N. Y., president of the as- 
sociation. 

Anspach announced discontinu- 
ance of the two-a-year meeting 
plan, and said the group would 
henceforth meet once a year, with 
next year’s session planned as & 
two-day meeting in Chicago. No 
definite date was selected, but Ans- 
pach said the meeting would be 
held in August and the board would 
announce the exact dates shortly. 

Coincident with this change in 
meeting policy, the group voted to 
subdivide the association into four 
regional areas, eastern, southern, 
midwestern and western. 

Named to head the various di- 
visions were: East, Jacob Ruhl, 
Manheim, Pa.; midwest, Briley; 
south, Tom Beasley, president of 
the Southern Auction Assn., and 
far west, Carrol] Kopfer, Denver, 
president of the Western Auction 
Assn. 


Power-Brake Use 
Seen Growing 


DETROIT.—In 1953, only 11 per- 
cent of the automobiles sold were 
equipped with power brakes, but 
in 1956 the figure topped 30 per- 
cent, according to Edward L. Lape, 
general sales manager, United Mo- 
tors Service. 

He predicted a substantial year- 
by-year increase in demand for 
this feature. 

He added that Moraine power 
brake units—which will be used on 
1958 General Motors cars—and re- 
pair parts will be available through 
UMS distributors and GM dealers. 
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First Time Since 1930... 





Car, Truck Output Estimates 


By Automotive News 
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Week Week Jan. 1 
Ended Same Ended Total To 
Aug. 10, Week, Aug. 3, Output, Ang. 11, Aug. ” 
1957 1956* 1957* July* 1956* 
caeansiay a ee 7,214 67,350 ouae 
TD ‘<ibigietieuteisneies ‘Sistine cleus  waluenne — eiteennes 4,347 1,345 three-year index, as compared with 
SEINE) “eevviciscsatcewsicesscesenencs cuuniwin —ssuaineiens «= eaiaeies «= eahtnnet 11,073 3,561| the 96.7 percent compiled on the 
ibemaiintitgimveness shine 12 peveensiets 7,214 51,930 59,514 | 119,323 cars assembled the previous 
... 24,950 18,909 26,906 100,503 579,228 857,478| five work days. 
SS 2,400 2,743 2,326 9,511 72,536 85,476 Operations over the first three 
Imperial .................... 850 94 817s 3,331 6,548 28,906) days of the previous week helped 
IR? cistheshateicstarhodt 750 1,888 2,507 7,118 66,831 81,658| Sive the mgr ern tay — of 
SR 5,750 4,479 5,860 23,729 134,769 202,263| 495,629 car assemblies for July— 
down only 0.9 percent from the 
UID ‘siispGincivcesesbess 15,200 9,705 15,396 56,814 298,544 459,175 500,271 @urned out in June 
FORD MOTOR. ............ 39,165 $1,511 36,722 154,415 1,066,113 1,223,706| ond a 104. percent boost froma the 
IEEE * cincisdeeisbicsons siocunend — a ee 1,104 444 448,875 cars assembled during 
EY iiclicindeesussteitiicliceniie See ustes 2,787 ae” =. wivinnetn 8,576| July last year. 
SI cobGRGisietbisindledengatonty 29,590 26,852 29,568 127,749 861,647 989,127 High point of last week’s car out- 
IEE: <ustiinciitcidtisonsndsied a 226 1,955 32,004 25,887 | put operations was the assembly of 
Mercury ......... ... 5,670 4,647 4,141 20,982 171,358 199,672|the four millionth car of the 1957 
GENERAL MOTORS .. 55,320 56,578 54,306 227,557 2,088,594 1,846,272 | Calendar year on Thursday (Aug 8), 
teint 7,540 10,089 7,045 23,029 874,750 272,113) OF ine anne SS 
ee 3,360 3,211 3,327 13,446 101,247 103,186 from the lines on Aug. 28. 
EE 30,400 29,516 30,916 138,622 1,043,911 972,747 sé 6 *s 
Oldsmobile _................ 7,020 8,065 6,740 26,371 296,281 264,534 NCREASED output by Edsel and 
Pontiac 7,000 5,747 6.278 26,089 222,405 233,692 the return of all Mercury opera- 
SP CORP. ............... 1400 = 1,157 «1,389 5,940 = 66,169 45,472 | tions to five-day schedules helped 
Packard ........ secseonenacy ee 4 26 48=613,277 6,116 | Ford Motor Co. mark up the biggest 
Studebaker .................. 1,390 1,157 1,385 5,914 52,892 39,356| gains over the previous five work 
—_— ——"" | days. 
Total Cars, U. S.. 120,835 108,167 119,323 495,629 3,817,454 4,087,348 Ford Motor turned out an 
b estimated 39,165 cars last week, 
COMMERCIAL CARS a 
(U, S. PRODUCTION ONLY) Edsel in its fourth week of pro- 
beet ut, enn aon. 1 dan. 1 | duction upped its output from 2,787 
a0 Same ~ o ° ° cars a week earlier to an estimated 
—- Se ae Kee” AMeser” «““5g3°" | 3,700 on a five-day schedule last 
CHEVROLET . 6800 6535 7,148 28,964 282,586 225,808 | Week, while Lincoln, the only other 
maker manufacturing 1958 models, 
DIAMOND t 135 118 128 574 3,165 3,269 turned out an estimated 205 cars 
DIVCO 24 60 24 144 8=«©2,453 =, 972 | last week, compared with 226 the 
DODGE 1,700 1,379 1,731 7,207 56,497 50,763 | previous week. Mercury assembled 
FORD 5,300 6314 6,724 29,348 195,891 222,492| an estimated 5,670 units last week, 
GMC a. 1,080 1,553 767 5,432 59,779 41,929 compared with 4,141 a week earlier. 
: en * * * 
INTERNATIONAL ...... 2,546 2,274 2,939 11,346 86489 75,324 FrorD division ¢ i by the 29,- 
MACK 375 353 374 1,463) S11,681 = 11,081 568 cars produced the previous 
REO 122 91 108 562 2,408 2,742 | week with a scheduled 29,590 units 
STUDEBAKER 160 106 243 921 9,674 6,921 | last week. Sieteen diene’ t 
General Motors c rom a 
" a 7 ee not 5452 = 36,391 = 38,752 previous five days to an estimated 
MISCELLANEOUS*** 86 48 85 358 2,104 2,002 | 55,320 last week on the basis of 
——- ————-| output hikes at Buick, Cadillac, 
Total Trucks, U. S..... 18,623 19,467 20,315 93,019 709,838 691,860| Oldsmobile and Pontiac. 
; Only Chevrolet — with an output 
ef ae 139,458 127,634 139,638 648 4.527.292 4 of 30,400 cars last week, compared 
eect eens . : 588, 527,292 4,729,208 | vith 30,916 a week earlier—showed 
Total Cars, aan a decline from the previous five 
Canada ‘ 5,710 96 35,481 336,090 298,199 | Jays. ere 
Grand Total, | AMONG other GM_ units, Buick 
Cars and Trucks, was up from 7,045 assemblies 
U. S. and Canada....139,458 133,344 139,734 624,129 4,863,382 5,027,407 | the previous week to 7,540 last 
"Revised. Misceliancous includes Corbitt, Marmon-Herrington, Federal, Four Wheel 


Drive, ete. 
§.B.: All U. 8, totals include cars and trucks for military orders. 


85 Pct. Choose 
Im rial with 
‘Tire on Top 





In Inventory Card Price... 
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Selling Costs Are Included 


OTTAWA.Some Canadian,a study of costs reveals a selling 


dealers have begun listing auto- 
mobiles on inventory cards at in- 
Voice charge plus selling costs 
father than merely the invoice cost, 
ihe Federation of Automobile 
Dealers Assns. of Canada reports. 

The federation gives this 
example: 

“Let’s take a vehicle that costs 
the dealer $2,000 and assume that 





cost of 12% percent. He adds 12% 
percent, or $250, to the inventory 
card and the cost shows as $2,250, 
not $2,000. 

“It makes the dealer—and the 
sales manager—and the salesman— 
think when he starts to figure how 
much he can ‘cut’ or ‘give away’ 
and still retain a profit.” 

The bulletin also included results 
of dealer polls on selling costs. 
They showed: 


DETROIT. — More than 85 per- 
cent of Imperial customers in June 
ordered their cars with the optional 
deck lid, according to Clare E. 
Briggs, Chrysler division sales vice- 
president. 

The option consists of an em- 
bossed spare wheel and tire on the 
rear deck. Briggs called it “the 
most popular styling option on any 
1957 automobile.” 

The feature has gained popu- 
larity rapidly. Only 53.7 percent or- 
dered it last November, but the 
number rose to 85.6 percent in 
June. Overall, 70 percent of 1957 
deliveries have had this option, 
Briggs said. 

A series breakdown for June 
shows that the feature was ordered 


e 
Seek to Reorganize — 3 Mari,,|0n 79.7 percent of LeBarons, 88.6 
e Selling 1956 Costs of 1957 | percent of Crowns and 81.5 percent 
Tucker’s Aircooled Gases’ | Of Imperials. Imperial Crown con- 
1 to 50 Vehicles $474............ $251|vertible buyers like the deck lid 
Roe sean oma eee 51 to 150 Vehicles $215............ $240| best of all; 92 percent of them have 
a 151 to 300 Vehicles $220............ $221 | ordered it. 
Beep. out of bankruptcy. Walter! 0... s50 Vehicles $818... $167 


H. Peery, of Topeka, president of 
the Midwest Tucker Corporation 
Dealers Association, said an at- 
tempt will be made to reorganize 
around Aircooled Motors, of Syra- 
tuse, N. Y., which once was owned 
by Tucker Corp. 

Tucker Corp. went into bank- 
Tuptey eight years ago after com- 
pleting 50 automobiles. 

“We now have proceedings filed 
in Washington,” Peery said. “With 
the operation of Aircooled Motors 
we have great possibilities of 
making a successful comeback.” 


The federation pointed out the 
cost of selling a vehicle, regard- 
less of number sold, averaged out 
to $221 for both polls. 

The federation wound up its dis- 
cussion of costs and profit with a 
warning: 

“The gimmick and the giveaway 
are not the road to profit and the 
dealer who cannot make a reason- 
able profit cannot continue long to 
give good service to his customers 
and good representation to his 
manufacturer,” the federation 
warned. 


Dealer Sued for $100,000 
In Vermont Auto Death 


BURLINGTON, Vt. — Wheeler 
Chevrolet Co. has been sued for 
$100,000 as a result of an automo- 
bile accident last Apr. 26 in which 
William J. Woods, Waterbury Cen- 
ter, was killed. 

The suit was filed in U. S. Dis- 
trict Court here by Mabel W. 
Woods, Philadelphia, administra- 
trix of Woods’ estate. It charges 
that the dealership failed to attach 
a wheel properly on the car which 
Woods was driving. 








Ford Leads Chevrole 
"| To Million-Car Output 


(Continued from Page 1) 


week; Cadillac rose from 3,327 to 
3,360; Oldsmobile climbed from 
6,740 to 7,020, and Pontiac jumped 
from 6,278 to 7,000 units. 

The only other makers to show 
an increase over a week earlier 
was Studebaker-Packard, up from 
1,389 to 1,400 units. Studebaker 
turned out 1,390 cars last week, 
compared with 1,385 a week 
earlier, and Packard climbed from 
four to 10 units. 

It also was announced by S-P 
last week that it will build out this 
Friday (Aug. 16) on its 1957 model 
cars and trucks. It will begin out- 
put of 1958 models around Aug. 26. 

= + * 
Ameen MOTORS is expected 
to begin output of 1958 Rambler 
models Aug. 19, company officials 
said, Its “Senior Line” will begin 
operating Aug. 20. 
Chief reason for Chrysler Corp.’s 


AMC Appoints 


2 Zone Managers 


DETROIT.—Appointment of new 
managers for the Milwaukee and 
St. Louis zones of American Motors 
has been announced by Roy Aber- 





R. L. Tuckwell 


Halla 
nethy, vice-president of automotive 
distribution and marketing. 


E. V. 


R, L. Tuckwell, formerly St. 
Louis zone manager, has been 
named Milwaukee zone manager. E 
V. Halla has been selected as St. 
Louis zone manager. Tuckwell 
joined Nash in 1947 and Halla in 
1949. 
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decline last week was DeSoto’s 

on ae of its two Detroit plants 

for week to “balance field 
caostnbar 

Pg only its West Coast 

DeSoto turned out 750 cars 
sey "ieeh, compared with 2,507 a 
week earlier, while the corporation’s 
other four car-producing units re- 
mained about even with the pre- 
vious week. 

. */ «¢ 
BREAKDOWN of other units 
showed Chrysler division (ex- 

cluding Imperial) up from 2,326 to 
2,400 units; Imperial up from 817 
to 850; Dodge off from 5,860 to 5,750, 
and Plymouth down from 15,396 to 
15,200. All divisions were on five- 
day schedules. 

Truck output last week totalled 
an estimated 18,623 units—down 
8.3 percent from the previous 
week’s 20,315 assemblies and 4.3 

percent below the 19,467 units 
turned out during the week ended 

Aug. 11 a year ago. 

Commercial-car output during 
July totalled 93,019 units—only a 
slight increase from the 92,614 
trucks assembled in June but a 9.9 
percent boost from the 84,623 units 
produced during July, 1956. 

Car and truck output was at a 
standstill last week in Canada as 
all makers were down for vacations. 
Output in Canada during the first 
seven months of this year totalled 

298,199 cars and trucks, compared 
with 325,622 vehicles during the 
same period a year ago.—Martin L. 
Whitmyer. 


> 


GM Plans for Calif. Plant 


Deferred Indefinitely 


DETROIT.—General Motors offi- 
cials said here last week that plans 
to build a $50 million Buick-Olds- 
mobile-Pontiac assembly plant in 
Sunnyvale, Calif., still are deferred 
indefinitely. 

GM originally announced plans 
to build the plant March 30, 1956, 
but little was heard for six months. 
Then the corporation announced 
that “initial construction would be- 
gin soon after Jan. 1 of this year.” 

A March starting date was an- 
nounced in January, then cancelled, 
announced again and cancelled 
again. Then, on Jan. 18, GM an- 
;nounced it was deferring plans 
indefinitely, 

As of last week, officials said 
there had been no renewal of 
plans. 


West Sparks ’57 Boom 
In Canada Vehicle Sales 


OTTAWA.Canadians spent 


$1,130,697,000 for cars and trucks, | 


new and used, in the first five 


months of 1957, a gain of 7 percent | 


over the similar period of last year, 
the Government has reported. 


Biggest increases were reported | 
in Western Canada, where dollar 


sales were up 25.8 percent in Sas- 
katchewan, 24.5 percent in Manitoba 
and 23.9 percent in Alberta. 

Sales were reported good in the 
first quarter but they slowed in the 
second quarter, There were reports 
that dealer profits for the first half 
were generally down. 

The Government reported its cost- 





Minnesota Parley 


Lists Speakers 


MINNEAPOLIS. Agenda of 
speakers for the 39th annual con- 
vention of the Minnesota Automo- 
bile Dealers Assn, has been 
announced by Harold Queenan, 
Hetfield-Queenan, Inc. (Dodge- 
Plymouth), St. Paul, and John 
Woodhead, the Woodhead Co. 
(Ford), Minneapolis. 

The list includes Fred Bell, 
NADA _ executive vice-president, 
who will discuss the newly-proposed 
“service responsibilty” plan; G. 
Herbert True, professor of market- 
ing at Notre Dame University; El- 
son G. Sims, dealer at Vincennes, 
Ind., who will discuss “Your True 
Cost of Doing Business,” and 
Thomas J. O'Neil, of the Dealer 
we Committee of Ford Motor 

Convention dates are Sept. 16-17 
at the Nicollet Hotel here. 


| of-living survey found new-car 
prices lower in July than in June. 

| The Governments’ report on im- 
ports for the first four months of 
the year showed more auto parts 
| were brought in but fewer finished 
vehicles. 

Value of imported cars and trucks 
| plunged from $92,488,000 for the first 
\four months of 1956 to $55,128,000 
for the like period of this year. 
Parts imports were put at $106,823,- 
000 for the first third of this year, 
compared with $104,364,000 last year. 


Gabriel Appoints 
New Sales Chief 


CLEVELAND. — Appointment of 
James Ewing as sales vice-presi- 
dent of Gabriel’ Co. has been an- 
nounced by 
Thomas J. Riggs 
jr. executive 
vice-president. He 
succeeds William 
Klein, who be- 
comes merchan- 
dising vice-presi- 
dent. 

In his new ca- 
pacity, Ewing will 
be responsible for 
the formulation 
of sales programs 
and policies both in this country 
and abroad. He joins Gabriel after 
having served as marketing activi- 
ties director of Mechanical Han- 
dling Systems, Inc., Detroit. 


Police Buy from Holley 

NORTH AUGUSTA, S. C. — The 
Police Department of North Au- 
gusta has purchased two new Fords 
from Holley Motor Co., Aiken. 
Priee was $1,745.43 each. 
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Here’s the Formula... 
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What Does It Cost 
To Sell New Cars? 


LOUISVILLE. — “What does it 
cost you to sell a new car?” is the 
question that opens a Kentucky 
Automobile Dealers Assn. bulletin 
on the true cost of doing business. 

The h 


sending members a copy of a talk 
by D. L. Johnson, president of 
the Texas Automotive Dealers 
Assn, and a Chevrolet dealer in 
Dallas. 


The Johnson talk deals with 
computing the cost of making a 
sale. The Kentucky group said the 
material was offered as a suggested 
approach in computing costs and 
reminded dealers that all figures in 
the material are hypothetical. 

The association told dealers the 
monthly cost figures mentioned in 
the talk would have to be re- 
computed each month, No sugges- 
tion that any dealer or group of 
dealers should attempt to fix prices 
illegally was being made, the as- 
sociation said. 

Johnson’s material daid: 

I believe you will agree that— 
in order to successfully operate an 
automobile dealership, a dealer 


‘ 

i 
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profitable 
. We ask ourselves—F'rom what 
r dealership income derived? 


of 


is 


Dealer Finds 
Most Customers 


Seek Service 


DETROIT. — Most auto buyers 
are “hungrily seeking a dealer who 
is concerned with ‘after delivery’ 
service,” according to Saul H. Rose, 
president of Grand River Chevrolet 
here. 

Rose said his dealership had con- 
ducted a survey and found 17 per- 
cent of buyers are only interested 
in “deals” while 83 percent were 
concerned service problems. 

He said these buyers “want to 
have confidence in the dealership 
and know that the quality of ‘after- 
sale’ services is good, honest and 
reasonable.” 

The dealership used the material 
for an ad in a Detroit newspaper 
in which the firm featured its serv- 
ice program. Grand River claimed 
that 67 percent of cars sold in 1956 
were sold to old customers. 


Calif. Sales Show 
Leveling Trend 







leveling off toward relatively even 
monthly distribution. 

Amos T. Crowl, manager of the 
San Francisco Motor Car Dealers 
Assn., 


He reported to the association on 
a sales during the last four 
years in 47 Northern California 
counties. The four-year averages 
were 24 percent for the first quarter; 
27 percent for the second; 25 for 
the third, and 24 for the fourth. The 
accumulated totals were 24, 51, 76 
and 100 percent. 

In 1940, the sales by quarters 
Were 20.6 percent; 27.5; 22 and 29.9. 
The cumulative totals were 20.6; 
48.1; 70.1, and 100. 







present 
‘57 Lincoin on behalf of 


You are actually operating three 
separate stores and a bank. 

1, Parts sales store 

2. Service sales store 

3. New and used car sales store 

4. Bank—consisting of finance— 
cash reserves and interest from 
automobile notes. 

Under these headings we must 
arrive separately at the proper per- 
centage ratio each of these income 
departments should yield of the 
total dealership income and how 
each of these departments can be 


handled to produce more net profit > 


for the dealership. 

III, Compensation is important, It 
is now almost universally accepted 
that you should: 

A, Hitch your automobile sales 
commissions to gross profits—retail 
salesman. 

B. Hitch your service and parts 
commissions to gross profite— 
retail salesmen—service salesmen. 

C. Department heads who can 
control expenses should be paid on 
net profit basis—sales managers— 
parts managers—service managers. 

IV. Why do business without a 
reasonable net profit? With this in 
mind, any dealer should consider 
the following: 

1, Aggressive selling to get a fair 
share of the market. 

2. Make every department operate 
at a profit by knowing your selling 
costs in each department. 

3. Net profit per deal equals “ul- 
timate cost” on the car, plus a 
reasonable profit. 

4. All tradeins should be valued 
at wholesale so that each individual 
deal, new and used, can be figured 
profit-wise before the deal is made. 
To do this you must know your 
“ultimate cost.” 


them to cover losses of a depart- 
ment that is not making money. 

6. Every transaction for a new 
car, a used car, a part, or a service 
operation should return a profit to 
the business or it shouldn’t be 
made. 

This analysis is primarily to help 
the dealer become a better busi- 
ness manager. In every dealership 
the object is to make money, but 





Baseball Oldtimer Cited— 


Sam (Wahoo) Crawford, left, one-time 
Detroit Tiger outfielder, had a surprise 
awaiting him following his recent in- 


duction into the Baseball Hall of Fame 
at Cooperstown, N. Y. George W. Walker, 
right, styling vice-president, Ford Motor 
Co., was on hand at 


the ceremonies to 
Crawford with the keys to a 
the company. 


often not enough thought is given 
to making and keeping net profit. 
The bookkeeper cannot tell the boss 
what to do he can only keep him 
informed, Successful dealers must 
know enough about their financial 
statements to be good managers. 

We hope this presentation will 
put you to work analyzing your fi- 
nancial statement; breaking it into 
its components by departments, e.g. 
—income, expenses, gross profit and 
net profit before taxes. 

We just mentioned the necessity 
of knowing the “ultimate cost 
price” of your car, You may ask 
what is the “ultimate cost” price of 
an automobile? In order to, get 
that definition we must take the 
year-to-date total expense for the 
new and used-car departments com- 
bined. These figures are shown in 
your own statement and will be 
found at the bottom of the column 
marked “new cars” and “used cars.’ 
Chrysler statement—Line 67, Page 


General Motors statement—Line 
67, Page 2. 

Ford statement—Page 4, Line 25 
—new and used—Add same line—in- 
direct expenses—Owner and officers 


by the 
number of new automobiles sold 
year-to-date and the results will 
be the average total expense per 
new car sold in your dealership. 
Example: 

New Car—Year-to-date col- 


MIN ccbithashiciinsmensclisntesciecnentvinteiiuian $181,615 
Used Car—Year-to-date 
IIE “diiistatesintsiidedssamanianivabeitenis $ 96,785 
Divide by N/C Sales— 
SEE UII seicinchtaniadpsiciinebainsiitiiinasieid $278,400 


Expense Factor 


This expense of $300 per new car 
can be called your “expense factor” 
and should be known by everyone 
in your business who figures deals. 
We have arrived at a hypothetical 
per car expense figure or “expense 
factor” of $300, add it to the factory 
invoice price, The sum of these two 
figures will be your “ultimate cost” 
price. Any amount less than your 
“ultimate cost” price you get for a 
car is a loss to you. 

This is how you arrive at the “ulti- 
mate cost” price in your business, 
using arbitrary figures for the pur- 
poses of example: 
4-Door Sedan “8” Factory 


BIN geticiiali head tanscncedetumaeiiotdl 1,605.25 
Dealership Sales & Han- 
dling “Expense Factor”... 300.00** 


“Ultimate Cost” of Sedan $1,905.25* 
Using above “ultimate cost” on 

4-door sedan we will give example 

of a typical car trade showing net 

profit washout. 

4-Door Sedan List Price 

(Your Selling Price)............ $2,158.00 

1952 Trade-In (Total 

amount allowed on In- 


a lal cars ntnttalee 658.00 
Realized difference on 
LIE TEES 1,500.00 
*“Ultimate Cost” on 4- 
I es sciientennsasaniaill $1,905.25* 
Difference on above deal 
—Cash or Time.................... 1,500.00 
Your actual money in the 
ck iden $ 405.25 
Estimated Wholesale cash 
value of the Used Car ....$ 500.00 
Your actual cost of the 
I cla ii aiahsnacltetin 405.25 
Net Profit on deal if U/C 
I 15 


But if you can retail the 
U/C you should pick up $ 100.00 


Net Profit —all expenses 
lithic adiich a ntenlahanaapiidninietit $ 194.75 


Haven’t we ever heard of a 


305 Teachers Complete 


GM Service Courses 


DETROIT.—Three hundred and 
five teachers in vocational schools 
and high schools have completed 
courses pertaining to advanced 
automotive maintenance in sum- 
mer workshop programs conducted 
in 12 General Motor Training Cen- 
ters throughout the country, ac- 
cording to Myrle E. St. Aubin, GM 
service director. 

“We think this is a most impor- 
tant activity in these days marked 
by a critical shortage of competent 
automotive mechanics,” St. Aubin 
said. “These teachers represent 
about 25 percent of those ane 
automotive maintenance offered at 

some 1,200 schools in the country. 
They learned the latest techniques 
and now can impart that knowl- 
edge to their students.” 


Wiper Speedup 
New Trico Device Works 


With Headlights 

BUFF ALO.—Trico Products Corp. 
has been granted a patent on a 
coordinated windshield-wiper and 
headlight-beam control that has 
safety aspects while driving in in- 
clement weather. 

When headlights are on high 
beam, the wiper arc is reduced 
automatically and the blade moves 
back and forth at a faster pace. 
The idea is that the driver is more 
interested in the area immediately 
ahead of him in night driving in 
inclement weather. 

The wipers go back to normal 
operation when the lights are re- 
turned to low beam. The device is 
a variation of Trico’s manually 
operated dual-range system that is 
installed on many cars. The com- 
pany has no plans for mass pro- 
ducing the new system. 


large volume dealer making less 
profit than a smaller dealer? Of 
course, we have, and this shows 
exactly how it can happen. When- 
ever we dealers make deals in- 
discriminately without knowing 
that each deal will support itself 
as @ profitable deal, we are falsely 
assuming that a deal with a little 
gross is better than none, or in 
other words, every little bit helps. 
Nothing could be further from 
the truth! 

Now a perfect example of this 
false reasoning is the “theory of 
averging” which we dealers often 
unconsciously rely on: that is, ac- 
cepting a deal for $200 gross pro- 
vided we can match it with one 
for $400 gross. We have already 
established that the “expense 
factor” or true expense to sell a 
new car in this hypothetical dealer- 
ship is about $300. 

In this example: A dealer wishes 
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HELP WANTED 


SERVICE MANAGER for Cadillac and 
Oldsmobile dealership in Central Florida. 
We want a young man with General Mo- 
tors’ experience in all phases of service 
operation. Must have good personality, 
sober and reliable. Write, giving full 
resume of self, experience and telephone 
number, also snapshot if available. Box 
7403, c/o Automotive News, Detroit 26. 


ASSISTANT SALES MANAGER. Young, 
energetic super salesman to lead and 
supervise group in a fine organization— 
30 year old General Motors dealership 
with modern sales-service facilities— 
beautiful city in Pennsylvania near Phili- 
delphia—excelient salary, incentive with 
chance of promotion. Give full resume 
with photo in confidential letter to Box 
7404, c/o Automotive News, Detroit 26. 


GENERAL MANAGER capable of manag- 
ing one of New England's most profit- 
able and best organized Chevrolet dealer- 
ships now retailing 2,800 new and used 
cars per year. Just broke ground for new 
building and improvements that will add 
17,000 square feet of floor space for 
higher profit and volume sales. This is 
not a sick dealership. I have been in 
business for 28 years in the same loca- 
tion and want to coast along with less 
responsibility. Only a gentieman with 
highest caliber in every respect, with 
proven ability and willingness to assume 
full responsibility need answer this ad. 
Guaranteed salary, percentages and op- 
portunity to buy-in. Please write full 
particulars in first letter, with photo 
graph. Present manager knows of this 
ad. Box 7388, c/o Automotive News, 
Detroit 26. 





Own Your Own 
BUSINESS 


We went an ambitious man with 


AMERICAN SURE-CAR CORP. 
Main Office: Dept. E, Sea Cliff, N. Y. 
(See ovr advertisement on Page 24) 





to “average” 500 ,$200-deals : 


500 $400-deals, His “expense factor| 














is $300 per car for 1956. e 
Here’s the Computation: Pres 
I he 
He made Wan 
500 N/C Flori 
Sales at ...$ 400 percar Si 
Hig books Detr 
show .......... $ 300 “Expense Factor’ GENE 
Operating 
Profit per war 
GOP ctincseenes $ 100 percar Hull 
“ x 500 N/C Sales fina! 
Operating —s 
Profit for BAME 
WBE scssccvticed $50,000 





But he’s not satisfied, so he 
thinks he should add: 500 new 
car sales at $200 gross per year. 
So now he’s- a 1,000 car dealer 

instead of a 500-car dealer and with 
his increased overhead, in all prob. 
ability, his books will show— 

So he has a $250 “expense factor’ 
per car or $50 operating loss per 
car. 

Multiply this by the 500 additional] 
cars he has . . , $25,000 operating 
loss on the second 500 deals which 
made him a 1,000 car dealer! 

So how does he end up? With 
a $25,000 operating profit instead of 
the $50,000 he made as a 500-car 
dealer. 


He used up one-half of the profit | 


on the profitable $400 deals to carry 
the expense burden of the $200 
deals. 

If we really want to make our 
operation as profitable as pos- 
sible, let’s sell all the cars our 
market will absorb at a profit. 
Then let’s reduce our poet 
if necessary, to the size needed 
to sell the number of cars we 
can sell profitably, and we have 
thereby cut our expenses and in- 
creased our operating profit to its 
maximum. 

So let’s pass up the $200-deals 
that our salesmen can’t convert to 
$300 and keep the profit of the $400- 
deals, Only the deals above $300 (in 
this example) add to our profit 


anyway. 


ee 


7 au 


PER W FOR EACH 


RO 


IN ADVANCE OF 


PAYMENT 
Taal] "d address at regvuic 
ee ee ee 
y ods: $12.30 per 


ON DATE. Contract 


Ty. eee 
DF PUBLICATI 


HELP WANTED 


SALESMEN—Wanted by national distribu- 
tor of automotive specialities, hardware 
and parts. Established for twenty-five 
years, with several warehouses covering 
the entire United States. If you have @ 
following amongst the car dealer parts 
men, we have openings in the following 
areas: Massachusetts, Connecticut, South 
Jersey, Virginia, Kentucky, Illinois, Wis- 
consin and Michigan. High earnings. 
Give full details. Box 7348, c/o Automo- 
tive News, Detroit 26. 


DISTRICT MANAGER 
FRANCHISES 


Auto inspection and | year warranty serv- 
ice . . . now sweeping *he country . . . 
$25,000 to $50,000 earnings. Many terri- 
tories still open . . . successful automotive 
sales background necessary. 


UNITED STATES CAR 


TESTING CO. 
5327 W. Third St. Dayton 7, Ohio 
MU 1669 








WANTED: A MATURE executive with 28 
years’ of automobile experience in office 
management, used car management, and 
a dealer for the past six years, desires 
employment in either Southern California 
or Florida. Box 7380, c/o Automotive 
News, Detroit 26. 


AUTO ee ee ne experi- 
enced on GM ao. Wishes to locate in 
Austin, Texas. vailable immediately. 
| 7390, c/o aeeiien News, Detroit 





_ 


2a qm amp oA 




















—_——., 


8 wit 
factor” 


factor” 


o he 
new 
year, 
dealer 
i with 
Prob. 


actor” 
iS per 


tional] 
rating 
which 
' 


‘With 
ad of 
0-car 


rt to 
$400- 
D (in 
rofit 






























POSITION WANTED 


'INERAL MANAGER, Have served as 
general manager of two large midwest- 
ern GM dealerships for the past 10 years. 
Present owner is selling out—profitably. 
I have previous wholesale experience. 
Want similar connection on West Coast, 
Florida, or in the Pittsburgh, Pa. area 
(any car line). Best GM references avail- 
able. Box 7402, c/o Automotive News, 
Detroit 26. 





GENERAL MANAGER or sales manager. 


Age 48. 25 consecutive years’ experience 
wants position with Ford or GM dealer 
in New England only. Not interested in 
Hull Dobbs or family deals. Only well 
financed dealership considered, Box 7389, 
¢/o Automotive News, Detroit 26. 

BLER OR FOREIGN CAR. Mature, 
former successful dealer would like to 
make connection as manager or sales 
manager in Florida or near Washington. 
Competent to assume any responsibility. 
Would prefer making an investment or 
buy-in out of profits. Box 7381, Automo- 
tive News, Detroit 26. 


GENERAL MANAGER - Sales manager. 


Chevrolet or Plymouth preferred. South 
or southwest—other sections considered. 
20 years’ retail; 10 years’ Ford manage- 
ment. Top sales and profits through ex- 

practical methods of selecting, hir- 
ing, training and directing both sales and 
gervice. Age: mature 41, married, chil- 
dren, college graduate, Air Force veteran 
officer. Prepared to perform top job for 
top income. Satisfactory results assured 
in competitive market, Adequate refer- 
ences available. Free to discuss at your 
option, Available mid-September, Write 
Box 7391, c/o Automotive News, Detroit 
26. 


DEALERSHIPS AVAILABLE 


FLORIDA DEALERSHIP handling Buick, 


west coast area. This is not a fiy-by- 
night deal but a good profitable dealership 
gelling 100 to 125 cars annually. Good 
building, used car operation included. 
Buy a going, money making, established 
business at inventory, Deal direct with 
owner. Box 7384, c/o Automotive News, 
Detroit 26. 


oS 
ZGENCY HANDLING MERCURY with 


used-car lot (New York area); low over- 
head, excellent facilities; buy for parts 
and equipment; no real estate. Box 7401, 
¢/o Automotive News, Detroit 26. 

TRAL SAN FRANCISCO LOCATION 
— GENERAL MOTORS DEALERSHIP. 
Exceeding 1,000 car sales potential with 
4,200 seven year owners for service and 
parts gross. Located in center of fast 
growing Bay Area, Ideal year around 
climate, Excellent used car market. Rare 
opportunity to become a Key General 
Motors Dealer. All replies confidential. 
Box 7387, c/o Automotive News, De- 
troit 26. 


GNE OF SUFFOLK COUNTY, N. Y's old- 


est dealerships handling Lincoln-Mercury 
offered for sale. No used cars or ac- 
counts receivable to take over. Retiring 
due to ill health so priced to sell fast. 
Box 7372, c/o Automotive News, Detroit 
26. 


METROPOLITAN NEW YORK — Dealer- 


ship handling DeSoto-Plymouth. Best 
location, paying service and parts busi- 
ness. Owner willing to retire. Box 7394, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING PONTIAC 


Westchester County, N. Y. 200-250 car 
potential, modern building, 
40,000 population. No real estate, used 
cars or receivables. Other interests rea- 
son for selling. Box 7392, c/o Automo- 
tive News, Detroit 26. 













DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING  LINCOLN- 


Mercury and small foreign car in smali 
Connecticut town (pop. 40,000-50,000), 
near metropolitan area. Long established. 
Built and own building—almost new— 
ideally located. Sell or possible lease. 
- 7358, c/o Automotive News, Detroit 


WONDERFUL OPPORTUNITY. Dealership 
handling Lincoln and Mercury in large 
New Jersey city. Immediate city popu- 
lation, 50,000; population trade area, 
125,000 and growing. Potential 350 plus. 
$30,000 buys deal. Excellent facilities 
available at low rent. Must sell because 
of health. Reply Box 7395, c/o Automo- 
tive News, Detroit 26. 


LIVE A LITTLE TOO—in cool, colorful 
Colorado. Dealership handling Lincoin- 
Mercury and full International Harvester 
lines, Excellent irrigated section near 
mountains. Lease or sell fine, modern 
plant. Priced for immediate sale because 
of ill health. Don’t wait. Box 7396, c/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING CHRYSLER- 
Plymouth in central Indiana industrial 
area — 200 car potential — finest shop 
equipment. Good lease, good, solid going 
business. Will sacrifice. Box 7397, c/o 
Automotive News, Detroit 26. 


NOW HEAR THIS. With over 45 years of 
automobile business, I want to retire. 
So—my 30-year old business handling 
Chrysler-Plymouth is for sale. Will lease 
or sell large, 2-floor fireproof building, 
completely equipped. Rare opportunity 
for right party in world famous section 
New York. National Baseball Hall of 
Fame, Farmers Museums. 250,000 tour- 
ists yearly. Write J. Harry Cook, Coop- 
erstown on Otsego Lake, N. Y. 





FOR SALE: 


Dealership handling three franchises for one 
of the Big Two in city of 80,000 and trading 
area of 500,000. Located in fastest growing 
county in Northern California. Beautiful pack- 
age facilities in modern, new building, in- 
cluding adjacent used car lot. All at very 
low rent. High service absorption and sales 
above competitive market penetration. Reply 
Box 7399, c/o Automotive News, Detroit 26. 


VOLVO 


FRANCHISE AVAILABLE 


Sweden's “hot” new model sports sedan 
with 85 h.p.—the family car with speed, 
comfort and economy. Swedish built-to- 
last precision, sports car handling and 


performance. VOLVO dealerships now 
available in our territory: Alabama, Ar- 
kansas, Kansas, Louisiana, Mississippi, 
Missouri, Oklahoma, Tennessee and Texas. 
For information write or wire: 


SWEDISH MOTOR IMPORT 
2221 Milam Telephone CA 4-9456 
Houston, Texas 





CARS FOR SALE 


PUBLIC SALE OF 
STATE USED CARS AND TRUCKS 


110 Cars and Trucks in Harrisburg, Penna. 
-1954 - 1955 - 1956 - Chevys - Fords - Plymouths 


Low Mileage 
Also older models 


When—August 27, 1957 


How—By Sealed Bids 


These cars may be inspected Monday through Friday, 8:30 A.M. to 5:00 P.M., 
holidays excepted. General public and dealers are invited to bid. Invitations 
to bid, listing cars, together with instructions to bidders, may be obtained by 


writing to: 


J. D. Adams, Director, Automotive Bureau, Commonwealth Garage, 
22nd and Forster Streets, Harrisburg, Penna. 





SPECIAL 
ON 












New Mo-Par Radios 

1956 sler, 1956 DeSoto, 

1068 Cyencts $39.95 

1951 to '54 Chrysler $39.95 

(8 and 9 tube sets in original 
cartons) 


1955-56 Pontiac GM, 


191 East 161st Street 





ACCESSORIES FOR SALE 


AUTO RADIOS 


Fast COD shipment F.O.B. N. Y. 
Catalogs on request 


LIBERTY AUTO RADIO 
New York 51, N. Y. 
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DEALERSHIPS AVAILABLE 
DEALERSHIP HANDLING MERCURY, 


Box 7393, 
troit 26. 


c/o Automotive News, De- 


WANTED: WESTERN STATES GM or 
Ford products. Any size, any price. Cash. 
I have factory approval and guarantee; 


factory. Box 7305, c/o Automotive News, 
Detroit 26, 


FLORIDA CHEVROLET dealership wanted, 
300 to 800 P.P. around one of the fol- 


Beach, Miami, Tampa. Factory approved 
applicant. All replies strictly confidential. 
_ 7398, c/o Automotive News, Detroit 
6. 





Will Buy Partnership in Big-3 
Dealership — New York Area 


Am selling my own successful new and 
used car business. Interested in joining 
forces in high-potential big-3 dealership. 
38 years old, dynamic worker, 20 years 
in automobile business, thoroughly experi- 
enced sales director, administrator, ap- 
praiser. Write in strictest confidence to 
Box 7400, c/o Automotive News, Detroit 
6. 
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BUSINESS WANTED 





ATTENTION 


CAR LEASING COMPANIES 

NEW ENGLAND & NEW YORK AREAS 
We are interested in buying all or part 

your business. All replies in strictest confi 

dence. Write to 
S. M. ROSE, Pres. 
FLEET TRANSPORTATION, INC. 
201 East 184th St. Bronx 58, N. Y. 


g 








DECAL TRANSFERS 








ples. Allied Decals, Inc., 8456 Hough, 
d 3, Ohio, 
DECALS, WOOD GRAIN, for all Ford- 


Mercury station wagons. Quick service, 
low price. Send for price chart and sam- 
ples. Canell Co., Little Ferry, N. J. 
(Distributorships available to jobbers 
calling on Ford-Mercury dealers and/or 
body shops.) 





Have you tried controlling salesmen with 
HYPNOSIS? 
Please don't. It won't work. But, the “ 
Check” Pian Book willl It definitely increases 
sales. at a GLANCE exact worth 


f 








MILITARY BUSINESS 


— Got Your Share? — 


Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rates. 
Take immediate delivery. 
We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis. 


MILITARY FINANCE CO. 
502 Tioga Bidg., 2020 Milvia 
Berkeley 4, Calif. THornwail 5-2275 


bee —— for Military 








AAA DRIVEAWAY, INC. 
CHICAGO 


DRIVERS TO ALL POINTS 
ONE CAR... or a FLEET 


Free inside bugscreens provided if desired. 
343 S$. Dearborn WEbster 9-2364 








Inventory Service 
Buying or Selling a Dealership 
© Buy Right © Sell Right 
Parts—Accessories—Equipment 
© © A disinterested certified physical 
Inventory will save you money © © 
DON'T GUESS—BE SURE 
Call or write for service details. 


Automotive Inv 


Service Co. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 





PARTS FOR SALE 


$18,000 Studebaker 
Dealer Parts 


Only $4,500—Write for Inventory 
DISCOUNT SALES 


2108 - 7th Ave. Birmingham, Ala. 
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USED-CAR BUYS 
FOR DEALERS! 


"56 FORDS & 
PLYMOUTHS 


Any Quantity, Large 
or Small... and 
They're Priced RIGHT! 


All 4dr. ex-taxis with heater/defroster, 
good tires, clean inside and out. All in 
excellent operating shape; most in service 
only 8-10 months. Many available with 
power steering and automatic transmis- 
sion. 

es 


Don't walt... call, wire or write 


CURRY CHEVROLET 


Broadway and 33rd Street 
NEW YORK e ADirondack 4-6000 





BUSES FOR SALE 


1957 FORD, DODGE, CHEVROLET AND 


G.M.C. school buses—54-60 and 66 pas- 


senger. Immediate delivery. Wolfington 


Body Co., Inc., 58th and Lansdowne 
Ave., Philadelphia 31, Pa. Phone GReen- 
wood 7-6225. 


TRUCK EQUIPMENT FOR SALE 


MECHANICAL HANDLING TRAILER. 


Like new. Perfect condition. $1,895. Sell- 
ing reason—changed franchise. Hauled 
Packards. ‘55 GMC tractor available. 
Hutchinson Motor Co., Hutchinson, Kan- 
sas. MO 3-3356. 


SHOP EQUIPMENT FOR SALE 


WEAVER TWIN POST rail-less lift 


(hoist). Passenger car type E C-100. 
Brand new, never used. $450. Quad City 
Motors, 1417-2nd Ave., Rock Island, 
Illinois. 


ANTIQUE CARS FOR SALE 


1923 NASH-—Roadster. Completely refin- 


ished, good running order. Needs tires 
and top. Write Van Vieet Motors, Inc., 
Oneida, New York. 


MISCELLANEOUS 


samples. Burleson Printing Service, 
Bloomingdale, Mich. 





“PARTNERS IN PLEASURE’’—Special- 


ized, certified wholesale sporting goods, 
fishing tackle, clothing, giftware catalog 
available Sept. 10th. Write for your free 
copy now! Voedisch Bros., 1639 N. Wells, 
Chicago, Til. 





ATTENTION 
BUICK DEALERS! 


We have the answers to your 
carburetor troubles 


A patented needie valve and seat— 
eliminates flooding, cilting—increases gas 
mileage—Customer's satisfaction guaran- 


teed—Approved by car 


manufacturers 


—<Accepted by Buick on A.F.A. 


List $3.75 Net $1.85 


Minimum order 10 postpaid—Give year, 
model and carburetor make. 


5100 East 11 Street 


STONE BROTHERS BUICK 


Tulsa, Okiahoma 
WeEbster 2-231! 
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1953 HARLEY DAVIDSON 3-wheel motor- 


2 years. Cunningham Pontiac, Inc., 121- 
02 Jamaica Ave., Richmond Hill, N, Y. 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS’ SPECIAL (F.0.8. Factory Net) 
$52.35 Fed. Tax Included 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 
Less Guide Cables 


GUIDE CABLES 
DEALERS’ SPECIAL (F.0.8. Factory Net) 
$9.90 Fed. Tax Inciuded 
e & 

THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


tee Pos. Fectory Net) 


Meets 1.C.C. Strength Requirements 
* * 
Liberal Quantity Discounts 
To Distributors 


” Write for Illastrated 


Ceteleg 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 





Automatic BraKinG 


WITH BRAKE HOOK-UP 


ONLY.. $5445 
ri 
BRAKE HOOK-UP... 
QUICK-TOW Sumper- 

TRI-KING 3-Point Hook- 


TowKinG ccc, 


Hook-Up 


$45° 
Tow Bar Sales Co. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 


DE 2-0700 AN 3-8888 Nites: BA |-8717 


Call Collect .”3,22, 


40 So. Clinton St., Chicago 6, Ill. 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] i 


| 


All Other Countries — One Year $12 [] or Two Years $20 [J 
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TRADE CONNECTION: 
Truck Dealer [] 


Car Dealer [7] 


Jobber [] lasurance [J 


Make of iiss is 00k nds bipene 00 Gdbubdanbiad Haceccccscccecsecsess 













Manufacturer [1] 


Financial [) Supplier [J 
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W IN AMERICA 


TEMPO’S GERMAN VEHICLES WITH 
~~” 
BRITISH AUSTIN A-50 ENGINES REY 
12 SEATER MAN-SIZED 
STATION WAGON 
' * FULL REAR DOOR + 4 DOORS FOR EASY 
ACCESS + FULL HEIGHT 6’4” —TALLER THAN | 


YOU + CONVERTED IN MINUTES TO 3, 6 OR 9 
PASSENGER VEHICLE 


SUPER PANEL TRUCK 


¢ SIDE DOOR AND FULL REAR DOOR FOR EASY 
LOADING « 262 CU. FT. UNDIVIDED CARGO AREA 


DOUBLE CAB 
PICK-UP TRUCK 


* FASTER DELIVERIES MORE ECONOM.- | 
ICALLY + SIX MEN ON THE JOB IMMEDIATELY [ 


LOW LOADER 
PICK-UP TRUCK 
¢ ONLY 21” FROM-GROUND TO TRUCKBED 


¢ BOXSIZE UP TO 138” x 63” (approx. 62 sq. ft.) 
¢ WHEELBASE 118” OR 126” 


CAB AND CHASSIS 


¢ THE ONE FRONTWHEEL DRIVE CAB AND 
CHASSIS AVAILABLE IN THE U.S.A. * ADAPT- 
ABLE TO ALL YOUR NEEDS « 118”, 126” AND 
130” WHEELBASES AVAILABLE 


FRONTWHEEL DRIVE—INDIVIDUAL WHEEL SUSPENSION—FULL SYNCHROMESH TRANSMISSION— | 
TUBULAR STEEL CHASSIS WITH HEAVY CROSSMEMBERS—FULL 180° DRIVER VISION—COMPLETE } 
DIAL INSTRUMENTATION—FAMOUS 52 BHP AUSTIN A-50, 4 CYLINDER 4 CYCLE ENGINE , 


EXCLUSIVE U.S. DISTRIBUTOR 
FADEX COMMERCIAL CORPORATION 


7‘ 
Tempo 487 PARK AVENUE, NEW YORK 22, N. Y. Tel.: PLaza 1-7200 


RS 
WEST COAST DEALERS CONTACT 


Manufactured by Vidal & Sohn FADEX COMMERCIAL CORPORATION 
TEMPO-WERK GMBH (TEMPO WORKS) WESTERN DISTRICT OFFICE, 519 W. 15 STREET, LONG BEACH, CAL. 
Hamburg, West Germany Tel.: HEMLOCK 6-3224 





